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They Head NADA for Year pr 


New officers of NADA, elected last week at Chicago convention, are as follows, 
left: J. J. Verschoor (Chevrolet), Mitchell, S. D.; Allan Mims (Ford), Rocky Mount, 
C., treasurer; Frank H. Yarnall (Chevrolet), Chicago, president, and Carl E. Fribley 


adillac-Pontiac-GMC), first vice-president. 


t, is at right. 


Frederick J. Bell, NADA executive vice- 





Output Continues Climb; 
rd Highest on Record 


Ww] production stepped up to 
its fastest clip since the boom 

ys of 1950, a near-record stream 
of cars poured from the nation’s 

sembly lines last week. 

Automotive News estimates 
put the yield at 163,830 cars, 
third highest in history by virtue 
of eclipsing the 162,951 cars pro- 
duced in the week ended June 
10, 1954. 

The alltime record for a week’s 
car output — 165,860 — was estab- 

hed in the week ended June 24, 
1950. 

= - . 

AST week’s production of 163,- 

830 cars, representing 160.4 per- 
cent of Automotive News’ three- 
year index, compares with a revised 


trucks, off a shade from 183,165 the 
week before. 
ca * ” 
Bc THREE activity provided 
the push on the car side of the 
ledger. 

Highlight was the neck-and-neck 
production race between two Gen- 
eral Motors divisions — Oldsmobile 
and Pontiac. 

In the week ended Jan. 15, Pon- 
tiac broke its own records by 
wheeling out 11,684 cars. The fol- 
lowing week, Oldsmobile followed 


| suit with 11,953. 


Last week, both divisions were 
out to set new marks. Oldsmobile 
scheduled 12,143 cars to bring its 
total for the year to 58,131 units, 


0 for the preceding week of | and Pontiac was shooting for 12,300 


160,664 cars, or 157.3 percent. 
Truck turnout, however, 
slumped last week to 18,950 from 
the previous week’s 22,501. A cut- 
back by Chevrolet was chiefly re- 


sponsible. 
Thus, total vehicle production 
last week was 182,780 cars and 


Top Cars 


New-car registrations for 11 
months, plus nine states for De- 
cember: 


1954 Pos. 
1—1,255,120 
2—1,250,986 

470,082 

372,997 

342,076 

322,439 

253,992 

137,752 

98,546 
90,362 
87,797 
77,998 
68,957 
37,100 
34,052 
33,178 
16,848 

8,819 


1953 Pos. 
Ford 1,025,158— 2 
Chev. 1,268,198— 1 
Buick 430,752— 4 
Olds. 286,633— 6 
Plym. 558,614— 3 
Pontiac 363,294— 5 
Mercury 262,672— 8 
Dodge 272,806— 7 
Cadillac 90,292—13 
Chrysler 143,175—10 
Stude. 151,787— 9 
Nash 130,565—11 
DeSoto 113,651—12 
Packard 68,231—14 
Lincoln 36,918—17 
Hudson  63,201—15 
Willys 40,683—16 
Kaiser 22,180—18 
1153 HenryJ 10,486—19 
25,434 Misc. 29,536 
Total All Makes 
4,985,683 5,368,832 
Further details on Page 26. 


Make 
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cars and a year-to-date total of 


57,840. 
= . * 
(Canteen CORP. geared its 

operations to a level of 31,725 
cars, up from 30,553 a week ear- 
lier—and from 12,415 in the corre- 
sponding week of 1954. 

The Ford division kept all 
plants on a six-day week, but 
Lincoln - Mercury returned to a 
five-day operation. 

Ford Motor Co. said last week 
that its January output of 211,398 
cars and trucks was the highest 
for any month since World War IL. 
(Continued on Page 51, Col. 1) 
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By Maynard M. Gordon 
News Editor 

eS. — See by fac- 

tory policies which allegedly 
have slashed dealer profits to the 
near-zero level, the National Auto- 
mobile Dealers Assn. warned “my- 
opic” Detroit executives last week 
to mend their ways soon or undergo 
the compulsion of new Federal 
legislation. 

The association’s 38th convention 
here acclaimed demands by NADA 
executives for permanent trade- 
wide franchises and the abolition 
of “cancellation without cause” 
provisions. 


It greeted with prolonged ap- 
plause a 1955 “action prégram” 
which called for Congressional 
action to reinstate te rial se- 
curity clauses in selling agree- 
ments and to ban hantom 
freight” and bootlegging. 
Executive Vice-President Fred- 

erick J. \Bell disglosed that a 


| territorial-security’ bill, compelling 


factories to provide for service 
commission rebates in cross-sales, 


Code of Ethice, 
‘Auto Week’ Set 





‘At NADA Parley 


HICAGO. — A double-barrelled 

goodwill campaign for new-car 
dealers received a stamp of ap- 
proval from the NADA board of 
directors at the convention here 
last week. 

Of prime significance was 
adoption of a seven-point code 
of ethics which dealers will be 
asked to sign and display in their 
showrooms. 

The code attempts to answer 
current public criticism of new-car 
price packing, faulty servicing and 
finance packing. 

* * ” 

Also ratified was a plan for 

making Apr. 11-16 a nationwide 
“Spotlight on Automobiles” week. 
Civic parades and banquets, deal- 
ership open houses and contests 
will be encouraged by NADA and 
state associations. 

The aim is to enhance public 
appreciation of the franchised 
dealer’s community role, boost 

(Continued on Page 4, Col. 1) 





War Fear 


By Robert M. Lienert 
Associate Editor 

EW-CAR sales continued on a 

high plateau last week as the 

midwinter season turned the cor- 
ner into February. 

Dealers, while reporting to Au- 
tomotive News that their winter 
“slump” was less than usual, 
were attempting to analyze the 
rather surprising demand. 

Some felt that President Eisen- 
hower’s fight-if-necessary policy in 
Formosa had helped to increase 


| new-car sales in their areas. 


- * * 


7 sales manager of a leading 
dealership in the Southeast said: 


.|“Many of our deals are definitely 


~r 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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NADA to Ask Congress 
ritory Security, 


would be introduced in Congress | afraid to attempt a resale to their 


“almost immediately.” 
* * * 


. 10,200 pégistered conven- 
tioners saw Frank H. Yarnall 
(Chevrolet), Chicago, accept the 
NADA ppesident’s gavel from 
Charles,C. Freed (DeSoto-Plym- 
outh), Salt Lake City. Yarnall took 
a Chevrolet franchise on Chicago’s 
north side three years ago after 
miore than three decades as a Ford 
retailer. 


Other 1955 officers named Wed- 
nesday are: Carl E. Fribley 
(Cadillac - Pontiac - GMC), Nor- 
wich, N. Y., first vice-president; 
Jd. J. Verschoor (Chevrolet), 
Mitchell, S. D., secretary, and 
Allan Mims (Ford), Rocky 
Mount, N. C., treasurer. 

The virtual ultimatum to auto 
factories, unfolded before the con- 
vention by Bell, climaxed five days 
of specific and general condemna- 
tion of 1954-55 factory policies by 
individual dealers as well as NADA 
executives. 

Ford and General Motors shared 


in receiving the loudest brickbats. | 


Industry Relations Chairman 
Frederick M. Sutter hailed the 
dealer-heir clause adoption in 
Ford’s new franchises (see separate 
story in today’s issue), but assailed 
an unprecedented addition making 
dealers fully liable for defective- 
car accidents after the warranty 
period. 

= * - 
}eaeD dismissed GM’s recently- 
announced buyback plan as im- 
potent from the standpoint of 
curtailing bootlegging. Overstocked 
GM dealers, he said, would be 





| respective divisions. 


Bell coined a new meaning for 
the initials GM, “Generally Mor- 


| onic,” in connection with the reg- 


istrations race at the close of 1954. 

“Is it in the public interest,” 

he demanded, “for the sales 
statistics of any manufacturer to 
be founded on practices that are 
unethical, unwise and uninhibited 
in greed?” 

Yarnall and Bell agreed that “no 
manufacturer ever again will at- 
tempt to sponsor pre-sale and pre- 
production registrations such as 


took place in December.” Bell 
(Continued on Page 48, Col. 1) 


Inside 
Standouts 


Ford Motor Co. revises 
franchise agreements, 
Page 2. 


Wrong way to sell serv- 
ice, Page 14. Right way,» 
Page 42. 

How trucks will look 50 
years from now, Page 21. 


Nash realigns prices for 

55, Page 2. 

Highway expert indorses 

Clay plan, Page 16. U. S. 

program assailed, Page 42. 
Truck highlights, Page 21. New-car, 
truck registrations and prices, Page 


26. Used-car auctions, Pages 4, 30. 
Production by makes, Page 51. 


Service Show Thronged 


NADA Exhibitors Call ‘Play’ Best to Date, 
Report Keen Dealer Interest 


By Jack Weed 
Service Editor 

[xmtassens in the NADA Shop 

and Truck Equipment Exposi- 
tion said last week they were 
pleased with the “play” they re- 
ceived from the out-of-town dealers 
who streamed into the exhibition 
area. 

Below-zero weather cut down 
attendance from the Chicago 


Gives °55 Sales New Lift 


influenced by a war scare. The 
American public has always been 
sensitive to shortages and war 
news. 


“The President’s action is spur- 
ring people on to quick action. I 
believe we are selling people now 
who ordinarily would wait until 
March or April before buying.” 

He did not say whether he 
thought current activity would 
lessen demand in those spring 
months. 


Other dealers éxpressed similar 
opinions as to the effect of Far 
East developments on sales during 
the winter. They were unanimous 
in denying that their salesmen cap- 


italized on headlines to sell cars, 
however. 
” ” * 

Gone retailers believe the public 

has been influenced by forecasts 
of excellent business in 1955 and 
pickups in the economy at local 
levels. 

One noted that “when things 
begin to tighten up” car sales 
drop more than proportionately. 
“Man who's working steadily,” he 

said, “won’t buy a new car if his 
neighbor has been laid off. When 
the neighbor goes back to work, 
there’s a good chance they'll both 
buy.” 





He attributed an improved pic- | 


(Continued on Page 4, Col. 1) 


area. The show committee had 
worked hard with local jobbers 
and truck equipment distributors 
to bring out local-area trades 
people for the Saturday and Sun- 
day pre-convention days. These 
did not show up in any numbers, 
however, even Sunday when the 


| weather warmed up considerably. 


Dealers, however, did flock into 
the exhibition both days in goodly 
numbers. They were unusually 
interested in anything on display 


| that held out hope of making more 
|money for them, 
|service operation or cutting costs 


improving their 


in normal operations. 

* * 7 
XHIBITORS were almost uni- 
versal in saying that this ex- 
hibit was the best that NADA has 
held to date, and that they were 
getting prospects and sales from a 


| Wider area than ever before. 


While the exhibition area was 
on the display floor of the hotel 
and therefore warm and easy to 
reach, it did not provide the best 
arrangement of booths and show 
spaces. It was broken up by 
many posts, which obstructed the 
view of the exhibits, and was 
scattered through several rooms 
and halls. Thus, some exhibitors 

(Continued on Page 9, Col. 1) 
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Total Down to 450... 


AUTOMOTIVE NEWS, FEBRUARY 7, 1955 


Chicago Dealerships 
Fall 4th Year in Row 


CHICAGO. — For the fourth 
straight year, the number of new- 
car dealerships in Cook County 
(Chicago) has decreased, according 
to the Chicago Automobile Dealers 
Assn. 

As of Jan. 1, there were 450 
dealerships, compared with 466 
a year earlier—a decline of 16 
dealerships or 3.4 percent. 

Since 1951, when the association 
recorded 540 active dealerships, 90 
—or 16.7 percent—have disap- 
peared. 

During 1954, a breakdown shows, 
the following lines showed a net 
gain in dealerships: Ford lost four 
and appointed six for a gain of 
two; Lincoln-Mercury lost four and 
appointed seven for a gain of three; 
Hudson lost three and appointed 
four for a gain of one, and Pon- 
tiac lost one and appointed two for 
a gain of one. 

The following held steady: Bu- 
ick lost and appointed two; Chev- 
rolet lost and appointed six; 
Dodge lost and appointed six; 
Oldsmobile lost and appointed 
one, and Packard lost and ap- 
pointed six. 

The following lines showed a de- 
cline: Chrysler lost four and ap- 
pointed three for a loss of one; 
Crosley lost one; DeSoto lost nine 
and appointed three for a loss of 
six; Kaiser-Willys lost 10 and ap- 
pointed seven for a loss of three; 
Nash lost nine and appointed five 
for a loss of four, and Studebaker 
lost 10 and appointed two for a loss 
of eight. 

Second-half losses were greater 
than those of the first six months. 
Total losses for the second half 
were 41; for the first half, 35. New 
appointments were 33 in the second 
and 27 in the first half. That re- 
sulted in a net loss of dealerships 
in each period. 

A separation of new-car deal- 


Imperial, Chrysler 
Sales Spurt 78%, 
Braden Reports 


DETROIT.—Sales of 1955 Chrys- 
lers and Imperials for the second 
10 days of January increased more 
than 78 percent over the same pe- 
riod a year ago, according to E. M. 
Braden, general sales manager of 
Chrysler Division. 

Dealers delivered 4,755 new cars 
to owners during the second 10-day 
period, compared with deliveries of 
2,670 cars for the same period in 
1954, Braden said. Deliveries for the 
first 20 days of 1955 totaled 8,719 
cars, more than 67 percent above 
the 5,218 delivered in the same pe- 
riod in 1954, he said. 

Braden said the factory already 
has shipped or has firm orders from 
dealers for more than 84,000 units. 

Not only are new-car sales up 
among Chrysler dealers—used-car 
sales are up as well. For the 10-day 
period ending Jan. 20, Chrysler 
dealers sold 13,655 used cars, a gain 
of 24 percent over the 11,013 used 
cars sold in the previous 10-day 
period, Braden said. 





ership figures for Chicago proper 
and for out - county locations 
shows that 278 dealerships are 
within the city limits and 172 are 
outside. 

Combined figures show Buick has 
33 dealerships; Cadillac, 14; Chev- 
rolet, 51; Chrysler, 34; DeSoto, 30; 
Dodge, 39; Ford, 56; Hudson, 18; 
Kaiser-Willys, 21;. Lincoln-Mercury, 
30; Nash, 24; Oldsmobile, 34; Pack- 
ard, 21; Plymouth, 103; Pontiac, 
31, and Studebaker, 19. 

These total outlets amount to 558, 
but the larger figure is reached be- 
cause many dealers handle more 
than one make of car. 


Auction Owners 


To Meet Feb. 11-12 


INDIANAPOLIS. — The National 
Auto Auction Assn. will hold a par- 
ley Feb. 11-12 at the Andrew Jack- 
son Hotel in Nashville, according 
to Carl Marker, president. 

All auto auction owners are in- 
vited to attend the luncheon meet- 
ings. 





Showtime Across U. S. 


ih 


Houston Auto Show Attracts 254,000— 


This is part of the crowd which jammed the Houston Coliseum during the week-long automobile show which drew an esti- 
mated 254,000 visitors. A special attraction was Ed Sullivan, whose appearance was sponsored by the Lincoln-Mercury dealers of 


the Houston district. 


Shows Setting Records 


Detroit Heads Toward 300,000; 
L. A. Brings 160,000 


UTO shows continued to pack 

’em in around the country last 
week as the midwinter new-car 
carnivals ran full-blast. 

At the Detroit show, which 
closed yesterday (Feb. 6) attend- 
ance records were smashed when 
54,375 visitors streamed through 
the entrances for the biggest 
single day ever. 

Officials expected that when the 
final count is in, paid attendance 
should approach 300,000— for an- 
other record. Last year, the total 
attendance was 280,341. 

The Los Angeles show closed last 
week with 160,000 visitors. 

x ” * 
=— officials have reported that 
the 1955 exhibits have proved 
best, saleswise, of many years. Sales 
efforts were reported to be particu- 
larly successful in Detroit. 

At the Detroit show, salesmen 
were encouraged by several in- 
centive plans. Under one plan, 
“mystery buyers” circulated 
throughout the show, talking to 
salesmen. 

Those salesmen who gave excep- 
tional sales presentations were 
awarded cash bonuses ranging from 
$10 to $25. Lincoln, Mercury, Ford, 
Plymouth and DeSoto were among 
exhibitors using the “mystery buy- 
er” plan. 

* * . 
Axmotees plan, based on a 
drawing for a cash prize, was 
intended to foster promptness on 
the part of salesmen assigned to 
the show. Salesmen became eligible 
for the drawing only if they were 


Business Barometer 


Steel Output — 85.4 percent of 
capacity vs. 85 percent last week. 

Used-Car Price Index — $877 
overall average in February to date 
vs. $888 in January. 

Wholesale Prices—110.2 percent 


Auto Production—182,780 cars, 
trucks in week vs. 127,990 year ago. 

Bankruptcies — 255 in week vs. 
233 year ago. 

Business Volume — 107.8 percent 
of 1935-39 index vs. 103.5 year ago. 

Consumer Debt—$22.5 billion at 
end of 1954, an increase of $453 mil- 
lion in December. 

Department Store Sales — 10 
percent ahead of year ago. 

Freight Loadings — 635,653 cars 
vs. 697,515 year ago. 

New-Car Sales — 4,985,683 in 
latest 1954 report vs. 5,368,832 for 
same period in 1953. 

New-Truck Sales — 770,117 in 
latest 1954 report vs. 869,091 for same 
period in 1953. 

Oil Stocks—257,705,000 barrels, 
a decrease of 1,186,000 in week. 


of 1947-49 index vs. 110.1 week be- 


fore. 
* - * 


Common Stocks 


Feb. Jan. 1955 
2 26 High 


Am. Motors 11% 11% 14% 
Chrysler 68% 67 74% 
GM 98% 999% 107% 
Kaiser 3% 4% 4% 
S-P 13 13 15% 


39.02 39.10 


Low 
9% 
56%, 
58%, 
1% 
10% 


Average 


on duty as scheduled and remained 
for their full assignment. 

Exhibitors said they had little 
trouble this year in staffing dis- 
plays, at all times. They credited 
the incentive plan. 

Shows are in progress this week 
at Milwaukee, Des Moines, Buffalo, 
Schenectady, N. Y., and Omaha. 
San Francisco and Cleveland are 
scheduled to open next week. 

* * * 


HE St. Louis show closed its 
doors Jan. 30 with a paid 
attendance of 101,402. According to 


Rus Hammond, executive director | 


of the sponsoring Greater St. Louis 
Automotive Assn., Inc., this was 
20,000 more than last year and 
slightly better than 1953. 

Many orders were taken and 
dealers were enthusiastic over 
interest manifested by many 
prospective customers. At one 
time, the Municipal Auditorium 

(Continued on Page 4, Col. 5) 


Ford, L-M Pacts 
Include Dealer 
Heir Clause 


DEARBORN.—F ord Motor Co. 
has announced the first major re- 
vision of its dealer franchise con- 
tract since 1938. Included for the 
first time is a dealer-heir clause. 

The new contract became ef- 
fective last Tuesday (Feb. 1) for 
all Ford and Lincoln - Mercury 
dealers. It was rewritten partly 
as the result of many dealer re- 
quests and recommendations dur- 
ing the past several years, a Ford 
spokesman said. 

Under the dealer-heir clause, the 
dealer is permitted to nominate an 
heir to his dealership who could 
take control of the firm in the event 


of the dealer’s death or resignation | 


for reasons of health. 

The nominee—either a son, son- 
in-law, brother, brother-in-law or 
nephew—will be given first consid- 
eration as an heir to the dealership 
by Ford Motor Co. 

An important qualification is 
that the nominee must have par- 
ticipated in the management of 
the firm for a “reasonable period 
of time.” 

In addition, the heir must possess 
the qualifications, capital and facil- 
ities to take over the dealership. 

By simply notifying Ford Motor 
Co. the dealer can change the name 
of his principal nominee to inherit 
the dealership. 

The dealer also can nominate 
more than one person as heir and 

(Continued on Page 7, Col. 1) 





Selling at the Detroit Show— 


es 


eR 


Dealers report high sales at the Detroit auto show as a result of an incentive 
program for salesmen. Record crowds were attracted to the exhibit, held last week | 


at the State Fairgrounds. 


At Los Angeles— 


This cutaway of a DeSoto Fireflite V-8 
engine was displayed at the Los Angeles 
auto show. The engine is flanked by 
Shirley Falls (left), Los Angeles, and Bette 
Lee, Miss Texas. 


Ford, Chevrolet Placed 


On Chrysler Couch 


CHICAGO. — The Chevrolet- 
Ford sales battle reminds A. van- 
derZee of the “difference between 
@ psychotic and a neurotic,” the 
Chrysler Corp. vice-president de- 
clared at the annual luncheon 
meeting of the Inter - Industry 
Highway Safety Committee. 

It was while introducing W. F. 
Hufstader and Walker A. Wil- 
liams that vanderZee, committee 
chairman, described what the 
“difference” was: 

“A psychotic is a person who 
thinks two and two make five. A 
neurotic knows two and two are 
- but is very unhappy about 
t. 

Hufstader and Williams are 
sales vice-presidents for General 
Motors and Ford Motor Co., re- 
spectively. 








Nash Ups Prices 
On °55 Models 
From $48 to $70 


By Bob Sheldon 
Associate Editor 

EN Nash’s conventional-size 

1955 models take their place 

on showroom floors Feb. 17, they'll 

be carrying price tags $48 to $70 

higher than those of their 54 coun- 
terparts. 

In addition, a new series of 
V-8s will push Nash’s price range 
beyond the $3,000 mark. 

Roy Abernethy, sales vice-presi- 
dent, last week described the '55 
prices as “competitive prices which 
include the freight - equalization 
hike set by the industry.” 

a a 


ABERNETHY said that equip- 

ment previously optional at ex- 
tra cost had been made standard 
throughout the '55 Statesman and 
Ambassador lines. 

“Our new models, with the dra-_ 
matic styling innovation of in- 
board headlights, offer more dol- 
lar-for-dollar value than any 
other make on the market to- 
day,” Abernethy said. 

Nash, he said, is poised for the 
most aggressive sales campaign in 
its 53-year history, backed by “a 
revolutionary dealer -strengthening 
plan unprecedented in the automo- 
bile business and a volume mer- 
chandising program built on Nash 
leadership in styling and design.” 

+ * * 


now standard equipment on the 
Statesman Super four-door se 
dan, Abernethy said, are direc 
tional signals, front-seat foam 
cushions and custom steerin 
wheel. The Nash reclining-seat an 
travel-bed combination is standard 
on Statesman Custom models. 
The Ambassador Six Super. 
four-door has electric clock, 
(Continued on Page 4, Col. 5) 














By John 0. Munn 


Dealers tell me 
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essive ...or Road to Chaos? ... 





Worker Discount Plan Debated 


By Joseph M. Callahan 
Staff Writer 
=== on Chrysler Corp.’s 
new discount plan for workers 
ranges from “a progressive step by 
management” to “a step on the 


with Chrysler workers favored 
the plan. 

Chrysler-make dealers who do 
little factory-worker business and 
competitive dealers assailed the 
plan. 






MY return from a California 
vacation, I want to thank, with 
emphasis, David E. Castles (Bu- 
ick), St. Louis; R. D. McKay 
(Chrysler), Wichita; Fred L. Haller 
(Hudson), Washington; Robert S. 
Armacost (Studebaker), Kansas 
City, and Harry Sommers (Chrys- 
ler), Atlan for conducting this 
column during my absence. 

I am sure that you want me to 
include your thanks to these elder 
statesmen in our field for their ob- 
servations, predictions and advice. 

During my vacation tour to Cali- 
fornia and my sojourn there I had 
the opportunity to talk to a great 
many dealers. Later, I will tell you 
specifically some of their reactions. 


My observation in general, 
however, leads me to the conclu- 
sion that automobile manufac- 
turers have reached their pin- 
nacle of influence on automobile 
dealers. I am sorry to say this 
and nobody will be happier if it 
should turn out that I am wrong. 
However, the feeling of dealers 
as well as their individual] plans, 
as related to me by dealers them- 
selves, indicates that manufactur- 
ers’ control over dealers will fast 
vanish unless they change their 
methods. 


* * * 


Not to Be Disparaged 


ANUFACTURERS in this in- 

dustry have accomplished won- 
ders. We all are proud of their 
achievements. Manufacturers who 
are still in business—and it is hoped 
that their number will not dimin- 
ish—have done a masterful job in 
developing and building the 
product. 

Long years ago, for instance, it 
was a question whether there 
would be electric, steam or gas 
ears; whether they would be two 
or four-cycle engines. 

The factories hesitated among 
planetary, selective, progressive, 
friction, chain or even jack shaft 
transmissions. On the proper type 
of springing there was a great 
diversity of opinion. Aircooled, 


Tenn. Proposal 
Seeks Automotive 
Licensing Board 


NASHVILLE. — A bill proposing 
the creation of a regulatory board 
for auto dealers and salesmen has 
been introduced in the Tennessee 
Legislature. 

Under the bill, dealers, salesmen, 
manufacturers and distributors 
would have to be licensed, with fees 
ranging from $3 for salesmen to 
$100 for managers, distributors and 
wholesalers. 

A State Motor Vehicle Commis- 
sion would be created, with mem- 
bers appointed by the governor 
from a list submitted by the Ten- 
nessee Automotive Assn. 
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water cooled, thermo-syphon or 
pump cooled motors were a sub- 
ject for experimentation. 

All these problems were solved 
and their solutions perfected in the 
last 40 years. From the production 
standpoint no group of manufac- 
turers has been non-progressive. 

No group of manufacturers has 
provided for automation of produc- 
tive processes to the extent of auto- 
mobile factories. 

* * * 


Dealers Like Pariahs 


Avene also recognize 
the change in labor relations. 
Since 1937 they bargain with un- 
ions. They extend workers a five- 
year contract with increases guar- 
anteed each year. Pension and sick 
benefits have also been granted. 

But, in relation to automobile 
dealers, manufacturers are archaic. 

The contract that has been the 
basis of relationship between these 
two important factors of the indus- 
try has remained unchanged. It 
can be cancelled without cause at 
the will of the manufacturer. 

This forces the dealer with 
much money invested to take 
steps at the direction of the man- 
ufacturer that are not in the 
dealer’s interest, not in the pub- 
lic interest and neither are they 
in the long-term interest of the 
manufacturer. 

I hope NADA’s directors will not 
concentrate their attention on boot- 
legging, closed territory, phantom 
freight, discounting or advertising 
assessments but will concentrate 
entirely and exclusively on obtain- 
ing a permanent contract. 

NADA seems to be the only hope 
because manufacturers, in spite of 
the pressure that dealers have ex- 
erted for a great many years, have 
refused to budge from their pres- 
ent contractual position. 

a * + 


Permanent Contract—or Else 


[cours Birthday is not far 
off. I wonder if it would not 
do us all good to remind ourselves 
of the simple, common sense phil- 
osophy of this great leader when 
he said: 

“The legitimate object of govern- 
ment is to do for a community of 
people whatever they need to have 
done, but cannot do at all, or can- 
not so well do, in their separate 
and individual capacities.” 

Of course, Lincoln did not 
mean the Federal Government 
alone in this pronouncement. 
Even then we had local, state 
and national agencies, such as 
NADA or the farmer and labor 
groups and many other volunteer 
agencies that could do certain 
things better for themselves than 
could be accomplished alone. 

But I am certain that if NADA 
does not consolidate the thinking 
of the dealers soon with reference 
to the necessity for a permanent 
contract, it will be too late for 
dealers or manufacturers to stop 
government action that will force 
conditions that will not be to the 
trade’s advantage. 

This urge from factories for 
dealers to discount cars will run 
to a diminishing end and dealer 
capital will be liquidated and the 
wreck of dealer failures will strew 
the landscape. When such a con- 
dition becomes apparent, congress- 
men will want to save the 50,000 
small business men located in com- 
munities all over America as 
against the few giant automobile 
manufacturers who, dealers say, 
are so carelessly throwing around 
their economic power. 

It isn’t too late to act. Factories 
can still make contract changes 
that are in the public interest and 
that will give consideration to 
dealer’s equity so that continuous 
progress say prevail now and 
throughout the years for all of the 
elements in this industry — the 
owner, the worker, the dealer and 
the factory, 


road to retailing chaos in auto oy Re 8 

manufacturing centers.” — 145,000 Chrysler workers 
Generally, Chrysler-make deal- eligible for 18 percent dis- 

ers who do considerable business | counts, many saw the plan spread- 





NADA Seats New Directors— 


Seven of the nine new members of the NADA board of directors gather with 1954 
officers at the Chicago convention. Standing (from left) are Brown A. Fortier (Ford), 
Levisiana; Paul R. Lauritzen (Nash), Virginia; James R. Johnson (Lincoln-Mercury), 
Connecticut; A. Leftwich Sinclair jr. (Dodge-Plymouth), District of Columbia; Ray D. 
Wilson (Chevrolet), Southern California; George A. Daley jr. (Ford), Massachusetts, 
and Edward A. Fritsch (Studebaker-Packard), Wisconsin. Seated are Frederick J. 
Bell, executive vice-president; Frank H. Yarnall, first vice-president; Charles C. Freed, 
outgoing president; Edward A. Sahli, treasurer, and Frank Collord, secretary. Other 
new directors are Walter A. McRae (Ford), Florida, and A. E. White (Oldsmobile), Ohio. 








FRANKFORT, Ky. — A lower- 
court ruling that a used-car dealer 


Dealer Responsibility 


Courts Hold Dealers Liable in Accidents 
Due to Mechanical Defects 


Calif., a truck driver was awarded 
$1,027 in damages resulting. from a 


can be held legally responsible for| collision due to an alleged faulty 


dangerous mechanical defects in 
cars sold by him has been upheld 
by the Kentucky Court of Appeals. 

The court affirmed a damage 

judgment of $10,000 against Arm- 
our Motor Co., Clay City, obtained 
by a purchaser who was injured 
when the brakes failed on a pick- 
up truck he had just acquired 
from Armour. 

The court said the defective 
brakes could have been discovered 
easily by a qualified mechanic and 
that the accident occurred before 
a change in the condition of the 


vehicle could either be caused or | 


expected from usage. 


In another case, in Richmond, 


Charlotte Dealers 
Act to Clean Up 
Ads, Sales Tactics 





CHARLOTTE, N. C.—Dealers of | 
the Charlotte area have launched | 


a program of self-regulation in ad- 
vertising and selling practices. 
The program was instituted with 
the cooperation of the local Better 
Business Bureau. Standards gov- 
erning selling and advertising have 


been mailed to dealers for signa- | 


ture. 

Arthur Harris, chairman of the 
BBB automotive committee, said 
the standards are devised to pro- 
tect the public interest and im- 


prove automotive marketing prac-| 


tices. 


The program requires that used- 
car dealers refrain from implying 
a factory warranty on current 
model cars, that unsupportable su- 
perlatives not be used, that finance 
charges be separately stated on a 
purchaser’s bill of sale and that 
advertisements not be misleading. 

The committee drafting the set 
of standards included Harris, Sam 


brake repair job. 

The judgment was granted 
against Trulson Motor Co. (Ford), 
Richmond. The accident occurred 
one day after the brake repair. 

The Kentucky court said it had 
decided to submit the issue of lia- 
bility to a jury on the ground that 
a dealer who presumably knows 
the condition of his used cars as 
an element in determining their 
values, “necessarily either knew or 
should know the condition of a spe- 
cific vehicle and whether it was 
in a reasonably safe condition for 
a buyer to operate.” 


“Anyone who buys a used car,” 
|the court added, “knows he is not 
| getting a new one. But, like the 
horse in “David Harum,” is it too 
much to expect it to stop without 
hitching so that even a woman 
could drive it?” 
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Indianapolis D 





ealers Name Officers— 


ing to other factories and a gen- 
eral chaotic condition resulting in 
factory centers. 

Many dealers, in the Chrysler 
family as well as competitors, 
expressed this opinion: 

“It was very nice of the factory 
to give itself a boost by giving 
away three-fourths of the dealers’ 
profit. Why don’t they give away 
some of their own profit next 
time.” 

* a7 * 
SPITE of opposition to the 
plan there were strong indica- 
tions last week that other auto 
manufacturers soon may be giving 
similar discounts to their employes. 

The UAW has long advocated 
such a plan for the benefit of the 
workers and the makers. Now that 
Chrysler Corp. has set the prece- 
dent, the pressure of competition, 
the unions and public opinion may 
overpower resistance. 


Kenneth Bannon, director of 
the UAW’s Ford department, 
said that the National Ford 
Council which met in Detroit in 
January, strongly recommended 
that an auto purchase plan, giv- 
ing employes a 25 percent dis- 
count, be proposed at the coming 
negotiations. GM and Little 
Three union officials reportedly 
will seek similar plans. 

The UAW’s opinion of the plan 
Was expressed by Norman 
Matthews, director of the UAW 
Chrysler department, who com- 
mented: 

“We think that Chrysler’s 
acceptance of the long-standing 
union proposal that workers be 
permitted to buy cars at a discount 
is a progressive step on the part 
of management. 

* + ” 

“Tt WILL give workers a much 

better chance to buy the prod- 
ucts they build. Chrysler Corp. is 
the first member of the automobile 
industry’s Big Three to make a 
discount available to all of its em- 
ployes. 

“The discount plan should bene- 
fit both the workers, in savings, 
and the corporation, in larger 
sales.” 

Opponents to the employe pur- 
chase plan made these objec- 
tions: 

1. Dealers will lose their finance 
and insurance reserve on all such 
deals. These reserves currently 
represent about 45 percent of the 
average dealer’s net profit, it is 
reported. 

2. Dealers will lose the used car 
in many cases because the pur- 
chase from the factory will be 
strictly cash, compelling the 
employe-buyer to sell his own car. 
One dealer visualized all the manu- 
facturers offering similar deals 
and the newspapers being flooded 
with ads of individuals selling their 
cars. 

= * e 
THE above situation could 
¢ make the auto retailing indus- 
try even more chaotic by further 
depressing used-car prices. This 
(Continued on Page 51, Col. 3) 





From left: Joe B. Wiles, new vice-president of the Indianapolis Automobile Trade 
T. Atkinson jr., C. T. Byrd, R. B.| Assn., Charlie Stuart, president; Louis A. Walther, retiring president, and Tom O'Brien, 
Hollingsworth and Paul Long jr. | secretary. 
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Formosa Flareup Gives, 


Sales of ’55s a Spur 


(Continued from Page 1) 


ture at his dealership to reduced 
unemployment and a good outlook 
in his own community. 

aoe * * 

OME dealers are at a loss when 

it comes to explaining the cur- 
rent surge of business. One Big 
Three dealer said: 

“While I would like to think 
our jump in sales over the past 
10 days is due to our superior 
product or our own aggressive 
advertising or promotion pro- 
grams, it just isn’t so. 

“The truth is, our product has 
always had excellent public accept- 
ance, and we have done practically 
no advertising. Yet, our sales have 
increased at least a third or bet- 
ter.” 

The future looks rosy even to 


Plymouth Going 
On Overtime as 
Orders Mount 


DETROIT.— Plymouth began a 
schedule of overtime work last 
week, to increase production, ac- 
cording to Wil- 
liam J. Bird, sales 
vice-president. 

Bird said that 
dealers’ orders 
continue at a rate 
higher than the 
current produc- 
tion of about 3,000 
cars a day add- 
ing that retail 
sales are running 
about 50 percent 
ahead of a year 
ago. Sales are 
comparable with those of January, 
1953, which was the best January 
in Plymouth’s history. 

Plymouth’s backlog of orders is 
22 percent greater than when the 
new cars were announced last No- 
vember, and has increased 10 per- 
cent since the first of the year, 
Bird said. - ° 

“A great share of the credit for 
the success of the new Plymouth 
must go to our dealers,” Bird said. 
“They know that sound retailing 
calls for rapid turnover of new and 
used cars, and they are doing a 
fine job of keeping cars moving.” 

Bird revealed that stocks in deal- 
ers’ hands are 30 percent below a 
year ago. 

The production increase is one of 
several moves by Plymouth in re- 
cent months to increase its pene- 
tration of the market. The corpo- 
ration has doubled its field organi- 
zation, retail sales clinics, has put 
into effect a special used-car pro- 
motion program, and is starting 
a customer relations program for 
all dealers. 


‘Auto Week’ Set 
At NADA Parley 


(Continued from Page 1) 

65 models and stressing the 
essentiality of the automobile. 

The code of ethics is as follows: 
1. To price our products and our 
services fairly, based upon our 
costs, plus a reasonable profit. 

2. To allow fair and reasonable 
prices for used vehicles offered in 
trade. 

3. To properly inspect and serv- 
ice all vehicles before delivery to 
our customers. 

* * * 
4. To provide facilities, personnel 

* and a stock of replacement 
parts, adequate to properly service 
the vehicles we sell. 

5. To accurately represent and 
advertise our merchandise and 
services. 

6. To furnish the lowest finance 
and insurance charges consistent 
with sound business. 

7. To support programs designed 
to promote adequate highways and 
traffic safety. 

Adoption of the code accompa- 
nied formulation of a general 
statement of NADA policies which 
were implemented in the associa- 
tion’s 1955 “action program.” 





W. J. Bird 


many dealers who have felt no 
unusual sales activity in recent 
days. Lacking a definite gain, they 
say, business nonetheless continues 
good, they have backlogs of unfilled 
orders and stocks are short. 

Sales are running so high that, 
despite the torrent of new cars 
pouring off the assembly lines, deal- 
ers are reporting little increase in 
their stocks. Some say their stocks 
are virtually nil, and have been 
since new models were introduced. 

+ + * 
CCORDING to Automotive News’ 
index, the average price of used 
cars sold at wholesale auction sold 
thus far in February is $877, a de- 
cline of $11 from the overall Janu- 
ary average of $888. 

On an individual basis, four 
declines and four advances were 
noted. Gains were: ’51s, up $18 
to $551; ’48s, up $13 to $195; '49s, 
up $4 to $277, and 53s, up $3 to 
$1,068. 

Losses were: '50s, down $13 to 
$377; ’52s, down $13 to $740; ’54s, 
down $31 to $1,629, and ’55s, down 
$69 to $2,178. 

The spread between models, after 
last week’s adjustments, was (pre- 
vious week’s spread in parenthe- 
ses): ’55 to '54, $549 ($587); ’54 to 
53, $561 ($595); ’53 to °52, $328 
($312); ’52 to ’51, $189 ($220); ’51 
to ’50, $174 ($143); '50 to ’49, $100 
($117), and '49 to '48, $82 ($91). 


Tinsley-Crane Founded 
Tinsley-Crane Chevrolet Co. has 
been organized in Pickens, S. C. 
W. C. Crane is the president. 


£ 


Cincinnati Dealers Promote Safety— 






The tuition for five Cincinnati police officers taking special safety courses at North- 
western University will be paid by the Cincinnati Automobile Dealers Assn. From 
left are M. E. Brown, of Hageman Pontiac Co.; Stanley Schrotel, chief of police; Joe 
E. Busam, of Busam Motor Sales (Packard); Capt. Guy York, and R. E. Reinhold sr., 
of Metropolitan Motor Co. (Buick). The dealer group also will provide a substantial 


portion of the officers’ expense money. 





New Orleans Dealers 
Complain of Low Stocks 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—Surprising as 
it may seem, quite a number of 
dealers here are complaining of 
not having an adequate stock of 
new cars. 

They contend that they are 
losing sales because they are un- 
able to get the cars from their 
respective factories. 

One dealer in the medium-to- 
high-price field said he had two 
medium-price automobiles in stock. 
This dealer said he is losing sales 
daily and is unable to hold cus- 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Feb. 2 
(Weather so bad, couldn’t wash a 
car. Scld 84 cars out of 140 entered.) 

BUICK—’'54 Special 4-dr., $1,850. ‘53 
RM 4-dr., $1,275* (ps); Special Riv- 
jera coupe, $1,100; 4-dr., $1,085. °51 
Special 4-dr., $605*; Super Riviera 
coupe, $575*. ‘50 RM Riviera coupe, 
$625°*. 

CADILLAO — '53 (62) coupe deVille, 
$2,600* (ps); 4-dr., $2,430* (ps). ‘51 
(62) 4-dr., $1,315*. 

CHEVROLET—’54 Two-ten 4-dr., $1,- 
200; 2-dr., $1,175, $1,150. °53 Bel Air 
station wagon, $1,280; coupe, $1,130; 
2-dr., $1,005; Two-ten 4-dr., $915*; 
2-dr., $915, $900. ‘52 SL Deluxe 2- 
dr., $590. ® 

CHRYSLER—'51 Windsor 4-dr., $400*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
515. '47 Business coupe, $120. 

DODGE—’'53 Coronet 4-dr., $615. ‘51 
Coronet Sport coupe, $510; 4- dr., 
$435°. 

FORD—’'54 Custom (8) 4-dr., $1,340; 
Main (6) 2-dr., $1,165, $1,070; 4-dr., 
$1,080. '53 Crest (8) Victoria, $1,185; 
2-dr., $1,015, $925; Main (8) 2-dr., 
$820, $775; Main (6) 2-dr., $805, 
$800, $775, $720; club coupe, $1,070. 
‘52 Main (8) Ranch Wagon, $925; 
Custom (6) 2-dr., $700*, $625. ‘51 
Deluxe (6) 4-dr., $500. '50 Custom 
(8) club coupe, $300; Deluxe (6) 2- 
dr., $230, $140. 

KAISER—’52 2-dr., $500*. 

LINCOLN—’53 Cosmopolitan 4-dr., $1,- 

MERCURY—’51 club coupe, $600*, 
$500; 4-dr., $510. 

NASH—’53 Rambler club coupe, §$1,- 
060; 4-dr., $800. "52 Statesman 4-dr., 
$650. '50 Statesman 4-dr., $160. 

OLDSMOBILE—’52 (88) 4-dr., $1,025*. 
‘51 (88) 2-dr., $800*, $640*; 4-dr., 
$750*; (98) 4-dr., $740*. ‘50 (88) 
club coupe, $300*. 

PACKARD—’'53 (200) 4-dr., $1,160*. 

PLYMOUTH—’53 Cranbrook Belvedere, 
$1,000; station wagon, $975; Cam- 
bridge 4-dr., $770, $705; 2-dr., $675; 
club coupe, $750. '52 Cambridge club 
coupe, $505, $385. ’°51 Cranbrook Bel- 
vedere, $505, $500; club coupe, $410. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,510*. '54 Chieftain (8) Catalina, 
$1,955*. °53 Chieftain (8) Catalina, 
$1,210*. ‘52 Chieftain (8) 4-4dr., 
$790*; conv., $775*. ’51 Silver Streak 
(8) 4-dr., $515*. °49 Silver Streak 
(6) 4-dr., $230°. 

STUDEBAKER—’52 Champion 4 - dr., 
$425*. '50 Champion 4-dr., $130. 


dan. 26 

(Snowing all day—very cold. Prices 
up $25 over last week. Sold 127 cars 
out of 184 entered.) 
BUICH — '54 Century 4-dr., $1,875°; 

Special 2-dr., $1,600. 53 RM Riviera 

coupe, $1,475*; Super station wagon, 

$1,375*; Riviera coupe, $1,310°*; 4- 


750* (ps). °49 4-dr., $110. 


dr., $1,250*; 2-dr., $1,125. '52 Rivi- 
era coups, $915*. °51 Super 4-dr., 
$530*; Special 4-dr., $475*. '50 Spe- 
cial 2-dr., $455, $400. 

CADILLAC — ’54 (62) coupe deVille, 
$3,840° (ps). '52 (62) 4-dr., $1,750°. 

CHEVROLET—’55 Bel Air 4-dr., $2,- 
140*; coupe, $2,140. ‘53 Bel Air 
coupe, $1,225°; 4-dr., $1,025; Two- 
ten 2-dr., $925, $890, $885, $870, 
$805; club coupe, $885. '52 SL Deluxe 
4-dr., $680, $655; 2-dr., $630; SL 
Special club coupe, $510. ‘51 SL De- 
luxe club coupe, $530; 4-dr., $535; 
2-dr., $525*, $470; SL Special 2-dr., 
$435, $430, $395. '50 SL Deluxe Bel 
Air, $485; 2-dr., 2 at $370; 4-dr., 
$365*, $360; SL Special club coupe, 
$290. '49 %-ton pickup, $290, $285. 

CHRYSLER —.’53 Windsor 4-dr., $1,- 
225° (ps), $1,085*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
600*. °52 Deluxe 4-dr., $575*; club 
coupe, $460. 

DODGE—’53 Coronet (8) 4-dr., $940*, 
$850*, $845*; 2-dr., $700. '52 Coronet 
club coupe, $650*. ’51 Coronet 4-dr., 
$430. '50 Wayfarer 4-dr., $365. 

FORD—’54 Custom (8) 4-dr., $1,355; 
2-dr, $1,320°, $1,275. ‘53 Main (8) 
Ranch Wagon, $1,105*; Custom (8) 
4-dr., $975*- Main (6) 4-dr., $760; 
taxi, $415, $400. '52 Crest (8) Vic- 
toria, $820; Custom (8) 4-dr., $710*; 
2-dr., 2 at $650. '51 Custom (8) 2- 
dr., $535; Deluxe (6) 2-dr., $365, 
$300, $275. °50 Custom (6) 4-dr., 
$375, $355; 2-dr., $375, $310. °49 
Deluxe (6) 2-dr., $180. '48 Deluxe 
(6) 4-drr, $155. 

HUDSON—’51 4-dr., $375°*. 

KAISER—’51 4-dr., $355*. 

MERCURY—’ 54 Custom club coupe, $1,- 
710. '53 Custom club coupe, $1,320°. 
"52 Custom club coupe, $925*. °51 

50 club coupe, $375, 


"51 4-dr., $290. ‘50 2-dr., $145. 

OLDSMOBILE—’51 (98) 4-dr., $660°, 
$650*, $640*. °50 (88) 2-dr., $500*; 
4-dr., $400*. '49 (76) 2-dr., $260*; 
(88) 4-dr., $225*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., 
$2,030*, $1,785. °54 Belvedere 4-dr., 
$1,175. °53 Cranbrook conv., 2 at 
$850; 2-dr., $705, $690. ‘52 Cran- 
brook 2-dr., $580; 4-dr., $560, $500. 
’51 Cranbrook club coupe, $430. 

PONTIAC—’55 Chieftain (8) club coupe, 
$2,700* (ps). '54 Chieftain (8) Cata- 
lina, $1,720*; 4-dr., $1,575°. ‘53 
Chieftain (8) Catalina, $1,395°; 2- 
dr., $1,145*, $985; 4-dr., $1,140*. '52 
Chieftain (8) Catalina, $1,045*. ‘51 
Silver Streak (8) Catalina, $825*; 4- 
dr., $620*. '50 Silver Streak (8) Cat- 
alina, $550°; 2-dr., $285. '49 Silver 
Streak (8) club coupe, $330. 

STUDEBAKER—’52 Commander 2-dr., 
$420; Champion 4-dr., $435. ‘51 
Champion 4-dr., $270. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 30, 31, 32 





tomers on orders already placed 
by them. 


Another dealer handling an inde- 
pendent line reported he had had 
only one car in stock for more 
than two weeks. 


Other dealers in the low-to- 
medium-price field had five to 17 
cars in stock. 


All dealers, regardless of in- 
ventory, believe too many options 
are being offered to the public, 
particularly two-tone color com- 
binations. 


A couple dealers, in order not to 
lose a sale, are repainting cars to 
satisfy the customer. 

After a record-breaking new-car 
month in December, registrations 
have declined since the turn of the 
year. But, as a whole, present busi- 
ness may be classed as fair, 
according to most operators. All 
agreed that sales are getting 
“tougher,” and that competition 
also is giving them trouble. 


Some dealers said they can’t 
understand how other dealers are 
able to remain in business with the 
discounts and over-allowances 
given by them. One dealer said 
that another dealer, selling the 
same make, grossed $12.50 on a 
car. 


A dealer in the medium-and- 
high-price range admitted that 
he was not making much profit 
on his medium-price line because 
he had to meet competition. This 
dealer said he was still making 
his full profit on the high-price 
cars. 

The used-car market is soft at 
the present time. January never 
has been a good used-car month in 
this area but sales, according to 
dealers, are running below par. 

Authorized dealers are doing a 
better job in moving used cars 
than are independent operators. 
New-car dealers are still wholesal- 
ing unwanted merchandise. The in- 
dependent dealers say that late 
models are hard to get. 

The usual flow of “new” cars are 
still making their appearances on 
independent used-car lots. These 
dealers are advertising these cars 
from $300 to $700 below the local 
delivery price. 


United Mfg. Moves 
To Bigger Plant 


CLEVELAND.—United Mfg. Co. 
has moved its production and ad- 
ministrative facilities from Bed- 
ford, O., to a new plant in Cleve- 
land. 

The move more than doubles the 
firm’s capacity for manufacturing 
Caravan axles, retractable landing 
gear equipment and brake controls, 
according to F. M. Klaus, president. 

Joseph N. Ryder, sales manager, 
said that in 10 years, United Mfg. 
has become a leader in the manu- 
facture of two and four-wheel axle 
assemblies used in the trailer field. 

The new plant is located at 3637 
W. Fifty-sixth St., Cleveland. 
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Dealer Shows 


Setting Records 


Detroit Sees 300,000; 
L. A. Brings 160,000 


(Continued from Page 2) 


was temporarily closed because 
of the congestion. 

An estimated 90,000 persons saw 
the Baltimore show, which closed 
Jan. 29. Approximately 150 cars 
were displayed, including several 
antique and foreign models. 

* * * 

ECORD-BREAKING attend- 

ance was reported for the 
Seattle auto show, which closed 
Jan. 30. In the first three days, the 
attendance count was nearly half 
of the total reported in the 1953 
show, the last held here. 

Sales were reported good by 
dealer representatives who 
worked the show. Full attention 
was given to the cars by visitors, 
as there was no elaborate stage 
show or other entertainment to 
divide their interest. 

Net proceeds of the Seattle show 
were turned over to the Children’s 
Orthopedic Hospital. 


One of the outstanding smaller 
shows closed yesterday (Feb. 6) 
when doors swung shut on the 
Logansport (Ind.) exhibition. 

Profits from the show are to be 
turned over to the school safety 
program of the Junior Chamber of 
Commerce and to other youth 
activities. : 


Nash Ups’ Prices 
On °55 Models 
From $48 to $70 


(Continued from Page 2) 


front-seat foam cushions, direc- 
tional signals, wheel discs and 
custom steering wheel. The seat- 
bed combination and the 140- 

horsepower LeMans Dua! Jetfire 
engine come with the Ambassa- 
dor Six Custom nameplate. 

The 208-horsepower Ambassador 
V-8s feature leather trim and ny- 
lon jacquard or black needlepoint 
upholstery. 

Nash’s price leader in 1954 was 
the. Statesman Super two-door se- 
dan at $2,115. That body style has 
been discontinued. 

x * + 
quae of the price increases 
for 1955 was applied to the 
Statesman Custom four-door, which 
was boosted $48. The Ambassador 
Custom four-door was bumped $70. 

Following are Nash’s adver- 
tised-delivered prices for 1955. 

Last season’s prices are in paren- 
theses. 

StatesMAN Super—Four-door se- 
dan, $2,215 ($2,163). 

StatesMAN Custom — Four-door 
sedan, $2,385 ($2,337); two-door 
hardtop, $2,495 ($2,428). 

Ampassapor Srx Super—Four-door 
sedan, $2,480 ($2,422). 

AmsBassapor Srx Custom — Four- 
door sedan, $2,675 ($2,605); two- 
door hardtop, $2,795 ($2,740). 

Ambassador V-8 Super—Four- 
door sedan, $2,775. 

Ampassapok V-8 Custom — Four- 
door sedan, $2,965; two-door hard- 
top, $3,095. 

Ultramatic is extra cost at $199. 
The Nash-Healey sports hardtop 
remains at $5,128.05. 





No More Dieting— 


Fat drivers will find it easy to siip 
under the wheel of this Mercedes-Benz 
300 sports car, now on display in Brus- 
sels, Belgium. The steering wheel drops 
to allow easy entrance to the driver's 
seat.—United Press photo. 
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This modernized edition presents a new, more convincing and 
logical approach to the sale-clinching features of the Universal 
C.1.T. Income Payment Plan. First dramatizing the excep- 
tional advantages and protections to the car buyer of the 
physical damage insurance program and the nationwide claim 
adjustment service, it then sells the convenience of towing 
and roadside service and bail bond identification—the added 
protection of personal accident insurance and credit life insur- 
ance—the company behind the plan and the convenience of 


The Shortest Distance to The Dotted Line 


Here is the new, revised edition—just out—of our popular 
“Blue Book”, more than 1,500,000 copies of which have been 
used by dealers and salesmen to give car buyers a quick, easy 
way to say “Yes.” 


“one stop” service. This rearrangement of features has been 
field tested and found more effective than ever. 


Every time you use the new “Blue Book” with a customer, you 
sell him the finance plan that gives him the protections he 
needs and gives you the income and satisfied customers you need. 


A section in our “Continuing Program For Developing Dealer 
Profits” explains the most efficient use of the “Blue Book” in 
closing sales. Your Universal C.1.T. District Manager is ready 
to see that you have a supply of this new“Blue Book” and its 
companion poster, and to show you how our Continuing Pro- 
gram can help you and your salesmen sell more cars, more 
profitably. 


Universal C.L'T. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 


*In Canada, Canadian Acceptance Corporation Limited 
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Canadian Ford Dealers Find Out... 


How to Survive 110-Day Strike 


By Joseph M. Callahan 
Staff Writer 

WINDSOR, Ont. — How did the 
1,100 Canadian Ford dealers sur- 
vive during the Ford of Canada 
strike which shut off their supply 
of new cars for almost four 
months? And how did their com- 
peting dealers make out? 


The answers to these questions 


The Ford dealers in Windsor and 
its suburbs survived by concentrat- 
ing on used cars and—in some 
cases —on parts and service. 

An outsider might expect the 
non-Ford dealers to profit greatly 
from the situation. This wasn’t so. 
Without exception, the dealers in- 
terviewed were happy to hear that 
Ford of Canada’s 6,900 workers 
were to return soon to their jobs 
in Windsor, Oakville and Etobi- 
coke, Ont. 

Naturally, the joy was greatest 
in Windsor where the layoff of 
5,700 workers, normally engaged 
in the manufacture of Ford parts, 
seriously depressed the entire 
economy on thig city of 120,000. 
Fords, Monarchs and Meteors are 
assembled at the Oakville (Ont.) 
plant. 

Because of the added emphasis 
placed on used-car retailing by the 
ford dealers, competition for used 
cars, especially Fords, was very 
keen and the prices behaved ac- 
cordingly. 

Most dealers interviewed said 
they felt that the normal down- 
ward movement of used-car prices 
was slowed considerably. The ex- 
ceptions were the Fords which in- 
creased in price from $100 to $200. 

One dealer estimated that all 
clean Fords, up to four years old, 
rose about $200 since the start of 
the strike Oct. 10. 

This price rise was reflected at 
the Toronto auction which 
brought Ford dealers from all 
over eastern Canada. Sales fre- 
quently amounted to 200 and 
more, a phenomenon at this auc- 
tion.* ' 

Many Ford dealers kept buyers 
continually scouring the country 
for clean pieces. One large opera- 
tor had four men on the road 
throughout the 110-day strike. 

Costs were cut sharply by Ford 
dealers in the battle to survive. 
One dealer was compelled to re- 
duce his 12-man new-car sales staff 
to five. Others reported cutting 
their sales forces in half. In some 
cases the new-car men were 
switched to used cars. 

One dealer in suburban Windsor 
complained that he was unable to 
get any information on the strike 
from the factory, “except an occa- 
sional newspaper clipping.” 

Some Ford dealers in Southern 
Ontario operated a_ lucrative 
parts business during the strike, 
particularly with other Canadian 

Ford dealers. 

A few of these dealers had built 
up large stocks of parts. Others 
imported parts from the U. S. de- 
spite the heavy duties. These du- 
ties range from 10 to 25 percent, 
depending on whether the parts 
are also made in Canada and 
whether they are vital to the op- 
eration of the car. For instance, a 
fertder is “nor.-essential” while a 
carburetor is “essential.” There are 
also additional taxes on auto parts. 

Windsor-area dealers declared 
that service was down during the 
work stoppage. Apparently, most 
people postponed all but the most 
necessary work. 

Because of the high import 
duty there were few Fords 
brought over from Detroit. One 
dealer also declared: 

“I couldn’t afford to antagonize 
the union in that way.” 

Dealers selling General Motors, 
Chrysler Corp. and Little Three 
cars reported that generally their 
business was not good during the 
strike. Most dealers, particularly 
those handling the Chrysler makes, 
said new-car sales were brisk, al- 
though the volume and the profit 
was lacking from used cars. How- 
ever, one GM dealer reported a 
booming used-car business. 

Demand remained high for the 
medium and high-priced cars, par- 


ticularly Oldsmobile. It wags ex- 
plained that buyers of these cars 
either were unaffected or slightly 
affected by the strike. Several firms 
reported enlarged sales forces. 

Many non-Ford dealers re- 
ported that some of their regular 
customers, who eventually in- 
tended to buy the non-Ford cars, 
were reluctant to buy until they 
had a look at the ’55 Ford of 
Canada cars. 

Dealers admitted that discount- 
ing was pretty general, ranging 
from $100 to $400. However, there 
was less bargaining in the smaller 
communities. 

A Little Three dealer in Wind- 
sor asserted that he was “quite 
thrilled” about the end of the 
strike. He said that his new-car 
business had remained stable but 
his used-car and service operations 
had nosedived during the strike. 

Discussing the effects of the 


Detroit Auction 
Page 4 


strike, one Ford official said, 

“The medium-sized dealers (200 
to 300 cars) were hurt most by 
the strike. The little dealers were 
able to fall back on their gas 
pump and their other sources of 
income, while the big dealers had 
cash to fall back on.” 

Summing up the situation, one 
Ford dealer stated, “We were los- 
ing money. But frankly, it wasn’t 
nearly as bad as I expected. You 
could survive if you were willing 
to get out and work.” 

One thing is quite certain. Every 
dealer in Canada will be thankful 
when the 1955 Fords, Meteors and 
Monarchs come rolling off the line 
next Monday (Feb. 14), as a Ford 
spokesman has announced. 

Ford dealers in Toronto were 
delighted that the long strike had 
ended and that they would short- 
ly have something to sell. 

R. J. Adamson, sales manager of 
Elgin Motors, said the company 
has customers who have already 
turned in their used cars and have 
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Indiana Dealers Meet Dodge Official— 

At an NADA convention breakfast in Chicago, Indiana dealers Hank Lamar, Prince. 
ton; Bob Gray, Lafayette; Walter Bales, Jeffersonville, and Mike Rendaci, Clinton, 
talk things over with R. C. Somerville (second from right), Dodge sales vice-president. 


been waiting for the end of the 
strike to get new cars. 

“That shows that the public had 
faith in a settlement being reached,” 
he said. “We have customers who 
bought other 1955 cars only until 
they could buy from us.” 

W. G. Coyle, sales manager for 
Church Motors, said, “We haven’t 
a big backlog of new-car orders. 
It was difficult to take orders 




















without knowing when you could 
deliver. We were able to keep 
most of our salesmen with us be- 
cause we have a substantial used- 
car business.” 

Robert Flaherty, of Empire Mo- 
tors, said his firm had found it 
necessary to lay off some mechan- 
ics, and a number of salesmen had 
taken temporary jobs elsewhere. 
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First Revision Since 1938 .. . 
ee 


Heir Clause Is Added 
To Ford, L-M Pacts 


(Continued from Page 2) 


Ford Motor Co. will select the most 


eligible person. 
Following the death or resigna- 


tion of the dealer, the heir, if ap-|. 


proved by Ford, will get a one-year 
“trial” franchise. 

Ninety days before the expira- 
tion of this franchise, Ford Mo- 
tor Co. will approve or disapprove 
of the qualifications of the heir. 
If approved, he will get a stand- 
ard Ford sales franchise, which 
has no expiration date. 

Included in the dealer franchise 
for the first time is the factory 
warranty which guarantees the 
workmanship in the car to the 
dealer, who, in turn, guarantees 
the workmanship to the buyer. 
Previously, this factory - dealer 
guarantee was a separate agree- 
ment. 

The factory -dealer warranty 
guarantees that the parts and 


equipment of the car will be free| * 


of defect for 4,000 miles or 90 days, 
whichever comes first. 

At the NADA convention in Chi- 
cago, Frederick M. Sutter, chair- 


man of the NADA Industry Rela- 


tions committee, commented criti- 
cally on the new Ford warranty 
agreement. 

Other changes in the franchise 
include clauses that: 

1. Require the dealer to include 
in the franchise the names of all 
the firm’s owners and the names 
of all persons participating in the 
management of the dealership. 

2. Give the dealer the right to 
cancel unfilled orders in the event 
of a factory price increase. 

3. Require the factory to give 90 
days’ notice that the dealer’s con- 
tract is going to be terminated. 
Formerly this was 60 days. 

4. Require the factory, in the 


a 








Chevrolet Dealers at Motorama— 


Viewing the Chevrolet section of the Motorama show in New York are Chevrolet 


dealers, their wives and guests. 


event of a price drop, to pay to 
the dealer the difference between 
the former price and the new 
price on all factory-installed 
accessories and equipment in 
stock which had been purchased 
in the previous year. This is lim- 


ited to items in excess of $5. This 
price protection is also extended 
to all discontinued vehicles. 
Formerly, it only extended to ve- 
hicles still in production. 

The franchise also included a 
number of other minor changes. 





LCO-REMY 


* 


HERE’S HOW DELCO-REMY ENGINEERS 
SOLVED WINTER STARTING PROBLEMS 
RESULTING FROM BURNED DISTRIB- 
UTOR CONTACT POINTS IN 6-VOLT 


ELECTRICAL SYSTEMS. 


Severe oxidation or “bluing’”’ of ignition contact points is a 
troublesome condition in 6-volt automotive electrical systems, 
often resulting from repeated cold, short-run driving at low 
speeds in sub-zero temperatures. The cause of this condition— 
excessive flow of primary current—has been overcome by Delco- 
Remy engineers through the development of a special-duty 
ignition coil. 

The new Delco-Remy-designed special-duty ignition coil, Model 
1115400, solves this problem by controlling the flow of primary 
current so that the points continue to operate with warm-weather 
efficiency even in very cold weather. This insures easier starting, 
better ignition, and longer contact point life. 


The Model 1115400 ignition coil also keeps contact points 
working more efficiently at every temperature in applications 
such as taxis, delivery trucks; and other vehicles, since the 
lower primary current minimizes the effect of low speed operation 
and above-average engine idling time. 

This new special-purpose coil is still another example of Delco- 
Remy leadership in the field of automotive electrical design. When 
the need arises for even more specialized equipment, Delco-Remy 
will be ready to engineer the answer. 


COPYRIGHT 1955 DELCO-REMY DIVISION, GENERAL MOTORS CORPORATION 
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Auto Credit Rises 
$100 Million 
During Month 


WASHINGTON.—The Federal 
Reserve Board reported last week 
that outstanding consumer install- 
ment credit for automobiles in- 
creased $100 million during Decem- 
ber, 1954, compared with a decrease 
of $63 million in December, 1953. 
There was a net increase of $55 
million in automobile paper during 
1954, 

The report also showed that total 
outstanding consumer installment 
credit increased $453 million during 
December. This increase compares 
with increases of $280 million in 
December, 1953, and $723 million in 
December, 1952. 

The December, 1954 rise, in part 
seasonal, brought total year-end 
balances outstanding to an esti- 
mated $22,467 million, which was 
$280 million above the previous rec- 
ord high of a year earlier. 

Of the $100 million increase in 
auto paper, $72 million was handled 
by sales finance companies, $19 mil- 
lion by commercial banks, $5 mil- 
lion by other financial institutions 
and $4 million by auto dealers. 

As of Dec. 31, 1954, the total out- 
standing auto paper amounted to 
$10,396 million. Of this sum sales 
finance companies held $5,563 mil- 
lion, commercial banks held $3,843 
million, other financial institutions 
held $596 million and auto dealers 
held $394 million. 


Mich. Association 
To Support Eight 
State Measures 


LANSING. — The Michigan Au- 
tomobile Dealers Assn. has sent its 
members a bulletin advising them 
of eight pieces of legislation ex- 
pected to be discussed during the 
current session of the Michigan 
Legislature. 

MADA directors decided to sup- 
port all of the following: 

1. Interstate sales. Change the 
law with a transit plate to allow 
dealers to deliver a car to an out- 
state buyer without collecting the 
State sales tax. 

2. Strengthen new and used-car 
licensing act. 

3. Broaden use of dealer plates. 

4. Repeal chain store tax. 

5. Regulate sales at public auc- 
tion. 

6. Periodic inspection of automo- 
biles. 

7. Control 
biles. 

8. Cooperate with the revenue 
department in tightening the pres- 
ent law on isolated sales in regards 
to use tax. 


junking of automo- 








Michigan Dealers’ Suit 
Is Kept on Docket 


LUDINGTON, Mich. — A mo- 
tion to dismiss a suit brought 
against the Michigan secretary 
of state by the Mason County 
Automobile Dealers Assn. has 
been denied in Circuit Court 
here. 

The suit seeks the ouster of a 
Ludington new-car dealer as 
branch manager of the secretary 
of state’s office. The suit con- 
tends that letting a dealer sell 
license plates, the main function 
of a branch office, gives him 
unfair advantage over his com- 
petitors. 








Tubeless Record— 


The 6 millionth tubeless tire produced 
by Firestone is presented to lee R. Jack- 
son (right), president, by Roy H. Bird, of 
the tire curing department. 
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Auto Radios ‘Published’ 


Bendix Utilizes Photo-Etching Process 
To Form Solid Solder Circuit 


By Sam Sampson | the solder to pass through strategi- 
Staff Writer | cally-placed holes in the plastic 
BALTIMORE, Md.—It appears | foundations. 
that auto radios in the future will This is only one of the innova- 
be “published” rather than manu- | tions, according to Edward K. Fos- 
factured. 'ter, vice-president of Bendix and 
Bendix Radio division revealed | general manager of the two divi- 
@ new process here last week in | sions hére, which may revolutionize 
which the photo-etching process, | auto manufacturing and servicing 
long used in the publishing busi- | procedures in the future. 
ness, is utilized to form a solid | Rapid advances in the elec- 
solder circuit for auto radios. tronics field, and automotive ap- 
According to the company, radios | plications of processes now used 
using the new process will be intro-| in aircraft, will bring about swift 
siduced in the 1956 Ford models. changes in the auto and truck 
A laminated plastic board, coated | industry. 
on one side with a suitable metal,| With suitable ceremonies, Bendix 
is photo-etched to form the design | presented Ford officials with the 
of a six-tube radio circuit. The | two-millionth unit oes —" the 
m— |board is then dipped in solder, and | Ford division. The six-tube unit was 
LeMans Scale Model at Museu the metal framework retains the | finished in chrome and mounted on 
A three-eighths scale Lemans sports car designed by the advanced styling section |solder to form the circuit. | @ mahogany pedestal. 
of Ford Motor Co. is scrutinized by Ray Crawford (left), and Walt Faulkner during The process also provides for; Foster commented on the marked 
o visit to the sports car display at Henry Ford Museum, Dearborn. Crawford and/solder connections to condensers |increase during the last six years 
Faulkner won first and second place in 1954 Lincolns in the Mexican road race last}and other components on the re-|in consumer demand for auto ra- 
| verse side of the board by allowing | dios. In 1948, he said, 58 percent of 
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Armstrong Announces A 


REVOLUTIONARY 
NEW TRUCK TIRE 


10 YEARS AHEAD OF THE FIELD! 


Delivers Best All-Around Performance 
Per Mile 


At Lowest Cost 








In History! 


















Armstrong's Exclusive 
“Interlocking 
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Provide greatest sta- 
bility in history. 
Trucks equipped 
with new Armstrong 
“Miracle S-D” Tires 
can be put up to the 
speed limit and kept 
rolling there. Tight 
delivery schedules 
are maintained! 


Armstrong's Exclusive Armstrong's Exclusive 
eM Rm hl ae Cue a aCe te 


pis, 


This broad-shoul- 
dered construction 
puts more rubber on 
the road. Gives 
longer, more even 
wear. Result: Lower 
insurance and re- 
placement costs be- 
cause perishables get 
greater protection, 


er 












Delivers 34% more 
traction than ordi- 
nary tires. This 
means more pay 
loads and extra prof- 
its. And, “Miracle 
S-D” takes steep 
grades and keeps rol- 
ling over long routes 
in any weather! 





Gives world’s great- 
est bruise damage 
protection. With 
**Miracle S-D” the 
trucker can forget 
about stone holding, 
groove cutting, stone 
bruises .. . the cause 
of many premature 
tire failures. 






Rhino-Fléx MIRACLE S-D TRUCK TIRES 


WEST HAVEN & NORWALK, CONN. @ NATCHEZ, MISS. @ DES MOINES, IOWA @ SAN FRANCISCO, CALIF, @ ARMSTRONG EXPORT DIVISION 20 E. 50 ST., NEW YORK, N.Y, 


¢ 








cars were equipped with factcry 
installed radios. By the end of 1956, 
it is expected that the figure will 
reach 72 percent. 

Lawrence Jones, automotive 
products manager for Bendix’ ra- 
dio communications division here, 
said that two-way radio systems 
for taxicabs, truck fleets, ambu- 
lances and other vehicles present a 
big potential for expanded sales. 

Recently, the company has 
equipped several fleets with two- 
way radio communication sys- 
tems, and the customers have 
been well satisfied with the sav- 
ings and convenience the systems 
offered. 


Principally, mobile radio units 
eliminate loss of time on road fail- 
ures, do away with some “dead- 
heading” for truckers (operating 
empty on a return trip) and permit 
greater efficiency in taxicab oper- 
ations. 


Frequencies can be shared with 
two or more companies, and some 
mobile operators offer their services 
to other business firms for a small 
fee. 


Many parts and service prob- 
lems in the field are being solved, 
the company said, by a growing 
number of specialized auto service 
shops such as ignition shops, tune- 
up or carburetion shops and some 
body shops. Many are becoming 
more interested in expanding serv- 
ices to include radio repair. 


In many areas, larger Ford deal- 
ers have set up radio repair shops 
which serve nearby Ford dealers. A 
large percentage of such shops 
have proven financially successful, 
the company said. 


o - 
Chicago Clarifies 
Dealers’ Use of 

e . 

City Vehicle Tags 

CHICAGO. — The Chicago City 
Council has approved an amend- 
ment to the City’s motor vehicle 
code to eliminate a practicé which 
has been annoying new-car dealers 
for some time, according to Ed- 
ward L. Cleary, general manager 
of the Chicago Automobile Trade 
Assn. 

The amendment concerns the use 
of dealer City vehicle tags and 
brings about a change which will 
make the Chicago code conform 
to that of Illinois. 

The state law permits use of deal- 


er city vehicle tags for anything 
but the transportation of persons 





or property for hire, but for many ~ 


years the Chicago code has pro- 
hibited use of these stickers for 
anything but demonstration pur- 
poses. 

According to Cleary, there had 
never been any enforcement of the 
code, but in recent months police 
have been ticketing dealers who 
were using the sticker on cars 
being used for company business. 

The new amendment clarifies the 
situation and was passed through 
the efforts of the CATA. 


Promoted by S-P 


DETROIT. — William H. Graves 
has been elected vice-president and 
director of engineering of Stude- 
baker-Packard Corp. for both lines 
of cars, James J. Nance, president, 
has announced. 

Herbert L. Misch will take over 





H. L. Misch 


W. H. Graves 


| Graves’ duties as chief engineer of 
| Packard division. 

Graves, 56, has been with Pack- 
ard since 1919. He joined the com- 
pany as a research chemist and 
advanced through key engineering 
| assignments. He has headed engi- 
neering at Packard since 1950. 

Misch joined Packard in 1941 in 
| automotive research and advanced 
| design. In 1951 he became chief en- 
| Seasee of the jet engine division 
| 





and later was staff engineer. 
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Dealer Interest High . . 


NADA 


(Continued from Page 1) 


were not too happy as their loca- 
tion did cut down on the number 
of dealers who got around to 
their displays. 

The show proper was the largest 
that NADA has ever put together, 
with a total of 102 exhibitors using 
more than 40,000 square feet of 
space. 

The truck equipment part of the 
show, held for the first time in 
Miami last year, drew twice as 
many exhibitors this year. 

* * * 

ANY radically new products 

were shown for the first time 
at this show. Among them was a 
new type of paper being used for 
repair order forms that eliminated 
the need for carbon paper. The 
first, second and third sheets were 
chemically treated so that when 
the order was written on the 
original, perfect reproductions 
were made on the other copies and 
the hard form. 

This paper seemed to have the 
ability to withstand smudging 
and many dealers felt it would 
save considerable time in writ- 
ing repair orders. The order 
forms were being shown by Rey- 
nolds & Reynolds. 

Ammco Tools, Inc., showed a 
new eccentric brake pin and cen- 
tering gauge which representatives 
claimed was meeting with great 
favor with Chevrolet dealers. 
Ammco claimed it allows the cor- 
rect centering of the brake shoe 
in those cases where the shoe is 
not in perfect alignment. 

Arndt-Palmer Laboratories dem- 
onstrated a new plastic metal re- 
pair product which it said enables 
a quick and permanent repair of 
such items as body and fender rust 
holes. Representatives claimed a 


Agenda Drawn Up 
For Oil Industry’s 
Feb. 16-17 Meeting 


DETROIT.—An agenda has been 
drawn up for the American Petro- 
leum Institute’s lubrication com- 
mittee meeting to be held here Feb. 
16-17 at the Sheraton-Cadillac Ho- 
tel. 

The general business meeting 
will be called to order at 10 a.m. 
Feb. 16, with all representatives of 
the petroleum and automotive in- 
dustries welcome. 

Technical sessions will be held 
Feb. 17, at 10 a.m. and 2 p.m. Pas- 
Senger car trends of the past will 
be presented by E. M. Johnson, 
Texas Co. 

Representatives of car manufac- 
turers then will present informa- 
tion on 1955 models. These facts 
will be discussed by representatives 
of the oil industry. 

Following that, trends of the fu- 
ture will be the topic of V. G. Ravi- 
olo, of Ford Motor Co. 

Other topics of the technical ses- 
sion will be “Forty Years of Prog- 
ress,” by Kenneth G. Mackenzie, 
Kenneth G. Mackenzie Associates, 
and “The Case of the Confusing 
Dipsticks,” by C. W. Georgi, Quaker 
State Oil Refining Corp. 

At the banquet to be held that 
evening, William Hazlett Upson 
will speak on “Fun with the In- 
come Tax.” 


Douglas Co. Adds 
Space to Plant 


MINNEAPOLIS.—Douglas Co., 
manufacturer of automotive and 
industrial advertising emblems, has 
completed its fourth major build- 
ing expansion within 10 years. The 
new building, which adjoins the 
present structure at 620 S. Twelfth 
Ave. contains an additional 6,000 
square feet of floor space. 


Fire Hits Utah Firms 


PRICE, Utah—tThe worst fire in 
the history of this city last week 
brought losses of $500,000. Hardest 
hit was Arrow Auto Lines, Inc., 
which lost 11 trucks and buses. 
Barton Motors suffered losses of 
about $2,000. 











repair as strong or stronger than 
the metal itself. 
* * * 
— Tire Changer di- 
vision showed a changer for 
tubeless tires with a built-in static 
balancer that enables almost in- 
stant balancing of the tire as soon 
as it is mounted on the rim. 

Walking Billboard Co. showed 
athletic shirts for junior ball teams 
that made “walking billboards” of 
the kids wearing them. 

Bear Mfg. Co. showed a new 
low-cost wheel truer for passen- 
ger and light truck wheels as 
well as a tire truer that became 


Ottawa (O.) Dealers 


Reelect Petersen 


PORT CLINTON, O.—The Otta- 
wa Automobile Dealers Assn. has 
reelected Stensen Petersen as pres- 
ident. 

Gordon Cooper was named vice- 
president, and Velma Sauvey, sec- 
retary-treasurer. 








Service Show Thronged 


part of their “Comfort Ride” 


program. 
Nu Orm Plans, Inc., showed a 
new master sales control package 
that was getting a lot of attention. 

K. R. Wilson got considerable 
attention on its brand new “one- 
operation” high-lift jack and on 
its display of engine stands built 
to handle any of the modern eight- 
cylinder engines. Sun Electric Corp. 
displayed a new tester that made 
possible advance tests on the car. 

Barrett Equipment Co. showed 
a@ new tire truer that allowed 
truing the tire while it was on the 
car. Both Dry Clime Lamp Corp. 
and Fostoria Pressed Steel Corp. 
took the mind of the dealer off the 
subzero temperature outside with 
their paint-drying equipment, 
which threw off plenty of heat to 
those passing the booths. 

* * + 


ACTON MACHINERY CO., 
Inc., had a new turntable for 
the foreign-car and sports-car 
dealers. Black & Decker Mfg. Co. 
swung into the dealers’ current 


Bs, 





Family Affair— 


J. B. Wagstaff, DeSoto sales vice-presi- | 


dent, shows his daughter, Carolyn, some 
of the outstanding features at the DeSoto 
exhibit at the Detroit auto show. 


paint problems with a new type 
polisher and sander. 

In the truck section, Boyer- 
town Auto Body Works, Inc., 
showed a new constant-tempera- 
ture refrigeration system for 
their door-to-door bodies. Ashton 
Power Wrecker Equipment, Inc., 
showed a five-ton extension- 





boom wrecker and Coldmobile 
division of Union Asbestos & 
Rubber Co. showed a compact 
refrigeration unit with compres- 
sor driven from the fan belt. 
One of the real new develop- 
ments in truck equipment engi- 
neering was the swivel frame unit 
shown by Truckstell Mfg. Co., 
which enables a truck to operate 
efficiently in very bad footing that 
is ordinarily considered impossible 
or impractical. 


+ * * 
N. CO., INC., demonstrated a 

* new type of tailgate lock that 

operated automatically, could 
quickly be changed to meet many 
operating conditions and _ which 
would not bind or break in case 
the gate was jammed. 

Exhibits of improved book- 
Keeping and accounting systems 
and many other improved prod- 
ucts also were of interest to the 
attending dealers. Many were 
covered in the New Product sec- 
tion of the Jan. 31 issue of Auto- 
motive News. 

Next year’s convention will be 
held in Washington, D. C. Not only 
will NADA provide a show of shop 
and truck equipment that will play 
to a heavily populated area, but 
management claims that the exhi- 
bition facilities will be the finest. 
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© Today, more than ever, new car buyers are looking for features 

| that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 
Stromberg* — the carburetor built for lasting performance. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 
° Standard Equipment Sales: Elmira, N. Y. 


aviation conPoRATION 


Export Sales: Bendix International Division, 205 East 42nd $t., New York 17, N. Y. 


Stromberg* Carburetor = Bendix* Electric Fuel Pump &P 
Bendix* Folo-Thru Starter Drive oe 
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Scattered Disputes Soothed .. . 


Labor Tension Eased | 





As Ranks OK Pacts 


By Joseph M. Callahan 
Staff Writer 
Pose acres for continued pro- 
duction in all auto plants im- 
proved considerably last week, 
following member- 
ship approval of set- 
tlements at Oldsmo- 
bile and Ford of 
Canada. 

In addition, there 
were reports of good progress in 
the negotiations of the work-stand- 
ard disputes at Studebaker, Fisher 
Body and Pontiac. 

Mabel Culpepper, recording sec- 
retary of UAW Oldsmobile Local 
652, reported that the membership 
approved “almost unanimously” the 
settlement of the dispute which 
had produced a vote to strike 
among the 10,000 employes in Lan- 
sing. 


LABOR 
FRONT 





company had agreed to give the 
same seniority status to women 
as to men and had agreed to fair 
settlements of the 78 pending 
work-standard grievances. 
Signed by Oldsmobile and Local 
652 officers, the agreement provided 
that women “shall receive the same 
treatment in the application of the 
seniority agreement in accordance 
with their capabilities and within 
the limitations of the Federal and 


state laws.” 
* * * 


Ford Pact Ratified 


OME 4,000 Ford of Canada work- 
ers voted 92 percent in favor of 
accepting the terms worked out 
between the company and the un- 
ion to end the 110-day strike. Work- 
ers at Oakville and Etobicoke also 
ratified the pact. 
Agreement was reached after 


The union announced that the | 31 days of talks between Emil 





| Mazey, UAW secretary-treasurer, 
| and Theodore J. Emmert, execu- 
tive vice-president of Ford of 
Canada. 

The pact provided for a four- 
cent hourly raise beginning next 
| June, transferring an eight-cent- 
| an-hour cost-of-living allowance to 
| the base pay, eliminating the esca- 
| lator clause, an extra paid holiday 
each year, a paid-up insurance pol- 
icy and three-week vacations after 
15 years. 

Commenting that after 13 years 
of working with the union, collec- 
tive bargaining had finally become 
a two-way street at Ford of Can- 
ada, Rhys S. Sale, company presi- 
dent, said: 

“The union gave up some 
things it had looked upon as hard 
earned gains from the past. The 
company, on its part, gave a 
great deal more than it would 
have been willing to give before 
the strikes began, because we 
were getting something in return 
which we considered good value 
in relation to what We gave. 

“By giving up some of their seni- 
ority, job advertising and hours-of- 
work provisions, the employes 
gained concessions which will make 
them not only the best paid work- 
ers in the Canadian automobile in- 
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dustry, but those with the most 
generous benefits and best working 
conditions.” 


Progress at South Bend 


re SOUTH BEND, negotiators for 
UAW Local 5 and the Stude- 
baker division were still meeting 
every day and making “good prog- 
ress” toward the settlement of the 
work-standard grievances which 
led to a strike vote some time ago. 


A union officer at the Fisher 
Body Local 596 in Pontiac declared 
last week that most of the work- 
standard grievances at the plant 
had been resolved. 

He said that local officers were 
expected to make a report on the 
progress of the talks at a mem- 
bership meeting yesterday (Feb. 
6) and by that time “we expect 
to have almost everything 
cleaned up.” 

Chances of a strike at the Pon- 
tiac plant in Pontiac decreased 
last week with the settlement of a 
number of work-standard griev- 
ances. However, one negotiator 
commented: 

“We're making some progress. 
But management seems to be using 
delaying tactics on these speedup 
cases. By stalling they figure to 
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FRAM Filter Service Tool Rack 


Fits anywhere in your station... helps appearance... inspires customer confidence that leads to sales! 


The sensational new Fram Oil Change and Filter Service 
Tool Rack is the modern way to keep all the tools you need 
for fast, efficient servicing of oil filters, cartridges and oil 
changes! Every tool is handy to reach . . . every oil and car- 
tridge change will be easier than ever! Here are the details. . . 
Made of tough, perforated Masonite, this terrific rack is at- 
tractively painted to simulate a cartridge. It’s 16” x 24” in 


size. A suggested tool layout is printed right on the rack. 
Supplied complete with mounting screws, spacers, hooks 
and stabilizers, you can mount it on your lube room wall in 
a minute. Then...see how quickly you win your customer’s 
confidence! The professional appearance of your Fram Filter 
Service Tool Rack proves you’re the man who can give expert 
oil filter service—it pays off in more filter profits! 
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| benefit by getting our people us«d 
to working at the faster pace ard 
by getting out a little more pro- 
| duction at the accelerated rate.” 


| * * * 


| Detroit Decisions 


O*X THE dealership front, tlie 
National Labor Relations Board 
in Washington announced six deci- 
sions which dealt crippling blows 
to the organizational drive under 
way for the past year in Detroit. 

The NLRB dismissed petitions, 
filed by Local 376 of the AFL 

Teamsters, for elections among 

the salesmen at Clark Auto Sales 

(Pontiac), Grates Motor Sales 

(Pontiac), Frank McLaughlin 

Pontiac Co., Carron Pontiac and 

Blair Freeman Pontiac Co. Also 

dismissed was a petition, filed by 

the AFL Machinists, for an elec- 
tion among the mechanics at 

Clark Auto Sales. 

In all six cases, the Board de- 
clared, “We no longer use the 
‘franchise yardstick’ to assert juris- 
diction over automobile dealers, 
and as the commerce data in the 
| record does not appear to meet any 
|of the other Board-established cri- 
| teria for the assertion of jurisdic- 
| tion, we shall dismiss the petition.” 

In other NLRB cases in Detroit, 
| representatives of several Ford 
|}and Buick dealers and representa- 
|tives of Local 376 have agreed to 
| postpone their hearings until] Feb. 
| 21. 





* * * 


| Philadelphia Setbacks 


'T== drive to organize salesmen 
| # in Philadelphia has also re- 
| ceived two setbacks. 
Salesmen at Koelle-Greenwood 

(Ford) voted 4-3 against union 
| representation. Two salesmen 

were unable to vote. At Fall Olds- 
mobile, the vote was 9-0 against 
| the union. 
| In New York, service department 
|employes of Don Allen Midtown 
Chevrolet voted 51-15 against rep- 
resentation by CIO Local 259. 
| Allen attributed the favorable 
| decision to his “program of liberal 
| employe benefits and achievement 
| awards, combined with a high vol- 
ume in sales and service producing 
| above-average wages.” 
| Last week Mid-County Buick in 
| Brooklyn, which has been picketed 
| since December by Local 917 of the 
AFL. Teamsters, agreed to sign a 
contract with the union which re- 
| portedly guarantees three years of 
labor peace among the salesmen. 
It was also reported last week 
| that the AFL Teamsters in New 
| York have set a target date for 
| organization of three years, at 
| which time the union expects to 
have a majority of the dealer- 
ships organized. 
| The union’s one victory of the 
| week—and it was a good one 
was in Stockton, Calif., where sales- 
men employed by members of the 
Stockton New Car Dealers Assn. 
voted 48-34 in favor of representa- 
|tion by Local 197 of the AFL Re- 
| tail Clerks Union. 


* * * 


|AMC Offers Jobs 
| LAST week 3,600 Hudson em- 
ployes who were laid off when 
|the company merged with Nash, 
| were offered jobs at American Mo- 
|tors’ plants in Kenosha and Mil- 
| waukee. 
| Following the individual offers 
of employment, the workers will 
have five days to accept the jobs 
and six days after notification in 
which to report to work. 

The Kenosha and Milwaukee 
| plants now employ a total of 

9,650 workers. This figure is ex- 
pected to rise to about 13,000 by 
the end of this month. 

In Washington last week a UAW 
spokesman told members of the 
Joint Congressional Committee on 
| the President’s Economic Report 
| that the auto industry’s “mad pro- 
| duction race,” plus a tremendous 
| increase in productivity due to au- 
tomation, will put many out of 
work late this year. 

Douglas Fraser, one of the four 
administrative assistants to CIO 
President Walter Reuther, urged 
Congress to combat this trend by 
increasing personal income-tax ex- 
emptions, improving Social Secur- 
ity and unemployment compensa- 
tion, establishing a higher mini- 
mum wage and boosting aid to 
farmers. 
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Aggressive Attitude Needed 
On Dealer Contracts 


Spon American Motors profit-sharing plan to make its sell- 
ing agreements more attractive to dealers is an encour- 
aging sign. There have been widespread indications that the 
value of maker-dealer selling agreements in general is 
declining. AMC’s move appears to be one designed to counter 
the devaluation trend. 
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Most of the proposals to remedy the situation have come 
from auto dealers. That is understandable, for dealing is 
their bread and butter. 


Yet it must be recognized that attractive selling agree- 
ments also are the bread and butter of auto manufacturers. 
They should be taking an aggressive rather than passive 
attitude on the subject. 





What makes a selling agreement attractive? It is difficult 
to put a finger on this. Selling agreements mean different 
things to different people. 


Some assume that the agreements in the fast-selling lines 
are most attractive, while other dealers call these the pres- 
sure lines and shun them. 


Some say the selling agreement with which you can make 
the most money is the best. 


Yet most will agree that the vision and inspirational 
attitude of the manufacturer are of utmost importance. 
They look for a maker with an acceptable product who 
will give them room in which to operate profitably. 


And, within these boundaries, the smaller makers can 
compete as well as the big. 


One of the smaller makers is now taking a large step 
forward. Some will say it is a matter of necessity. : | 


Yet it is an interesting point that the selling agreements 
of makers of the most popular lines are most endangered 
by the present trend of bootlegging . . . for bootlegging is| 
confined largely to the most popular makes of cars. 











Events 


Dealer Conventions 


Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

June 19-2I—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, | 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Sept. 16—24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 

Sept. 16-17 — New Mexico Automotive | 
o Assn., Nickson Hotel, Roswell, 
N 


Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Mouston, 
Texas 


Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 


City, N. J. 
Oct. 9-10—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Nov. !—Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov, 13-14 — 20th Annual Convention, 
Automobile Dealers Association of | 
Alabama, Tutwiler Hotel, Birmingham, 
Ala. 

. * 2 


Dealer Auto Shows 


Feb. 5-12—Milwaukee Auto Show, Arena 
and Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 7-12 — Schenectady Auto Show 
—e Armory, Schenectady, New 
ork, 

Feb. 8-13 — Omaha Automobile Show, 
Omaha New Civic Auditorium, Omaha, 


Neb 

Feb. 10-12—Danbury Auto Show, V.F.W. 
Auditorium, Danbury, Conn. 

Feb. 13-20—San rrancisco Auto Show, San 
Francisco Civic Auditorium. 
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Feb. 15-20—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 
Feb. 20-27—Syracuse Auto Show, Onon- 
dage County War Memoria! Bldg., on . a 
aveeeee., wr a 
. -23—Altoona Automobile Show, 
— Letterbox 


Jaffe Mosque Bldg., Altoona, Pa. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City. lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 16-20—Winnebago County Automo- 
bile Show, Armory, Rockford, IIlinois. 
March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia. 





General 


Feb. 5-13—GM Motorama, 
Auditorium, Miami, Fla. 

Feb. 7-11—Automobile Accessories Manu- 
facturers of America Convention, Navy 
Pier, Chicago. 

Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati, 

March 5-13—GM Motorama, Pan Pacific 
Auditorium, Los Angeles, Calif. 

March 6-9—Spring Executive Conference, 
National Truck Leasing System, Boca 
Rotan, Florida. 

Mar. 16-18—Iith Annual Canadian Auto- 
motive Service Show, Automotive Bldg., 
C. N. E. Grounds, Toronto, Canada. 

March 26-Apr. 3—GM Motorama, Civic 
Auditorium, San Francisco, Calif. 

Apr. 16-17—Pebble Beach Sports Car 
Road Races, Pebble Beach, Calif. 

April 20-May | — 37th International Motor 
Show, Turin, Italy. 

(See CALENDAR, Page 43, Col. 1) 


Dinner Key No purchase he’d make that 


Buick ... Chrysler... Ford 


Was to round up the ads for 


20 Years Ago... 


The Big Stories 


William J. McAneeny resigns as president of Hupp Motor Corp. ... 
With better than half a million more new cars and trucks registered 
in 1934 than were registered in 1933, Ford jumps to 530,528 units from 
311,113 in 1933, an increase of 70.5 percent. Hudson’s gain in the same 


period, however, is 555.3 percent—from 2,946 units in 1933 to 19,307 
in 1934 . . . Pontiac announces a new line of low-priced Standard 
Six models, ranging at $615 for the coupe to $745 for the four-door 


touring sedan ... Rep. John D. Dingell, Michigan Democrat, says 
his bill to repeal the auto excise tax will receive the full considera- 
tion of the House Ways and Means Committee ... A dozen trucks 
and other automotive equipment arrives at Fort Francis E. Warren, 
Cheyenne, Wyo., to replace Army mules, Eventual motorization of 
the 76th Field Artillery is anticipated. 

—From the files of Automotive News. 





Meek’s Distress . ... . 


This is an open forum for the discussion 6f any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





An Ultra-Super-Matic Dilemma 


Hard cash in hand, heart filled with hope, 

Mr. Meek ventured out bravely planning to cope 

With the men who sell cars, so streamlined and bright. 
His aim was to buy—if the price was just right. 


The clever new features on all models he'd see, 
Meek wanted the best. No piker he. 
But where could he start? Whom to believe? 


later he’d grieve. 


... Chevrolet, 
Pontiac . .. Cadillac ...a cute Henry J. 
Mercury ... Lincoln ...a Dodge with a ram; 
Mr. Meek was confused, his mind in a jam. 


But, more than the names to further befuddle him 
Were the various models—enough to nigh scuttle him. 
Mayfair and Wasp... Hornet and Holiday, 

Bel Air ... Corvette ... New Yorker and Monterey. 


Newport ... Manhattan. . 
Sleek new Starliner ... and even a Diplomat. 

A sad state of affairs for the unfortunate Meek, 
Many models he found, when but one did he seek. 


How could he decide which was best for the money? 
When this one’s a “beauty” and that one’s a “honey!” 
The only solution that poor Meek could see, 


. Windsor and Wildcat, 


close scrutiny. 


Y Each car had a booklet explaining 


in part 


The outstanding features in four- 


color art. 

The pictures were nifty, Meek 
viewed them with hope 

Then he turned to the copy and 
started to grope. 

Each line was filled, to poor 
Meek’s distress, 

With strange sounding phrases 
that seemed meaningless. 

He read them all through, but they 
never made clear 

Just what is a Ventilube, or a 
Synchro-Mesh Gear? 

What’s a Cyclebond Brake? A 
Parafiex Spring? 

A Hotchkiss Drive? Or a Heat- 
Ban Ring? 

A Tip-Toe Shift? An Oriflow 
Shock? 

(See LETTERBOX, Page 39, Col. 1) 
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Better farming makes him 
a better customer for you ! 


Top farmers produce twice as much per acre, twice as much per man, as 
average farmers—and they buy twice as much to live twice as well. 


Our job is to keep top farmers abreast of the best—and to help more Better Farming 


COUNTRY GENTLEMAN -THE MAGAZINE FOR 


farmers become top farmers. 

That makes more top customers for you. For what you sell is needed Ee 
to achieve better farming and better farm living. 

Better farming and better farm living on more farms . . . more sales to 
more prosperous farmers—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 








Confusion Tops Absorption obs 


Could This Shop Be Yours? 


Epitor’s Note: Have you ever 
looked at your service operation 
with an outsider’s eye? Some 
dealers have outside agencies 
visit their shops just as they have 
their salesmen shopped. Below is 
an account of a visit to the shop 
of an outstanding auto dealer. 
It is far from typical, yet it can 
have value to all dealers. 

* * . 
By Joseph M. Callahan 
Staff Writer 
oo hood ornament on my car 
came loose the other day so I} 
paid what I thought would be a 
quick visit to a Big Three dealer- 
ship to have it repaired. 


This particular backshop has 
about 40,000 square feet of space 
on two floors, complete with a 
dispatch control tower. 

The 10-minute job eventually 
took two men 1% hours. During 
that time it became clear that the 
service department was in a state 
of compound confusion and that it 
was kept in operation only because 
of factory pressure, the demands 
of tradition and the need of a 
make-ready area. | 

‘*‘ 





+ * 


HE service manager remained | 
hidden in his office, and the 12- 
man staff of order writers, me- 
chanics and porters worked or 
“goofed off” just as they pleased. 

Traffic control on the main 
floor typified the entire opera- | 
tion. Cars and trucks—and sur- | 
prisingly enough there was quite | 
a volume—entered and departed | 
through two doors, sometimes | 
almost simultaneously. 

Occasionally, this situation would | 
catch up with itself and traffic | 
would be stalemated, with 20 to 24 | 
vehicles aimed in all directions. | 

Then, a halt would be called, 
most of the help would be hailed 
and everyone would get in a vehi- | 
cle and a path would be cleared | 
through the melee. 

A short time later, the same situ- 
ation would recur. 

x * * | 

FTER a wait of 15 or 20 minu- | 

utes, at the service desk, I 
finally caught the eye of the youth- 
ful tower operator, who appeared 
to be one of the few conscientious | 
workers on the premises. 

He looked around for some | 
help and finally picked up his | 
microphone and paged one of 
the order takers, who came on 
the run—white coat and clip 
board aflying. 

The order taker, who was in| 
charge of the service department | 
(if anyone was), was obviously a | 
little disappointed that the call was 
just to handle a customer with a 
minor job. (The job required only 





Tax Case Results 
In Perjury Charge 
Against Dealer 


ST. LOUIS. M. Ray Crocker, 
general manager of Community 
Motors, Inc. (Ford), has been in- | 
dicted by a Federal grand jury on 
charges of perjury. | 

The indictment contains 10 as-| 
signments of alleged perjury aris- 
ing out of sworn statements 
Crocker made before a_ special | 
agent of the Bureau of Internal 
Revenue on Aug. 6, 1952. 

Already under indictment with 
Adolph C. Burger, president of 
Community Motors, on charges of 
evading $11,482 in Federal income 
taxes of the automobile firm, the 
new indictment concerns §state- 
ments Crocker made on the han- 
dling of sales of automobiles by 
Community Motors in 1945-48. 

According to the indictment, 
Crocker testified falsely when he 
said the invoice prices of automo- 
biles sold by the company in all 
instances represented the true} 
amount for which the vehicles were 
sold and that he had never re-| 
ceived any money over the invoice | 
price. 

The indictment also charges | 
that Crocker stated falsely that he | 
did not divide the sale price wrved| 
two parts—one part, the invoice 
price, to be paid by check and the | 
other to be paid in cash. | 





that a new hole be tapped in the 
ornament and a new screw in- 
serted.) 

The order taker said: 


“We can’t tap a new hole in it 
because the man with the taps has 
gone home, and he locked his tool 
box.” 

It was 3:45 p.m. on a weekday 
afternoon. 

* * * 
= HAT we can do,” the order 
taker continued, “is to drill 





a new hole through the ornament 
and put a new screw in it. Let’s | 
see, I guess that means we're going | 
to put a new hole in your hood, | 
too.” 


To look into this possibility, he 
went over to my car where he | 
ran into another “road block”— | 
he couldn’t open the hood. I | 
showed him how. 


He then began to warm up to} 
the job, becoming engrossed in the 
mechanical intricacies of the six- | 
piece hood ornament, which admit- 
tedly did fit together with the clev- | 
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erness of an “erector” set. 

In the midst of this tinkering, 
there was a loud blaring of horns 
and yelling, and the order taker 
dropped the ornament and took off. 

There were a dozen or so other 
men around, but only a couple of 
them were working. 


* * t 


NE of the porters finally roused | 

himself and went after the gen- 
eral manager’s car who, shortly, | 
came strolling into the shop | 
he picked up his car. 

Periodically, the tower-control 
youth would call up one of the 
order takers, saying frantically, 
on One occasion, “Look at all 
those people out there.” Nothing 
seemed to happen, though. 

Two customers came to the desk | 
and complained that some work, | 
for which they had paid, had not 
been done. 

But, for the most part, the cus- 
tomers complacently accepted the 
shop’s apparent inefficiency. 

The original order taker finally 





“Why, yes, Mr. Swartz. We’re 
working on your car now—it will 
be ready by the time you get 
| here.” 





| turned the hood ornament over to 
| a mechanic, who casually went to 
work on it. Periodically, the order 


taker returned to work on the job. 
* * * 


FTER about an hour, the order 
taker and ornament both dis- 
appeared. A search ensued. He was 
finally found in the men’s room, 
where he had _ absent - mindedly 





-| taken the ornament. (No one knew 


what he was doing with it ther».) 


A lull then settled over the 
shop. A phone at the repair desk 
rang occasionally, most often gi - 
ing up after a minute or so of 
being ignored. Salesmen made 
repeated trips into the shop, to 
get a car or placate a customer. 
After a few minutes of labor on 
the ornament, the mechanic, oblivi- 
ous to the fact that I was standing 
nearby, stopped to chat for five 
minutes with a fellow employe who 
was examining a new-type of 
checkbook his bank had given him. 

One sympathetic mechanic said 
to me, “Is he still fooling around 
with you? That Smith has got the 
thing and he’s got it stretched out 
all over the place.” 

All this time, the showroom was 
alive with activity. The salesmen 


obviously were doing a thriving 
business. 
Finally, the job was done, and 


adequately done. The order taker 


| said, furtively: 


“There you are. I didn’t write up 
an order on you. Eddie (the me- 
chanic) was on his own time. So, 
T'll tell him to walk by you, and 
you just slip him a buck or some- 
thing.” OK.?” 

It was just fine. 











A car radio so 


be installed in 


$ 49% 


Controls fit 
through dash 
Opening as 
small as 





Motorola 5M 


for virtually all models 


1-piece universal unit « Volumatic (no fade-out) automatic volume 
control tone control « 6 tubes, including rectifier « 6 x 9 in-dash ex- 
tended tone speaker ¢ 6 or 12 volt electric system « Custom installation 
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Highways & Safety... 
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Congress’ Members 
Hail Road Program 


By Gerhardt Neumann 
Staff Writer 
‘UPPORT for the President's 
highway legislation was voiced 
by congressional leaders at the an- 
‘\ nual convention 
of the American 
Road Builders 
Assn. in New Or- 
leans last week. 
Senator Dennis 
Chavez, New 
Mexico Democrat, 
who heads the 
Senate Public 
Works Committee, pledged his co- 
operation for the plan but warned 
of “ambitious politicians who are 
not thinking of roads being >of serv- 
ice to the people so much as they 
are of the idea of the election of 
1956.” 
Rep. George H. Fallon, Mary- 
land Democrat and chairman of 
the House Subcommittee on Pub- 











lic Works, urged careful consid- a 


eration of the financing methods. 

“We are eventually going to 
work out an arrangement,” he said, 
“which will fully protect the rights 
and responsibilities of the ~ states 
and, at the same time, expand Fed- 
eral participation in the completion 
of highways which are of national 


interest.” 
* * x 


Politics in Roads 


: J. Harry McGregor, Ohio 
Republican and member of the 
House Subcommittee on Roads, 
warned that Federal highway funds 
must be used for “highways—not 
politics,” and that Federal aid to 
the states must be “kept from any 
political game.” 


McGregor hailed the President’s | 


program as “the greatest single 


peacetime construction program | 


1955 
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Braun Presents Training Car— 


City and school officials of Kenosha, Wis., are on hand as Braun Chevrolet-Cadillac, 
Inc., contributes a training car for the driver class of the Kenosha Vocational School. 
At left is Edward Pocan, director of the program for Braun. Dealer H. F. Braun stands 
at left of group on the right side. 








cis Case, South Dakota Republican 
and member of the Senate Sub- 
committee on Roads, said Congress 


in history” and predicted that 
Congress would adopt a vastly 
expanded road project. 
Expressing his approval of the 
President’s proposal, Senator Fran- 








phasis on the interstate system 


simple it can 





Never again will you have to pass up car radio 
profits because of complicated installations. 
You can make a custom installation of this 


20 minutes 
7 first from mM 0 t OM old a 


control shafts fit through dashboard dial 
openings as small as 4” x 1%”. 
piece universal unit fits virtually every car. 


revolutionary new car radio in less than 20 


minutes. 


No holes to drill, no complicated wiring or 
separate tuning and power units. Dial and 








Simple one- 


Profitable? You bet. There’s profit in the 


$49.95 price—and extra profit in the new sim- 
plified installation. 





And here’s the rest of the new easy-to-install line 
that’s shorter than ever and loaded with features! 


Volumatic automatic volume control. « External speaker jack « 6 or 12-volt electric system 
6 tubes, including rectifier 





Model 395 


Model 555 


P 3 9 95 Self-con- 


itained, including 

speaker. Under dash 
rin-dash installation. 

tepped-up power. 


: 


ton control. 
tained, 


: 
: 


ORLD'S LARGEST 


5 495 Push-but- 


including 
speaker. Under dash 
or in-dash installation. 


Model 595 


$5995 Same as 


Model 555 with in- 
dash 6 x 9 speaker, 
and smaller case. 


Self-con- 





Model CTM5 


54995 Simpli- 


fied Chevrolet custom 
installation. Tone con- 
trol. 6 x 9 in-dash 
speaker. 


Model CTA5 


$69 95 Simpli- 


fied Chevrolet custom 
installation. Push-but- 
ton control. 6 x 9 in- 
dash speaker. 


New rear seat speaker kit $975 


Beiter see your Motorola Car Radio distributor 


EXCLUSIVE 


ELECTRONICS 


MANUFACTURER 


must be convinced that the em-| 


_ 


will not jeopardize improvement of 
other road systems. 
* * * 


‘Forgotten’ Highways 

E EXPRESSED the belief, how- 

ever, that the other roads will 
not be forgotten because Federal 
assumption of most of the inter- 
state system responsibility will re- 
lease more funds for other net- 
works and the reimbursement pro- 
vision will do the same thing. 

Robert M. Reindollar, presi- 
dent of the association, called a 
modernized national highway 
system “essential to the develop- 
ment of industry and agricul- 
ture.” 


He added that its realization will 
require “a renunciation of self- 
motivated interest so that all ex- 
penditures shall be made to the 
end that the taxpayer receives 
maximum value for dollars ex- 
pended.” 


of 5 * 
Legislating Safety 

N NEW YORK STATE a Dill 

was introduced in the Legisla- 
ture to eliminate unsafe drivers 
and “modern motorized death 
traps.” 

The proposal would require in- 
stallation of safety belts in all au- 
| tos and trucks manufactured after 
Jan. 1, 1956, and registered in the 
state, as well as crash pads on the 
instrument panels. 

The legislation also would re- 
quire physical fitness tests of 
drivers, including scrutiny of 
their emotional stability and a 

| test for night vision. 


A leading safety expert, Edward 
R. Dye, head of the industrial divi- 
sion of Cornell Aeronautical Lab- 
oratory, Inc., warned, however, that 
| safety belts “cannot be legislated 
|into use.” 


Seat belt education, he said, must 
|first create a desire in the driver 
|and passenger to use the belt. 


Statewide Classes 
Urged in Pa. for 


Unsafe Drivers 


Ernest I. Schrot, of Lock Haven, 
Pa., one of five driver education spe- 
cialists in the U. S. to be awarded 
a fellowship in safety education at 
New York University, has sug- 
gested the adoption of a statewide 
system of classes to be attended by 
suspended drivers. 

The idea, which would cost Penn- 
sylvania about $500,000, is expected 


to save about $40 million and 
100,000 automobiles annually, if 
adopted. 


The classes would be held in 
schools containing devices for in- 
struction, testing and detecting 
physical or mental disabilities af- 
| fecting driver efficiency. 

Schrot said that industry was 
reducing accidents by hiring psy- 
chologists whose job it was to re- 
habilitate accident - prone workers 
to become accident-free. 

Schrot believes the same idea 
can be applied to accident-prone 


drivers. 
* * + 


Women Don’t Get 
Signals Mixed 


survey of Toronto drivers 
made by a class of the Ontario 
College of Education says despite 
the stories of women waving their 
arms aimlessly as signals, men give 
most incorrect hand signals. 

Nearly 5,000 motorists were 
watched and of these 37 percent of 
the women and 58 percent of the 
men didn’t make proper turn sig- 
nals. 

The survey showed one motorist 
in six regularly violates a _ traffic 
regulation; one in five rushes traf- 
fic lights; more than half give im- 
proper hand signals, and nearly 
one-third does not consider the 
rights of pedestrians. 


Bonesteele President 


Of Salem (Ore.) Group 


SALEM, Ore. — Russell F. Bone- 
steele is the new president of the 
Salem Automobile Dealers Assn. 


He succeeds Otto J. Wilson. 

Other new officers include Wayne 
Hadley, vice-president, and Fred 
| McKinney, secretary-treasurer. 





Expert Views Clay Plan 
As Cure for Road Mess 


By William Ullman 


hington Correspondent 

T THE conclusion of the recent national conference on 
highway financing, held in Washington under auspices 

of the U. S. Chamber of Commerce, there was a summation 
by Dr. Charles L. Dearing, senior staff member of the 
Brookings Institution and a long-recognized authority on 
highways and highway trans-@———————__—_—_——— 














he said, Federal and state govern- 
ments have “succeeded coopera- 
tively in getting us into quite a 
highway mess.” 

The interests of safety, transpor- 
tation efficiency and convenience 
require a concerted effort to cor- 
rect this situation, he added, and 
the Clay report presents a plan and 
a rallying point for this effort. 





portation. linkage — ear- 
During the past 25 years, marking of Fed- 


eral automotive 
excise taxes for 
highway  pur- 
poses. 
However, he 
said, the integrity 
of the method of 
financing, or the 
salability of the 
proposed bonds, 


rests almost en- 


The Clay report, Dr. Dearing! wiam Ullman 
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istence and the combination of the 
Federal automotive taxes, especially 
on gasoline. 

If the Clay program is approved 
by Congress, we will, in effect, Dr. 
Dearing pointed out, have commit- 
ted ourselves “in perpetuity to a 
direct linkage of Federal excise 
taxes not only on gasoline, but on 
all automotive products, for high- 
way expenditures.” 

+ * * 


Antitrust Violations ‘Cheap’ 


TTORNEY General Robert 
Brownell has asked Congress 
to increase from $5,000 to $50,000 
the maximum fine which may be 
imposed by Federal judges for vio- 
lation of the Sherman Antitrust 
Act. The request was made in iden- 
tical letters forwarding a proposed 
bill to the Senate and the House. 
Brownell made the point that 
under existing laws the deterrent 
effect of a $5,000 fine against a 
large corporation is “almost negli- 
gible except for the stigma of con- 


yiction.” 
* * * 


More Money to Spend 


ir AN economic message to Con- 
gress, President Eisenhower has 


— 


Bureau Federation, the Nationa] 





3,400 Miles of Roads 
Held Cost of Diversion 


WASHINGTON. — America’s 
highway users paid for 3,400 
miles of highway they didn’t get 
in 1953, according to the National 
Highway Users Conference. 

Evaluating reports of the U.S. 
Bureau of Public Roads, the con- 
ference said that a total of 3,462 
miles of roads and streets could 
have been built with the nearly 
$300 million in state highway-use 
taxes which was diverted to non- 
highway purposes. 

The total number of miles 
“lost” through diversion prac- 
tices since 1984 now stands at 
128,634, the conference said. 


Union—threw their weight behind 
the Administration’s liberal - trade 
program. 

They indorsed the President’s 
request for a three-year extension 
of the Reciprocal Trade Agree. 
ments Act. 

The petroleum industry also 
figuratively poured oil on the 
troubled waters of the reciprocal 
trade program. 

With the greatest foreign invest- 
ments of any American industry, 
the oil men urged passage of the 
measure as a way of helping other 
countries to get back on their feet 
and as a sound way of promoting 












Grange, and the National Farmers - 

























satisfactory level of employment 


and production. 


“A further expansion of con- 
sumer spending may be reasonably 


expected,” he said. 
* * * 


Reciprocal Trade Backed 


N TESTIMONY before the House 
Ways and Means Committee, 







Car from Drawing 


Ruled Not Subject 


the health of the free world. 

The Democratic leadership in the 
House is behind the President's 
program, but a group of Republi- 
cans are making trouble. 
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the nation’s three large farm or- 


















noted, does not propose a statutory 











feature this TAG... 


Tie in with the 
BIG PROMOTION— 
make SARAN 
pay off for you in ’55 


tirely on the ex- 


vw SARAN & 









forecast for this year a high and 


you can depend on DOW PLASTICS 


is going 
places 


% These new features, added to all the rest 


which have made saran best for seat 
covers, will be big news to your customers. 


NEW STATIC-SHOCK RESISTANCE 


Improved formulations and weaves greatly 
reduce or eliminate static electricity. 


NEW COLOR FASTNESS 


Improved stability to sunlight. Colors are 
locked into saran for long life and beauty. 


NEW COLOR STYLING 


Improved materials for a wider range of pastel 
colors—for better styling—brighter fabrics. 











NEW CONTROLLED SHRINKAGE 


Improved shrinkage characteristic for unique 
fabrics which retain their snug fit without 
stretching or excessive shrinkage. 


Big, new consumer advertising to back up this new 
saran on national network television and in leading 
national magazines points the way to increased auto 
seat cover sales. 


On MEDIC—Recently given the Sylvania Award for 
the most outstanding television show of 1954. 


On HOME Show—Arlene Francis stars in this great 
TV show for women, their homes, their living. 
NBC.TV. 

IN NATIONAL MAGAZINES—Full color pages in 


House & GARDEN and in SaturDAy Eventne Post 
will take the saran story to millions of readers. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICIL 





ganizations— the American Farm 









To Income Tax 


CINCINNATI. — A car obtained 
in a drawing which did not involve 
any financial outlay and which was 
not a game of skill, is not subject 
to Federal tax as income, accord- 
ing to a decision made here by the 
U. S. Circuit Court of Appeals. 

The ruling upheld a _ decision 
rendered by Federal District Judge 
Roy Shelbourne at Louisville, in 
which he ruled that Theodore and 
Mary Louise Bates, Louisville, 
could recover $407 income tax paid 
on a car won in 1948. 


Judge Shelbourne held that the 
car, in effect, was a gift, in that 
the couple had invested no money 
in it, had not taken part in a game 
of skill, and that the automobile 
dealer who awarded the car had 
already charged the price of the 
car off as advertising cost. 

The car was awarded to the cou- 
ple on a ticket to which they held 
the stub, the ticket having been 
drawn from a drum. It was part 
of the dealer’s program to attract 
prospective buyers to a showing of 
new cars. 

Such awards also have been 
ruled as not in violation of lottery 
laws, since no money is involved 
in securing the ticket. 





Crusoe Appoints 
Reith as Aide 


DEARBORN. — Appointment of 
F. C. (Jack) Reith as a special ex- 
ecutive in the office of L. D. Crusoe. 
executive vice- 
president of car 
and truck divi- 
sions of Ford Mo- 
tor Co., has been 
announced by 
Crusoe. 

Reith formerly 
was managing di- 
rector of Ford of 
France, and was 
instrumental] in 
reorganizing that 
company prior to F. ©. Reith 
its recent merger with Simca, 
French auto manufacturer. He will 
continue as a director of Simca. 


For his efforts in reorganizing 
Ford of France, and particularly 
in producing the new Vedette car 
introduced by Ford of France in 
October, 1954, prior to the merger, 
Reith was awarded the French Le- 
gion of Honor. It is considered ex- 
tremely unusual for the French 
Government to confer this high 
honor on a foreign civilian who 
spent only a brief period in France. 
Reith, 40, joined Ford in 1946 after 
serving as a chief statistical officer 
in the Army Air Forces, in which 
he enlisted as a private shortly 
after Pearl Harbor. He completed 
his air service as a lieutenant colo- 
nel. 





CORRECTION 

A unique route truck which is 
being used by F. & M. Schaefer 
Brewing Co., Brooklyn, N. Y., was 
developed by Schaefer itself as a 
means of taking advantage of the 
speedy loading made possible »y 
Towmotor fork-lift trucks. In a 
picture caption in the Jan. 3 iss ie 
of Automotive News, these facts 
were inadvertently confused. 
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It's 

served 
exclusively 

at 

Fidelity 
Check-Insured 
Auctions! 


ANY DEALER CAN MAKE MONEY PUDDING.... 


Just gather up all the hold-overs, left- 
overs, and can’t-sells on your used car 
lot . . . pour into container greased 
for fast action . . . stir in top bids only 
... and garnish with guaranteed 
checks. Instantly you’ve got a money 
pudding that tickles the taste buds of 
your hungry bank account! 


THERE’S JUST ONE “BUT”... 


Perfect results are guaranteed ONLY if 
you mix ingredients at a Fidelity Check- 
Insured Auction . . . where the action 
is fast, where the top bid is the best 
bid, and where every check you get is 
guaranteed against losses _ resulting 
from insufficient funds, improper or un- 
authorized signature, closed account, 


no such account, or forgery! 


Next time your bank account feels the 
pangs of hunger and you get notions 
about whipping up a batch of money 
pudding, give our old-fashioned recipe 
a try. It gives real vim, vigor, and 


vitality to the cash journal! 


FIDELITY INSURANCE CO. OF TENNESSEE 


StahIman Bldg., Nashville, Tennessee...Phone 5-4101 


AL & BENNY FRIENDLY AUTO AUCTION Thursday 
Municipal Airport, Daytona Beach, Fla. 

APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


ARKANSAS AUTO AUCTION Tuesday 
1801 East Broadway, North Little Rock, Ark. 
ARLINGTON AUTO AUCTION, INC. Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 
BAKER AUTO AUCTION Thursday 
Pass Road, Biloxi, Miss. 

CAPITAL AUTO AUCTION, INC. Thursday 
State Fair Grounds, Columbus, Ohio 

COFIELD AUTO AUCTION Monday 
Boaz, Alabama 

COLUMBUS AUTO AUCTION Thursday 
2603 Cusseta Road, Columbus, Ga. 

CONCORD AUTO AUCTION, INC. Mon. & Fri. 


29 Sudbury Road, Concord, Mass. 


DAYTON DIXIE AUTO AUCTION, INC. Wednesday 
5310 North Dixie, Dayton, Ohio 


DECATUR AUTO AUCTION 
Highway 48, N., Decatur, lilinois 


Monday 
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DIXIE MOTORS AUTO AUCTION Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 

R PG GOFF AUTO AUCTION Monday 
New Tampa Hi-Way, Lakeland, Fila. 

GRAND BLVD. AUTO AUCTION Wednesday 


6336 South Grand Bivd., St. Louis, Missouri 


GRAND RAPIDS AUCTIONS, INC. Tuesday 
0168-M21, Jenison, Michigan 


GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 


INDIANAPOLIS AUTO AUCTION, INC. 
4501 West 16th St., Indianapolis, Ind. 


Wednesday 


JOHNSON CITY AUTO AUCTION SALES, INC. Monday 


Main and Broadway, Johnson City, Tenn. 


LAPINER’S AUCTION CO. Wednesday 
125 So. Delaware, Mason City, lowa 

LEBANON AUTO AUCTION, INC. Wednesday 
Highway 22, N. Plainfield, N. J. 

LEITCH MOTOR SALES, INC. Thursday 


1450 E. Main St., Owosso, Michigan 


eoeene#ee: 


LIMA AUTO AUCTION, INC. Wednesday 
RFD #2 Fairgrounds (U.S. #30 So.), Lima, Ohio 


MANEY AUTO AUCTION Friday 
Jordan Lane, Huntsville, Alabama 

MAULDIN AUCTION SALES, INC. Tuesday 
1227 New Buncombe, Greenville, S. C. 

MIDDLE GEORGIA AUTO AUCTION Wednesday 
Eastside Highway, Macon, Georgia 

MONTGOMERY AUTO AUCTION Wednesday 
927 No. Court St., Montgomery, Ala. 

MONTPELIER AUTO AUCTION CO. Monday 
Route #1, Montpelier, Ohio 

MUNCIE AUTO AUCTION Friday 

3344 So. Madison St., Muncie, Ind. 

111TH ST. AUTOMOBILE AUCTION Thursday 
5430 West 111th St., Oak Lawn, Illinois 

PAGE BROS. AUTO AUCTION Wednesday 
35th at Divine St., Chattanooga, Tenn. 

QUINCY AUTO AUCTION Friday 

3220 Broadway, Quincy, Illinois 

ROCKFORD AUTO AUCTION Thursday 


6402 Forest Hills Rd., Rockford, Ill. 


GET GUARANTEED CHECKS AT ANY OF THESE FIDELITY CHECK-INSURED AUCTIONS 


RYAN AUTO AUCTION, INC. 
R.F.D. #7, Richmond, Virginia 


SKYLINE AUTO AUCTION 


Wednesday 


Tuesday 
Greenpoint Ave. at Provost St., Brooklyn, N. Y. 
SODERBERG-KLINE AUTO AUCTION, INC. Thursday 
13th and Locust St., Omaha, Nebraska 
SOUTHERN AUTO SALES 

Route 5, Warehouse Point, Conn. 
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Wednesday ° 

+ 

SPORTS ARENA AUTO AUCTION Tuesday e 
Toledo Sports Arena, Toledo, Ohio ° 
SYRACUSE AUTO AUCTION Wednesday Pr 
R. D. #1, Lafayette, New York “ 
TOLEDO AUTO AUCTION CO. e 
5902 Telegraph Rd., Toledo, Ohio e 
TRI-STATE AUCTION CO. < 
3021 Front St., Fargo, N. Dakota - 
TRI-STATE AUTO AUCTION, INC. e 
Valley Springs, S$. Dakota . 
WEST KENTUCKY AUTO AUCTION ° 
Chestnut at W. 12th St., Murray, Ky. % 
e 
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Thursday 


Friday 


Monday 
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Dealer Doings 


Henry Baltz, owner of the Olds- San Jose Ford ‘Sales, San Jose, 
mobile dealership in Walnut Ridge, | Calif. and general manager of 
Ark., suffered loss of more than | Hull-Dobbs, Los Angeles. 
$170,000 in a fire in the Walnut * Pls 
Ridge business district. 


+ * * 


Stevens Gets Buick 
Stevens Buick has been opened at 


Chicago Oldsmobile Dealers _ 1887 Broadway, Depew, N. Y., by | 
| Jack O. Stevens, former Buick deal- 


Name Hollingshead President | ¢.";, Franklinville, N. Y. The firm | 


H. G. Hollingshead has been) has a new building under construc- | 
elected president of the Oldsmobile | tion at 5175 Broadway, Depew. 
Dealers Assn. of Metropolitan Chi- | . aS 
cago. Other officers are Frank Ku- | 
cinskis, vice-president; F. W. Pat-| 
terson jr., secretary, and Harry) 
Schuldt, treasurer. Larry Faul is 
the outgoing president. 

Named to the board of directors 
were Max Evans, Frank Sheair jr., 
S. L. Davis jr., and Clarence Mar- | 
quardt. 


Hull-Dobbs Ups Kellas 


William W. Kellas has been 
named general manager of Hull- 
Dobbs Ford Co., Minneapolis. With 
Hull-Dobbs for 4% years, Kellas 
formerly was sales manager of 


Skaggs Honored 


Clarence Skaggs, owner of 
Skaggs Motors (Ford), Manhat- | 
tan, Kans., has been elected pres- | 
ident of the Manhattan Chamber | 
of Commerce. He succeeds Dr. | 
Howard T. Hill. 

* 


* % 
* Roy Named Top Citizen 
|Of Willimantic, Conn. 

A. J. Roy, Buick dealer in Willi- 
mantic, Conn., has been named the 
City’s leading citizen of 1954 by the 
Police Benevo!tent Assn. 

Roy is director of the Connecti- 


puts it in... 


BLUES ganp 


FOR SOLID. . . CONTINUING GROWTH 


|cut Automotive Trades Assn., vice- 
| president of the Windham County 
Automotive Trades Assn., trustee of 
the Newington Home for Crippled 
Children and chairman of the Mu- 
nicipal Parking Authority. He also 
|is active in the Elks, Knights of 
| Columbus, Chamber of Commerce, 
|Community Chest, Lions and Red 
Cross. 


+ 


Held Sells 40 Oldsmobiles 


To Same Buyer in 25 Years 

U. G. Held, of Dormont Olds- 
mobile Co., Dormont, Pa., reporis 
one customer in the town has 
purchased 40 Oldsmobiles from 
him during the past 25 years. 
The customer now has retired 
and gone to Florida, but his son 





is a customer of the dealership. 
* ” - 


McDonald Appointed 


chison and vicinity. 
* * + 


Inland Motor Sold 
The 


Co. (Chevrolet-Oldsmobile), Mos- | 


cow, Id., held since 1945 by Wesley |The firm will be called Elliott 


Ford Agreement— 


Jack L. Jones (left), owner of Frontier | 
C. B. McDonald, Buick-Pontiac | Motor Co., Albuquerque, N. M., is shown 
|dealer in Atchison, Kans., has been | with J. T. Cavnar, Denver district sales| Of Charlotte Dealership 
appointed as General Motors com-| manager of the Ford division, following 
munity relations chairman for At-|the franchise ceremony. The firm previ- 


Co. 


Barnes Chevrolet Co., 





WOVE 


THE CINCINNATI TIMES-STAR 


In two years, Times-Star total circulation has jumped 
11,633 . . . going from 147,880 to 159,513. 853, of 
this increase (9,839) has been concentrated in the City 


Zone . 


NEARLY 


. . your primary sales area. 


Times-Star circulation growth has been averaging 500 


new subscribers (representing $3,000,000 in buying 


income) per month for the past two years. 


AVERAGE 
MONTHLY 
INCREASE 


Remember, the Times-Star is the 
strongest selling force and larg- 
est evening paper in Ohio's 


second largest market. 


ESN 
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s | D. Jonas, have been sold to Dan 
holdings of Inland Motor | Eliott, of Medford, Ore., and Larry 


Id. 


GENERAL ADVERTISING REPRESENTATIVES @ O'MARA & ORMSBEE @ NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO, LOS ANGELES 


Motor Co., and will be managed 
by Elliott, who has been associated 
for several years with Barnes. 

+ * 


* 
Blackmur Named to Head 
Minneapolis Acquatennial 

President of the 1954-55 Min- 
neapolis Acquatennial is Robert 
W. Blackmur, secretary-treasurer 
of Warren-Cadillac, Inc., Minne- 
apolis. 

A civic affair, the Acquatennial 
features summer and winter 
sporting events, parades and 
music festivals throughout the 
year. 

Blackmur, who had been a - 
vice-commodore and a director of © 
the Acquatennial, was with Cad- 
illac’s sales and financial admin- 
istration before joining Warren 
Cadillac in 1936. 


* * * 


Langston Becomes Qwner 


Herman A. Moore has resigned 
as an offieer of Langston-Moore, 


ously was known as Joe Heaston Motor | Ing (DeSoto-Plymouth), Charlotte 


|N. C., and Bobo Langston will be 
the new owner and president of the 
organization. 
The firm will be known as Bobo 

| Langston, Inc. Langston has been 

| associated with the dealership since — 

| 1945 and became a partner in 1952. 

* + em 

a Nash Dealerships 

In Calif. Change Hands 

| New owners of two dealerships 
have been announced by Paul W. 

| Pursely, San Francisco zone man- 
ager of Nash. 


The new owners of Contra 
Costa Nash, 1821 Mt. Diablo Blvd., 
Walnut Creek, Calif., are Harry 
T. Dotson and M. S. Andersen. 
Sequoia Motors, 4917 East 14th 
St., Oakland, Calif., has been 
taken over by Dotson and Leo 
Hayes. 


* * * 


Robke Buys Out Seiler 
In Covington, Ky. 

Ralph G. Robke has purchased | 
Seiler Motor Co. (Chevrolet), Cov- 
ington, Ky., from C. Dewey Seiler, 
who is retiring from the auto busi- 
ness after 40 years because of ill- 
ness. 

Formerly Robke was the prinoi- 
pal stockholder in Rockcastle Mo- 
tor Sales (Cadillac - Oldsmobile), © 
Covington. Associated with Robke 
in the company is F. H. Aufder- 
beck, who served at Seiler’s for 25 
years. 


* 


Two Studebaker Deals 


Opened in Pennsylvania 

New Studebaker dealerships have 
been signed up in Pittsburgh and 
Philadelphia. 

Ken Thompson, Inc., Pittsburgh, 
is headed by K. E. Thompson. J. P. 
| McComb jr., is secretary-treasurer, 
and John Stack and Bruce Jamison 
are vice-presidents. 

Owner of Eleventh Street Motor 
Co. in Philadelphia is Joseph Pa- ~ 
cifico. 

* * 


Cole Sells Chavealai Deal 


In Utica, N. Y., to Benson 

Irving J. Cole, a Chevrolet dealer 
in Utica, N. Y., for 30 years, has 
sold Cole Chevrolet Motors to Ray 
Benson, general manager of Don % 
Allen, Chevrolet in Albany. : 

Benson, who is continuing with 
Don Allen, has taken charge of the- 
Cole dealership and is planning ~ 
extensive alterations and a formal — 
opening when they are completed ™ 
in the spring. 

* * x 


Fiedler Elected President 


| Of Chicago Dodge Dealers 


The Chicago Dodge Dealers Assn. 
has elected Leroy Fiedler as presi- 
dent. Also named were R. Ander- 
son, vice-president; H. F. Miller, 
secretary, and H. Scheurer, tresas- 
urer. : 

Directors are A. Bender, B. Co- 
foid, B. Bobling, H. Brody, L. Levin, 
M. Kroll, W. Schmitt and B. Mor-~ 
gan. 4 
* z 


Schaefer Expands 


The automotive division of ‘il 

| Schaefer, Inc., Grand Rapids, Mich. | 
has rented the former Darling truck © 
| garage, 319 Rumsey St. S.W., to” 
| provide more facilities for car se: V-" 
|icing, according to M. D. Mar«h 
general manager. ; 
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"Work 
Horses” 


Seasoned operators of 
APT TM 
have always recognized 
Clark Driving Axles as “having 
what it takes” —in 
Br 
dl eee 
eR ad Rees 





One man loads it . . . in 5 seconds, up to 50,000 lbs... . 
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One man drives it... One man unloads it... 
speeds up to 56 mph in 3 seconds 





‘““Over-the-Load 
Materials Handling”’ 


You can revolutionize your handling operations! You can move mate- 
rials faster, farther, at less cost, and this new movie shows you how 
to do it. As in the above pictures from the film, you’ll see the Ross 
Carrier handling pineapples, whiskey barrels, lumber packages, heat 
exchangers, cotton bales, steel tube—for aggressive, cost-conscious com- 
panies which have discovered the unique advantages of over-the-load 
handling. If you are sincerely interested in knowing what’s new in 
materials handling, you won’t miss this free movie. It’s available on 
a loan basis. We’ll mail the film to you—your only cost is return postage. 


Stabe ROSS CARRIER DIVISION, cLark EQUIPMENT COMPANY, Benton Harbor, Michigan 
















AUTOMOTIVE NEWS, FEBRUARY 7, 1955 





Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 
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ristic Principles in L'Universelle— 






og EEE GOES” ays 





— points out some possible features of tomorrow's trucks. Through the elimination of 
drive shaft, the load compartment is lowered by a drop-center axle. Front drive 
"feature, with short-coupled connection with engine, uses deDion drive and torsion 
' bar springing. Front wheels move up and down independently of the frame and 


driving power is still maintained. Cooling for engine comes through roof panel into 


engine compartment. 
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+ by Jack Weed 


This phantom drawing of GMC’'s dream truck L'Universelle shown at Motorama 
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ao American Trucking Assns. 


has just gone on record with 
a new policy of withholding recog- 
nition and cooperation from non- 


’ affiliated groups and organizations 


unless they have been approved by 
the ATA national federation. 
While we all must recognize that 


ATA has done more for the truck- 


ing industry as a whole in fighting 
adverse legislation and oppressive 
taxation than any other truck 
group, its new policy indicates that 
the tail is about to wag the dog. 
As one of the private truckers, 

a national fleet operator, pointed 
out at the Private Truck Coun- 
cil’s annual convention recently, 
for-hire truckers represent only 
about 15 percent of truck owner- 
ship, and private fleets and one- 
two owners represent the bal- 
ance. 

One of the men who fought the 
New York State battle against the 
ton-mile tax law, and lost, said 
that a prominent legislator made 
the statement that politicians 
aren’t greatly impressed when a 
few men representing but a portion 
of the industry involved come 
before them pleading the case of 
the whole industry. 

On this basis, ATA should be 
looking for, and welcoming, support 
from all the other elements in the 
great trucking industry it can get 
to go along with it, 
putting on an air that some might 
regard as snooty. 

* * - 


Strength in Numbers 


I JUST wonder if ATA isn’t mak- 
ing much the same mistake in 
this deal that it made in the 
Roadeo. If it is, and I wouldn’t 
have shoved my nose into this 
policy announcement if I didn’t 
think it might be, it may have to 
eat crow in a year or so. It has 
happened to bigger and _ better- 
known organizations than ATA. 

Although not asked to be a 
father-counselor to ATA, I am 
going to risk having some skin 
rubbed off my nose by suggesting 
that the boys down Washington 
way do an about-face and really 
put some effort to get AMA, the 
truck dealers, the Private Truck 
Council, the Truck Body boys and 
all others having even the sem- 
blance of an organization to help 
them fight the battles for trucks. 

I might even go so far as to 
suggest they ask Johnny Hulse, 
of the Truck-Trailer association, 
how his little group is able to 
get the very good public relations 
it is getting. 

ATA and other trucking organ- 


the 


instead of | 


| problem one of a fast-moving mar- 








izations for some reason seem to 
ignore the truck dealer. And, as a 
consequence, the truck dealer to a 
great extent ignores them. This 
isn’t a healthy condition in a mar- 
ket that is cluttered with so many 
hurdles set up from so many differ- 
ent sources. 

Everyone making a dime from 
the truck business in any way needs 
the cooperation of all others in the 
business. The rail propagandists 
who are the prime fighters of or- 
derly truck operation don’t over- 
look any bets in marshaling the 
entire rail and supplier groups 
around their banner. 


Another group that should be 
getting closer to the truck dealer 
is the great army of truck equip- 
ment distributors. Here and there 
We get reports from distributors 
who don’t seem to have any trouble 
doing business with the truck deal- 
ers in their area as they always 
have in the past. 

* ck 


* 


Distributors’ Plaint 


Bu: according to many truck- 
body and equipment makers, 
equipment distributors are 
reporting that they aren’t getting 
much cooperation from the truck 
dealer. 

I wonder if back of all this isn’t 
the same type of thinking that 
has upset the car selling routine 
for the past year? Isn’t the basic 


ket that has necessitated a radical 
change in merchandising policies 
for both distributor and dealer? 
Doesn’t it all add up to the fact 
that truck dealers have had to put 
more emphasis on unit sales and 


have neglected to merchandise the 
(Continued on Page 33, Col. 1) 
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Truck Users Air Costly Inspections ... 











Lax Make-Ready Hit 


c. COSTS $100 to $200 for inspec- 
tion and checking to put each 
new medium and heavy-duty truck- 
trailer combination into service 
after it has been delivered by the 
dealer or branch, according to Fred 
Hague of Sun Oil Co. 

Hague made that statement, 
which should be of the utmost 
concern to every truck dealer, 
during a panel discussion en- 


titled “The Consumer Meets the | 
Manufacturer” at the 16th annu- | 


al convention of the Private 
Truck Council of America in New 
York. 

Hague went on to say that from 
experience he didn’t dare let any 
new truck-trailer combination go 
into service until he had his own 
men go over the unit carefully, 
checking all safety items with spe- 
cial attention to brakes and wheel 
bearings. 

* * * 
RACTICALLY all trucks and 
trailers delivered to his firm 

since the war have come through 
with many nuts not tightened as 
they should be, with relief springs 
left off the brakes and even with 
out-of-round brake drums. His in- 
spections have even found trucks 
and trailers being delivered with- 
out bearings in a wheel. 

On light trucks, Hague said he 
had the men drive them about 
2,000 miles and then take them 
to a good service dealer in that 
make of truck—but rarely back 
to the dealer that sold the ve- 
hicle—and pay them for a thor- 
ough and complete inspection, 
tightening and check. This costs 
him from $5 to $20 per vehicle, 
but he claims it is money well 
spent and comes back to him 
quickly in lesser maintenance 
cost. 

Hague feels that both the man- 
ufacturer and dealer are lax in 
their.pre-delivery work on trucks 
and that poor inspection and prep- 
aration is a common complaint 
among fleet men, especially among 
the larger private fleet operators. 

Six fleet managers represented 
the consumers and seven men, 
mostly engineers, represented the 
manufacturers in this 1%-hour dis- 
cussion in which the consumers did 
not pull their punches. In many 
cases the fleet men put out ques- 
tions that had the manufacturers 
on the spot. 

+ 7 
Amon some of the pertinent 
questions asked was why the 
manufacturers did not do some- 
thing about heat control in the en- 
gine and radiator when they recog- 
nized that keeping water tempera- 


NEW PRODUCTS 


Page 38 





ture at 175 degrees resulted in ap- 
proximately 35 percent less engine 
wear. This question was posed by 
Emil Gohn of Atlantic Refining Co. 

In response to the question as 
to when tubeless tires would be 
available for replacement, George 
M. Sprowls, Goodyear Tire & 
Rubber Co., said that in the 10.00 


Top Tracks 


New-truck registrations for 11 
| months, plus ten states for De- 
cember: 








1954 Pos. Make 1953 Pos. 
1—273,282 Chev. 308,957— 1 
2—248,157 Ford 243,431— 2 
3— 78,272 THC 90,000— 3 
4— 62,327 GMC 77,837— 4 
5— 55,829 Dodge 16,785— 5 
6— 15,926 Willys 16,596— 7 
I— 9,706 White 11,447— 8 
8— 9,361 Stude. 21,631— 6 
9— 5,637 Mack 6,496— 9 

10— 2,491 Dia. T 3,212—11 

1l— 2,140 Reo 3,273—10 

12— 1,001 Autocar 1,625—12 

5,988 Misc. 7,801 
Total All Makes 
770,117 869,091 


Further details on Page 26. 


ATA Chief Warns 
Of New U.S. 
Transport Policy 


Rom RATON, Fla. — A plea to 
the truck-trailer manufacturing 
industry to “line up solidly” with 
the trucking industry against pro- 
posed changes in the national 
transportation policy that would 
allow competitive invasion of the 
motor carrier field has been made 
by Neil J. Curry, president of the 
American Trucking Assns. 


Speaking at the 14th annual 
convention of the Truck-Trailer 
Manufacturers Assn., he acknowl- 
edged that the trailer makers 
have been allies of the motor 
carriers in the past, but on this 
occasion, he said, “I call on you 
with an urgency we seldom have 
expressed in the past.” 

Curry asserted that “within the 
next few months there will be of- 
fered in the Congress, legislation 
to change the national transporta- 
tion policy,” already spelled out 
by the Federal Government in con- 
nection with the Interstate Com- 
merce Act which regulates inter- 
state transportation. 

President Eisenhower, Curry, re- 
called, appointed a cabinet commit- 
tee months ago, which has been 
working ever since on policy rec- 
ommendations. He said that the 


President has told Congress that 
(Continued on Page 22, Col. 1) 





|Standard Oil Co., 


and 10.20 sizes fleet operators 
could get sample sets now for 
tests. He said he believed this 
size would be stocked sufficiently 
so that they would be available 
before the end of this year for 
general changeover. 


The question of the trend toward 
automatic transmissions in heav- 
ier trucks was discussed, and while 
some operators now feel that auto- 
matic transmissions are not the 
answer to the most economical op- 
eration, they do agree that elimin- 
ation of the need for the two-speed 
rear axle has merit. 


Other problems current to the 
private truck operator that were 
covered at the convention included 
the threat to the future of eco- 
nomic truck operation imposed by 
those states now imposing “third- 
structure” taxes such as the ton- 
mile tax on heavy trucks. The his- 
tory of the truckers’ fight in New 
York was outlined. 

* +. + 


DWARD DORR, assistant auto- 
motive supervisor of Esso 
said the rail 
propaganda attack on trucks with 
the ton-mile tax drive in New York 
State was “highly successful” 
because the rail propagandists “got 
down to the public level and event- 
ually to Government.” He felt that 
the failure of the truckers in New 
York held a lesson for truckers in 
other states faced with similar 
threats. 

He also emphasized that oper- 








ators of private trucks must fight 
these threats just as much as 
the “for hire” operators. He said 
private fleets and individual 
owners represent 85 percent of 
the trucks on the road and the 
“for hire” group only 15 percent. 
He pointed out that legislatures 
are not greatly impressed when 


only a 15 percent ownership of 
(Continued on Page 27, Col. 1) 


New Fire Leveled 
At Axle-Mile Tax 


OLUMBUS, -O. — Ohio’s “axle- 

mile” tax has come under 
steady fire during the last month 
following a study by the Battelle 
Memorial Institute upholding ob- 
jections which have been regis- 
tered by state truckers. 

At first, it was reported that 
the authors of the bill—Speaker 
Roger Cloud, Logan Republican, 
and Rep. Robert L. Johnson, Me- 
dina Republican — had reversed 
themselves and now were ready 
to press for repeal of the axle- 
mile levy. However, the twe leg- 
islators denied such speculation. 
“It is our belief that the high- 

way-use Tax has not been fully 
(See TAX, Page 22, Col. 5) 








SAE Looks at the Truck World of 2005 


By Sam Sampson 
Staff Writer 

FTER considerable crystal ball 

gazing, truck engineers at the 
Golden Anniversary meeting of the 
Society of Automotive Engineers 
here came up with some predic- 
tions on what the trucking world 
will look like in 50 years. 

Most of the engineers felt that 
there would be no sudden, revo- 
lutionary developments descend- 
ing without warning on the in- 
dustry, but that continuing de- 
sign, new materials, better roads 
and other factors would bring a 
constant flow of improvements. 
The sum of these changes, viewed 


now, shows a trucking operation 
completely foreign to us today. 
The truck—something from 


Mars. Streamlined and aerody- 
namic; powered by turbine en- 
gines; equipped with automatic 


transmissions (one of four possible 
types), power steering and smaller, 
super-strength tires, it hardly will 
resemble anything on the road 
today. 
* . + P 

(TRUCKING operations—truckers 

will need new cost-rate data. 
It is possible that three or four 
trailers will be pulled by a super- 
tractor over expressways at speeds 
up to 100 miles an hour. After the 


tractor arrives at the terminal, lo- 
cal deliveries will be made by 
smaller tractors, one trailer at a 
time. 

Roads—creations only dreamed 
of today. Long, perfectly flat sur- 
faces will accommodate high 
truck speeds. The roads will be 
designed to carry weights up to 
35 tons, and will connect all ma- 
jor transportation centers in the 

Plastic trailers—one of the most 
promising weight - saving elements 
on the horizon. All-plastic trailers 
are now being made, and after im- 
provement, will become standard 
equipment. Meat and liquid haulers 


will aid the movement. New color- 
ing methods and smoother designs 
will do much to improve the ap- 
pearance of trailers. 

One-quarter ton pickups—a sure 
bet for the future. In line with the 
thinking that farmers are allowing 
commercial haulers to take over 
their trucking (milk haulers and 
traveling feed grinders, etc.), the 
farmer will be able to get along 
with a smaller unit. It will be 
smartly styled and comfortable for 
the farm wife to drive. The in- 
creasing pace of small business 
may also demand that such a truck 

(Continued on Page 24, Col. 1) 
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ATA Head Asks Trucker-Maker ‘Front’ .. . 





New U.S. Transport Policy Seen 


(Continued from Page 21) 


the proposed legislation is on its 
way from the White House. 
* * + 

. ITHIN limitations of detail, 

we know what these proposals 
will be if the railroads have their 
way,” Curry asserted. “We know 
they have had a sympathetic hear- 
ing from the Cabinet Committee. 
Here’s what they want: 

“1—They want the rule of rate- 
making changed by legislative edict 
so that in effect the railroads can 
meet competition from us and from 
others, substantially on their own 
terms and, as they say, ‘when and 
where they find it.’ We know they 
seek the right to meet competitive 
rates or cut below them largely at 
their own discretion. 

“2.-They want the present rap- 
idly - eroding restrictions which 
prevent them from entering free- 
ly into the trucking business and 
other forms of transportation re- 
moved. They want the permissive 


EN 


“A long grade like that’s a cinch with a Midland compressor working 
for you .. . Shucks—I always have plenty of air for any kind of emer- 
gency—long hills or the steady stop and go of city traffic jams. My 
Midland compressor keeps my air tanks full all the time . . . That’s why 
my boss has standardized on Midland air brakes and compressors all 





right to set up parallel and com- 
petitive highway operations on 
their own initiative and at their 
own discretion. 

“They want quite a few other 
special benefits and are asking for 
them, but these two I have men- 
tioned are the heart of their pro- 
posals. If they get them, we are 
‘through’ as an independent form 
of transport. If they get them, I 
predict that the period of growth 
and development of the trucking 
industry approaches an end.” 

Curry said the trucking industry 





New Factory Ready Soon 


For Ward Body Works 


CONWAY, Ark. — Ward Body 
Works, manufacturer of school bus 
bodies, will begin production soon 
in a new factory here. 

George W. Cummings, comptrol- 
ler, said 1954 production totaled 
1,500 bodies, about the same as 1953. 
He said that keen competition had 
produced some price reductions. 


Pa 


|agrees with the transportation ex- 
| perts who say that there would not 
|be a trucking industry fleet of 
{nearly 10 million vehicles today if 
the industry had been in the hands 
| of the railroads. 

cs * + 


lieve the trucking industry will 
long survive, he said, if the rail- 
roads are allowed to use the rate 
structure as a weapon to single out 
commodities, carriers and terri- 
tories for destructive competition. 
“Let’s join forces aggressively 
| to make sure this coming threat 
| to all of us never comes to pass,” 
he urged. 

Rep. William H. Ayres, Ohio Re- 
publican, a strong opponent of 
axle-mile, weight-distance and ton- 
mile taxes on trucks, declared at 


N2 THINKING person can be-| 


the legislation will await adoption 
of policy by the House Interstate 
and Foreign Commerce Committee 
in the light of an investigation into 
a breakdown in commercial-vehicle 
reciprocity between the states as a 
result of so-called third-structure 
taxation. 

(Traditional taxing of motor ve- 
hicles has consisted of license and 
motor fuel taxes. Third-structure 
taxes are special levies—such as 
axle-mile, ton-mile and weight-dis- 
tance taxes—in addition to the tra- 
ditional types of imposts.) 

° * * * 
“AFTER the Committee adopts 
its policy, legislation will have 
to be introduced in this Congress 
to achieve the required results,” 
said Ayres. 

“I am happy to tell you that a 
large number of prominent Demo- 
crats have offered to co-sponsor 
this necessary legislation with me 
when the time comes,” he said. 





legislation in Congress to exert the | 


power of the Federal Government 
in such a way as to require states 


the convention that he will propose 
to erase those levies. 


| 
| 


“There is complete bipartisanship 
in Congress insofar as this problem 
is concerned.” 

Ayres asserted that the Fed- 
eral investigation of these third- 
structure taxes may well lead to 


He indicated that the form of! Federal direction to the states in- 





“| ALWAYS HAVE AIR TO SPARE... 
I've Gta MIDLAND Compressor!” 


the way through his fleet. He’s smart!’ 


Yes, it is smart to insist on a 
Midland Compressor, for Midland 
gives you these big advantages: 

Greatest Efficiency—Due to patented 
automatic inlet valves built into 


cylinder head. 


Minimum Oil Consumption—Due to 
lack of high vacuum on suction 


stroke. 


Cooler Operation—Because inlet 
valves let atmospheric air circulate 
through compressor when idling, 
practically eliminating carbon. 





installation. 
less 


maintenance due 


oil and varnish deposits throughout 


the entire air brake system. 
a 


details, 


es 
For complete 
nearest Midland 
factory direct. 


MIDLAND 


Integral Governor — Governor 
mounted on compressor simplifies 


Weight—A very important 
factor for today’s operators. 

Reduced Maintenance—Lack of com- 
pressor oil pumping greatly reduces 


to elimination of 


7 
see your 
dealer—or write 


























Those Who Know 
Power Brakes 


CHOOSE MIDLAND ! 





flicting “these unnecessary and 
burdensome taxes.” 

John C. Bennett, association 
president, told members that the 
problem of negotiating successfully 
the industry’s transition in a single 
year from a defense-mobilization 
economy to a peacetime basis 
shows signs of having been accom- 
plished. 

Bennett reported earlier that 
trailer production in 1954 approxi- 
mated 55,000 vehicles, including only 
10,000 for military, other govern- 
ment and export purposes, con- 
trasted with 46,000 in those cate- 
gories in the previous year. 

+ + s 
HE SAID that although produc- 

tion and shipments for 1954 
were off 45 percent from 1953 in 
numbers of vehicles, dollar value 

of shipments receded only 19 per- 
cent, 

The TITMA president attrib- 
uted much of the credit for the 
successful transition to the as- 
sociation which made possible 
exchange of information on mu- 
tual problems, new demands and 
design developments. 


The association’s engineering 
committee in a report by Chairman 
A. E. Williams, of Fruehauf Trailer 
Co., called attention to the commit- 
tee’s “most significant and success- 
ful year during 1954.” 


The related cries of “more cube” 
and “greater interchangeability” 
which have characterized trucking 
industry demands on automotive 
manufacturers have their counter- 
part in the military field, and are 
| swaying the thinking of the offi- 
|cers responsible for the design of 
Army vehicles, Maj. Gen. B. F. 
Hayford, Army deputy chief of 
transportation, said at the conven- 
tion. 


* * > 


FTER reviewing what he termed 

“a conflict between specializa- 
|tion (for military action) and 
| (standardization for economy),” 
| Hayford explained that peculiar to 
the problem is the conflict be- 
| tween the capacity of the vehicle 
| and its own transportability. 


| He said the semi-trailer lends it- 
| self to the goal of moving supplies 
|as far along the supply line as pos- 
| sible with the minimum amount of 
handling, particularly if the power 
units and trailer units are gener- 
ally interchangeable throughout the 
system. 


Hayford pointed out that the 
| Army’s transportation must take 
into consideration Arctic, desert 
and island problems of mobility, 
coupled with operational ability 
in fighting zones. Tests are being 
conducted, he said, on “Sno Cats,” 
“Sno Buggies,” “rolligons,” “Ot- 
ters,” “sled trains,” “sled-mounted 
living quarters,” “navigational 
equipment,” “heavy duty trac- 
tors,” “prime movers,” “trailers,” 
and “buses.” 

“The ideal solution probably is 
one family of vehicles which would 
fulfill all our needs,” he said. “If 
such a family could be devised in 
such a manner as to permit a high 
percentage of interchangeable 
parts, the beneficial effect on our 
| Supply and maintenance problems 
| would be almost beyond belief.” 


Tax 


| (Continued from Page 21) 


tested, and that a full test of its 
effectiveness is not possible until 
its administration and _ enforce- 
ment are improved,” Cloud and 
Johnson declared. 

* * = 


Tes Battelle study suggested 
that a fuel tax of two cents a 
mile for trucks would be a proper 
substitute for the axle-mile pro- 
vision. Such action, it was said, 
would end interstate bickering and 
retaliation. 


The study showed that 18 Ohio- 
based trucking firms had moved 
from the state and that seven 
more might have gone out of 
business because of the _ reci- 
procity upheaval brought about 
by the tax. Several other states 
have enacted third-structure 
taxes against Ohio truckers, caus- 
ing a breakdown in interstate 
truck reciprocity. 

It is felt that the Battelle stud} 
has weakened the forces of State 
officials and legislators who once 
favored the tax. 
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MORE SALES 
WITH LESS EFFORT 


| from Plymouth trade-ins! 





Used car prospects who come to your used car lot are buying unused mileage. Plymouth ranks No. 1 in the toughest, Through the years 
That’s why the facts (described below) about the low-price cars on your lot biggest round-the-clock proving ground of Plymouth has “out-engi- 
are so important to you and your retail salesmen. automotive endurance. There are more neered” every other make 





When a particular make of car has the features which give it the ability to Plymouths used as taxicabs than all other in its class. Here’s proof 
“stand up,” that car is easier to sell—and is more profitable to you. makes combined! (Further, Plymouth the “facts favor Plym- 
Plymouth excels all other makes in its class in this important matter of leads the low-price 3 in victories in national outh”! Show these fea- 
“standing up.” Here are th« facts to pass on to your customers as proof! stock car races! ) tures to your customers: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth CarA Car B Plymouth CarA CarB 


Gararymee WHEELS... 60 ee tw ees RESISTOR-TYPE SPARK PLUGS ....... YES NO NO 
2-CYLINDER FRONT BRAKES......... EXHAUST VALVE SEAT INSERTS ....... YES NO NO 
INDEPENDENT PARKING BRAKE....... CHAIN-TYPE CAMSHAFT DRIVE ....... YES NO YES 
ELECTRIC WINDSHIELD WIPERS. ...... OIULSTE FUEL PILTER 6 6 0 0 8 tt ow ee YES NO NO 











ORIFLOW SHOCK ABSORBERS ........ FLOATING OIL INTAKE... 2... sce ves YES NO YES 
WIDEST, MOST RIGID FRAME ..... eee ROTOR-TYPE OIL PUMP .....sc cece YES NO NO 
COWL VENTILATOR ........ ca Ge 4 OIL GATH AIR CLEANER . 1... 22222 2 YES NO NO 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 


year. Most of these Plymouth engineering advantages apply in other model years as well. 4 a ess) 


BAKED-ENAMEL FINISH .....cceccec 





Best buy new...best buy used vo 





PLYMOUTH 
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Designers, Materials to Bring Changes és 


SAE Envisions Trucks of 2005 


(Continued from Page 21) 


be available for odd-jobs and quick 
deliveries. 
. * 

pres -BUTTON service shops— 

eliminating the human factor. 
Truck service shops will come into 
the automation era slowly, with a 
growing number of machines to do 
the checking and testing. Ulti- 
mately, service will be performed 
on a_ semi-production line basis, 
with each employe doing only one 
specific job. 

The farm truck market—due 
for a push. At the present time, 
one speaker complained, little or 
nothing is being done by the 
truck makers to lure the farmer 
away from his tractor for auxili- 
ary power needs. Most farm jobs 
could be more efficiently carried 
out if a truck were provided to 
meet the farmers varied needs. 
Automatic transmissions—stand- 
ard on delivery units and off-high- 

way trucks. It is thought that a 


minimum of four types must be de- 
signed to meet the full range of 
truck activities. 

The utility companies—the for- 
gotten firms in the truck industry 
if present trends continue. One 
speaker pointed out that a truck is 
a tool to utility companies, and 
that nothing is being done to make 
the unit more versatile. 

Engines for smaller trucks—cut 
the horsepower. Rather than be 
forced into the automobile horse- 
power race, many small-truck op- 


erators are more interested in 
economy and long life. 
* * * 


OMMENTS on how the truck 

industry is to arrive at this 
point 50 years hence were interest- 
ing. First, something about the 
power plants. 

For several years, the conven- 
tional engines will continue to 
rule the road. Larger displace- 
ment engines are to be popular, 
and supercharging will provide 


Doctors 


ei 


Motors! 


Do you want: 





a : Po 


additional horsepower to meet 
increasing requirements. For the 
most part, high speed will not 
be a vital factor in truck en- 
gines, engineers think, but better 
torque characteristics for hill 
climbing will be important. 
Diesel engines will take over the 
heavier truck field in the near fu- 
ture, and they will be super- 
charged to 500 horsepower or more. 
Refinements, and the use of better 
materials will, of course, change 
some of the engine characteristics. 
* * * 


— engines will become 
common only after many years 
of experimentation. Better metals 
must be produced and such metals 
will become less critical only after 
demand and volume production is 
established. One engineer put the 
problem into a formula: Cost plus 
load requirements equals engine 
choice. 


Weight reduction will continue 
to be a top consideration as long 





| as legislatures persist in weight 
and size limitations. Thus, engine 
weights, as well as other compo- 
nents, will enter the picture. 





allowed to set for an hour or so, 
and then the repair area is 
sanded, buffed and painted. 


One of the advantages of plastic 


Weight problems are currently | bodies in delivery trucks is the use 
being taken up by chassis and/|of transluscent roofs, allowing dif- 


trailer makers. Aluminum trailers, 


fused sunlight to enter the cargo 


cabs and delivery bodies have|compartment. This aids the driver 


gained considerable favor already, 
and plastic applications will con- 
tinue to be devised. 

One speaker pointed out that 
plastics will be used in the future 
for quick repairs on metal car and 
truck bodies. This will cut costs of 
body maintenance considerably. 

. * * > 

pLsstic bodies offer many ad- 

vantages to the truck user. It 
is lightweight. It is corrosion-resist- 
ant, and can be repaired at small 
cost. Repairs on plastic bodies, it 
was pointed out, can be made by 
unskilled personnel, without ex- 
pensive materials. 

Repairing plastic bodies is 
similar to the first method de- 
vised for producing reinforced 
plastic forms — the hand-layup 
method. Damaged portions are 
removed, and successive layers 
of resin and fibre glass sheets 
are “layed-up” until the original 
shape is restored. The patch is 


1. LESS SALES RESISTANCE 


2. MORE RING INSTALLATIONS 


3. MORE 


PROFIT 


then install the rings preferred by more people 
than any other brand... Perfect Circles 
And why this preference? Because Perfect Circle’s 2-in-1 Chrome 


piston ring set has both the TOP ring and the OIL ring plated with 
thick, solid chrome! Entire area of ring travel gets complete wear 
protection more than doubling the life of cylinders, pistons and rings. 
Customers are assured thousands of extra, satisfying, economical 
miles of sustained power and positive oil control! No tedious break-in 
as rings are lapped-in at factory. Perfect Circle Corporation, Hagers- 
town, Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario. 


® 
we rfect C z rcle 2-in-1 chrome piston rings 


The Standard of Comparison 


in reading tags and addresses. 

One of the problems in plastic 
trailers is getting floor materials 
of sufficient strength. Plastic trailer 
floors, as we know them today, will 
mar and scuff under normal load- 
ing and unloading operations. 

* * * 


be cabs may also be made 
of plastic in the near future. It 
is expected by the engineers that 
the cab -over-engine, tilt - forward 
cabs will become standard because 
of the superior servicing accom- 
modations. Shortened cabs are also 
desirable under present-day length 
limitations. 

Improvements in truck tires 
have already been announced, 
and engineers feel that continued 
work on smaller, higher-pressure 
tires will produce even more de- 
sirable products. Smaller tires 
mean lower trailers and larger 
cargo space under state height 
limitations. Narrower tires allow 
greater axle lengths and trailer 
widths. 

Drive-line components will 
subject to increasing study and 
revision in the near future. Too 
little is known about horsepower 
losses in the power train. Such 
data from various sized drive-line 
components would allow engineers 

(Continued on Page 25, Col. 1) 


be 





Thruway Costs 
Trucker More; 


Still Favored 


ALBANY.— An Albany trucking 
executive says it costs his firm 
about 1% percent more in out-of- 
pocket costs to run his heavy 
trucks on the State Thruway than 
over regular roads. But he says he 
expects the savings in maintenance 
and other long-term items wil] 
make Thruway use profitable. 

John Vogel jr., vice-president of 
John Vogel, Inc., said a study he 
made showed his company’s trac- 
tor-trailers ran about 100,000 miles 
between Albany and Harriman from 
Nov. 11 to Dec. 31. 

He said, the firm has run all its 
trips to New York City, New Jer- 
sey and Philadelphia via the Thru- 
way. The Thruway route is 143.4 
miles from the Albany terminal to 
a terminal in Jersey City, compared 
with 158 miles via regular highways. 

His biggest trucks—tandem 
tractor-trailers with 63,240 pounds 
gross carrying capacity—pay a toll 
of five cents a mile on the Thru- 
way, compared with 2.4 cents a mile 
in ton-mile tax for other highways. 

Vogel said the loaded trucks 
travel 3.9 miles a gallon of gasoline 
on the Thruway route and 3.76 
| miles a gallon on the regular high- 
| way route. 

Gas, driver pay, toll and ton-mile 
tax, which truckers call out-of- 
pocket expense, cost a total of 
$24.32 for the round trip to Jersey 
| City by the Thruway and $23.96 by 
regular highways, he said. 








Bolstered ICC Urged 


By Trucking Industry 


WASHINGTON.—The Ameri- 
ean Trucking Assns. last week 
called for an allout effort to ob- 
| tain congressional approval of 
| measures to bolster the resources 
| and structure of the Interstate 
| Commerce Commission to pro- 
| vide more effective enforcement 

by the ICC’s Bureau of Motor 
| Carriers. 

A resolution adopted by the 
ATA’s executive committee rec- 
ommends the establishment by 
the BMC of mobile field groups 
as a means of improving enforce- 
ment of the Interstate Commerce 

| Act. 

| It points out that an increasing 
number of persons are operating 
in interstate commerce in viola- 
tion of the act and that enforce- 
ment by the ICC has “deterior- 
ated to a point that endangers 
the continued existence of a 
healthy motor carrier industry.” 

| 
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Big Design Changes Due... 


SAE Sees Trucks 
of 30 Years Hence 


(Continued from Page 24) 


to do more constructive work on|sible road speeds 


this problem. 
* 


es °¢ 

S MENTIONED before, auto- 

matic transmissions will be- 
come standard equipment for many 
trucks. One engineer, however, felt 
that road tractors will continue 
with synchromesh transmissions 
for some years to come. Gas mile- 
age is better with conventional 
transmissions, and the automatic 
units do not insure more versatile 
or improved performance. 

With only one automatic trans- 
mission on the market now for 
larger trucks, engineers felt that 
at least four sizes of automatics 
would be needed to cover the 
truck field. (This coincides with 
the military standards for com- 
bat vehicles, where two sizes of 
torque converter transmissions 
are now used in tanks and re- 
lated vehicles.) 

It has been proposed that two 
types of transmissions, with avail- 
able “power packs” to beef up the 
units, could be put on the market 
to cover many needs of the truck- 


ing industry. 
ing ind y “ . 


USES will be larger and carry 

more passengers. Capacities up 
to 100 persons are expected, and 
the trend to larger, More stream- 
lined buses is already in effect. Bus 
improvements will move ahead as 
refinements in bodies, engines and 
materials appear on the market. 

One speaker pointed out that 
lube requirements for the new 
products will keep pace with 
other advances. Numerous 
changes will be made in lube re- 
quirements by turbine - powered 
engines, he said. 

A Chicago fleet operator ad- 
dressed the engineers with a prop- 
osition that newly-designed equip- 
ment be assigned to them for test- 
ing purposes without charge. In 
spite of all test track activities, he 
said, there is no test equal to put- 
ting the new device on the road. 

As it is, he continued, we are 
forced to pay a dollar penalty to 
test the device. Then, if we find 
that the equipment does not work 
satisfactorily for us, the money has 
been lost. If manufacturers seek 
testing facilities and are willing to 
pay huge amounts of money to get 
the equipment tested, why not re- 
member the fleet operator and seek 
his counsel? 

* x * 
AMONG the speakers, there were 
differences of opinion on pos- 





Hogue Re-Elected 
By Truckers 


In New Mexico 


ALBUQUERQUE. — At its an- 
nual convention here, the New 
Mexico Motor Carriers Assn. re- 
elected Carlos Hogue as president 





and Pardner Tellyer as vice-presi- 


dent. 

Bob Cutler, Gurney Peoples and 
Herb Reynolds were named special 
vice-presidents. 

New Mexico’s newly elected gov- 
ernor, John Simms, a director in 
San Juan Basin Lines, told the 
truckers that a better public rela- 
tions program is needed to ac- 
quaint the public with the impor- 
tance of trucking in the state’s 
growing industries. 

Ingram Pickett, State corpora- 
tion commissioner, urged physical 
and mental tests for drivers, a de- 
merit system and greater safety 
education. 

The meeting also was addressed 
by Commission Chairman John 
Blaock and Commissioner James 
Lamb, and Lt. Gov. Joseph Mon- 
toya 
_ The truckers, at their final meet- 
ing, resolved that a roads amend- 
ment to the State Constitution was 
needed in order to remedy retarded 
highway devolopment. 

Safety awards were presented to 
E. B. Law & Sons, Inc.; Albuquer- 
que Warehouse Co.; B. F. Walker, 
Ine., and Gwyn’s, Inc. 





in the future. 
One engineer felt that, regardless 
of the roads, truck speeds will re- 
main about the same as now. The 
additional costs of high-speed op- 


Oregon Reports Gain 
In Trucker Profits 


PORTLAND, Ore.—Net revenue 
of motor carriers in Oregon for the 
nine-month period ended Sept. 30 
totaled $10,578,457, according to 
Charles Heltzel, utility commis- 
sioner. 

Operating revenues were $177,- 
408,600, while maintenance and 
other costs totaled $166,830,143. 

Truckers’ net income in the like 
1953 period was $704,848 below the 
1954 figure. 





eration will keep speeds down in 
the foreseeable future, he thought, 
and the engineers will be con- 
cerned with designing lighter and 
lower vehicles. 


Another point of contention 
was the horsepower ratings that 
would be reached with spark or 
diesel engines. One felt that 500 
horsepower would be _ reached. 
Another felt that 400 horsepower 
would be more than adequate for 
expected load requirements. 

Papers prepared for the conven- 
tion were delivered by Hiram Mc- 
Cann, Modern Plastics Magazine; 
David S. Brown, president of Bro- 
dix Corp.; Stanley Wulc, Strick 
Co.; W. R. Herfurth, United Parcel 
Service; Henry Jennings, a fleet 
owner; E. J. Premo, Chevrolet; 
A. J. Carter, Chrysler Corp.; W. G. 
Schultz, Ford; O. A. Brouer, Swift 
and Co., and C. A. Lindblom, Inter- 
national Harvester Co. 

Comments from the floor were 
made by R. D. Evans, of Goodyear 
Tire and Rubber Co.; Charles 
Guernsey, Marmon-Herrington Co.; 
Lou Kibbee, American . Trucking 
Assns.; Ed Page, Ethyl Corp.; Hoy 
Stevens, Bureau of Public Roads, 
and Tom Backus, Minnesota Min- 
ing and Mfg. Co. 
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McLean Leases Fleet of 16 IH Trucks— 


Drivers of Mclean Trucking Co., Winston-Salem, N. C., take delivery of 16 Inter- 
national trucks for the firm's Philadelphia pickup and delivery service. They were 
leased from Berman Services, Inc., Pottstown, Pa. Nine of the trucks are RC 162 COE 
chassis with 16-foot van bodies. The other seven are R182 tractors with special 
rear ends. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





Imagine Motor Oil that in Effect 


ADDS OCTANES TO 
GASOLINE _Boosts 

















Mobiloil Special — Under AP! Classification, recommended ‘‘For Services ML, MM, MS, DG.” 


Gas Mileage Up to 23% 


The Best Lubricant 
for Any Car—New or Old- 
in Extreme Heat, 


or Sub-Zero Cold—Adds 
Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post —coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
— kept them clean as no oil ever has before. It relieved 
engine knock, pre-ignition “ping” and spark plug 
misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 
—sell New Mobiloil Special! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption—increased miles per gallon up to 23%— 
over results obtained with conventional high-quality SAE 20 motor oil. 





NOW—-MORE THAN EVER— 


THIS SIGN MEANS BUSINESS! 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates; MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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High way Group Makes ’53 Estimate... 


U.S. Excise Taxes 
Rise 16 Pet. in Year 


WASHINGTON.—U. S. highway 
users paid a record $2,165,914,000 in 
federal automotive excise taxes in 
1953, according to estimates of the 
National Highway Users Confer- 
ence. This was an increase of 16 
percent over the estimated $1,866,- 
972,000 paid in 1952. 


The figures do not represent 
total auto excises collected by the 
U. 8. Internal Revenue Service. 
Instead, they are representative 
of such revenues as are estimated 
to have been generated by high- 
way use only. 

California highway users paid 
$185 million in federal excise taxes 
in 1953 to top all other states. 
Other leaders were New York, $159 
million; Pennsylvania, $137 mil- 





Miami Campaign 
Pushes Plymouth 
Into Third Place 


MIAMI.—Plymouth dealers here 
are well satisfied with the results 
of their effort to increase sales in 
the Miami area. 

Registration figures since the 
dealers’ advertising drive started 
Jan. 15, show that Plymouth is in 
third place. Plymouth wound up 
1954 in fifth place. 

“When we started out on this 
eampaign,” one dealer said, “I 
thought it would be worthwhile if 
we could restore Plymouth to a 
solid third place. The enthusiasm 
shown by the salesmen convinces 
me that it is possible to get into 
first place again, the position we 
held for so many years here in 
Dade County.” 

Prizes for sales accomplishments 
were awarded at a salesmen’s 
breakfast which was presided over 
by Ted Vanson, assistant regional 
aanager. 


‘My Life?’ | 
Ford Dealer Sandager 


Sees Past Unroll 


CRANSTON, R. I1.—Former Con- 
gressman Harry Sandager, pioneer 
Ford dealer and a longtime spark 
plug in the Rhode Island Automo- 
bile Dealers Assn., was the hero in 
a “This Is Your Life” program 
staged by the Cranston Lions’ Club. 

Included among those taking 
part were former associates on the 
Pawtucket Times, which Sandager 
served as sports editor before en- 
tering the automobile field, and 
Thomas A. Clarke, who established 
a Ford dealership in Pawtucket at 
the same time Sandager set up 
shop in Cranston. 

Also present were many political 
figures and fellow dealers. 

Sandager is editor of the RIADA 
bulletin, and long has been in the 
forefront in connection with ef- 


forts to improve the auto industry. 


lion; Texas, $136 million, and Mich- 
igan, $125 million. 

The National Highway Users Con- 
ference estimated that Americans 
paid federal excises of $770,571,000 
for gas and diesel fuel, $37,931,000 
for lubricating oil, $903,791,000 for 
cars and motorcycles, $168,996,000 
for trucks, buses and trailers, $144,- 
494,000 for tires and tubes, and 
$140,161,000 for parts and acces- 
sories. 

A state breakdown of excise taxes 











(in 1,000s) follows: 

State Total 
Alabama $ 32,153 
eee 13,057 
Arkansas .................... 20,658 
California .... ee 
IIE + c8beus dasasebeditesveesissss ; 20,666 
Connecticut ........ 30,619 
DelMWAPe _ .........00000...0:0000 6,332 
Dist. of Columbia ........ 9,624 
Florida aaah 48,694 
IES Sovys csukiessscoserekctioies 42,566 
Idaho 10,340 
_ . a 181,130 
Indiana 68,336 
UE PR Keiisavcssstiecsctctpes 40,672 
Kansas ................. 32,486 
Kentucky ......... 31,258 
IED ov citverscsecovsoussensiisuvs 31,762 
RN Ss civnaLGorestvatnesedbvioase 11,260 
Maryland ............. 32,196 
Massachusetts .......... 58,920 
I esi siaidesassviveavesensd 125,497 
Minnesota 44,320 
Mississippi ............. 22,930 
MD siicissctssscssisdeies 62,190 
ras Sk5cantonensissbivisdoeetas 11,242 
Nebraska 23,080 
a etiissordicsssicsscsesiis 4,386 
New Hampshire ..... 7,153 
New Jersey ....................... 75,189 
New Mexico .... 11,725 
ge 159,156 
North Carolina ................ 49,422 
North Dakota ........ 8,956 
RM ax sien scale nos ea 127,156 
i 33,822 
I ae seit: xvtvesolccotvans 
Pennsylvania 137,415 
Rhode Island ................. 9,748 
South Carolina ................ 24,518 
South Dakota ............ 9,897 
Tennessee 37,927 
cage en cake 136,146 
Re ciao cabane 9,871 
Vermont ..... 5,210 
I a5 Ab isascissconssstncesis 44,342 
Washington ......... areas 31,933 
West Virginia . ee 18,919 
OD oaesassi ssc osccsccseeneances 48,922 
Wyoming ............. 6,717 
ies iets etree beate $2,165,944 


Walker to Plan 


Ga. Convention 


AUGUSTA, Ga. — Stewart P. 
Walker has been named chairman 


of the convention committee for | 


the 
Assn. 
He will be assisted by Fred A. 
Ware, J. K. McDonald, D. R. Gur- 
ney and J. Clay Coleman. 
The convention will be held at 
the Bon Air Hotel here Oct. 9-10. 


Georgia Automobile Dealers 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., §2,- 
332.43; 4-dr. hardtop, $2,409; conv., §$2,- 


590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynaflow standard on Road- 
moster, optional at $192.50 on other 
models. ) 


CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard. ) 


CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sved., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag., $2,079; 4- 
dr. stat. wag., $2,127. Bel Air—4-dr. sed., 
$1,932; 2-dr. sed., $1,883; hardtop cpe., 
$2,067; conv.,$2,206; 4-dr. stat. wag., $2,- 
262. Corvette —conv., $2,799 plus extras. 
(Powerglide optional at $178.35.) 

CHRYSLER—Windsor Deluxe—-4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr.stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. (PowerFlite stand- 
ard on New Yorker Deluxe, optional at 
$189 on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., §$2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
i-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; hardtop cpe., $2,281; 
2-dr. 2-seat stat. wag., $2,452; 4-dr. 2- 
seat state. wag. $2,566; 4-dr. 3-seat stat. 
wag., $2,668.25. Royal V-8 — 4-dr. sed., 
$2,310; hardtop cpe., $2,395; 4-dr. 2-seat 
stat. wag., $2,658.75; 4-dr. 3-seat stat. 
$2,760.75. Custom Royal V-8—4-dr. 
$2,472.50; hardtop cpe., $2,542.50; 


wag., 
sed., 








Truck registrations by states 
are released here weekly, as 
compiled by R. L, Polk repre- 
sentatives in state capitals. 





Current Prices on New Cars 


conv., $2,748. (PowerFlite optional at 


$178.30.) 


FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline —4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, §2,- 
156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, §$2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 


bird.) 
HUDSON—Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6—4-dr. sed., $2,- 


460; 2-dr. hardtop, $2,570. Super Hornet 
6—4-dr. sed., $2,565. Custom Hornet 6— 
4-dr. sed., $2,760; 2-dr. hardtop, $2,880. 
Super Hornet V-8—4-dr. sed., $2,825. Cus- 
tom Hornet V-8—4-dr. sed., $3,015; 2-dr. 
hardtop, $3,145. (Ultramatic optional at 
$199.) 

IMPERIAL — Custom — 4-dr. sed., $4,- 
183.25; hardtop cpe., $4,719.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 

MERCURY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. weg., $2,843.50. Montclair—Hardtop 
cpe., $2,631; Sun Valley glasstop, $2,711.50; 
conv., $2,712. (Mere-O-Matic optional at 
$189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry.) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambas- 
sador Super 6—$2,480. Ambassador COus- 
tom 6—4-dr. sed., $2,675; 2-dr. hardtop, 
$2,795. Ambassador Super V-8—4-dr. sed., 
$2,775. Ambassador Custom V-8 — 4-dr. 
sed., $2,965; 2-dr. hardtop, $3,095. Nash- 
Healey—2-dr. hardtop, $5,128.05 at coastal 
ports. (Ultramatic optional at $199; not 
available on Nash-Healey, which is 
equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 

















436.25; hardtop cpe., $2,714.39; 4-dr. hurq. 
top, $2,788; conv., $2,893.59. Series 98-4. 
dr. sed., $2,832.82; hardtop cpe., $3,06 75: 
4 - dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 
PACKAR Deluxe—4-dr. ced., 
$2,585.53. Clipper Super—4-dr. sed., $2,. 
685,53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard—4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32. (Uicra- 
matic standard on Packard series, £199 
extra on other models.) 
PLYMOUTH—Plaza 6—4-dr. $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe,, 
$1,638.50; 2-dr. 2-seat stat. wag., §$2,- 
076.50; 4-dr. 2-seut stat. wag., $2,158 25, 
Plaza V-8—4-dr. sed., $1,884; 2-dr. sed., 
$1,841; 2-dr. 2-seat stat. wag., $2,130; 
4-dr. 2-seat stat. wag., $2,261.75. Savoy 6 
—4-dr. sed., $1,879.50; 2-dr. sed., $1,836.50. 
Savoy V-8—4-dr. sed., $1,983; 2-dr. sed, 
$1,940. Belvedere 6—4-dr. sed., $1,978.50; 
2-dr. sed., $1,935.50; hardtop cpe., $2,- 
113; 4-dr. 2-seat stat. wag., $2,321.75. 
Belvedere V-8—4-dr. sed., $2,082; 2-dr. 
sed., $2,039; hardtop cpe., $2,216.50; conv., 
$2,351; 4-dr. 2-seat stat. wag., $2,425.25. 
(PowerFlite optional at $178.30.) 
PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, $2,- 
499. (Hydra-Matic optional at $178.35.) 
RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 
STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxc—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cype., $2,094; hardtop 
cpe., $2,282.24, stat. wag., $2,445.07. 
President Deluxe —4-dr. sed., $2,310.50. 
President State—4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., §$2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 
WILLYS—Custom — 4-dr. sed., $1,725. 
Bermuda — Hardtop, $1,795. (Hydra-Matic 
optional at $178.55.) 


sed., 
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Shoddy Make-Ready Scored 


(Continued from Page 21) 


trucks appear before them plead- 
ing for all trucks. 

W. H. Ott, general traffic man- 
ager of Kraft Foods Co., pointed 
out in his talk, “Private Trucks 
Challenged,” that certain rights of 
the private truck operator have 
been challenged from many quar- 
ters. Unless private operators — 
through their associations—fight to 
maintain these rights they might 
lose them through legislation and 
over-taxation. 

* * * 

Bey Urgent Need for Pub- 

lic Relations,” by Rex Paxton, 
director of public relations for 
Sutherland Paper Co., was one of 
four talks on the vital aspects of 
letting the public know what 
trucks and truck transportation 
mean to the entire truck industry. 
Henry Rowold, Mack Motor Truck 
Corp., was moderator for this panel 
discussion. 


Senator George W. Malone, 
Nevada Republican, the only 
practicing engineer ever elected 
to the U. S. Senate, made a plea, 
as the closing day luncheon 
speaker, for all businessmen to 
keep their congressmen informed 
of what they want from Govern- 
ment and their views on every 
bill that may affect their welfare. 
He claimed that the Government 
is fast getting into the hands of 
trained demagogues, professional 
office holders and politicians, and 
away from both business and the 
thinking people. 

The following were elected: Pres- 
ident—A. B. Gorman, Esso Stand- 
ard Oil Co., New York; eastern 
vice-president—C. S. Decker, The 
Borden Co., New York; central 
vice-president — Hugo Waninger, 
Anheuser-Busch, Inc., St. Louis; 
southwestern vice-president— 
George D. Thompson, J. P. Stevens 
& Co., Greensboro, N. C., and west- 
ern vice-president George D. 
Magee, Coca-Cola Bottling Co., Los 
Angeles. 


x * * 


7 following were elected to 
the board of directors for a 
term of three years: P. Arnold 
Anderson, Private Truck Owners 
Bureau of California, San Fran- 
cisco; O. A. Brouer, Swift & Co., 
Chicago; F. L. DeGroat, Jos Schlitz 
Brewing Co., Milwaukee; T. A. 
Drescher, Milk Industry Founda- 
tion, Washington; Frazor T. Ed- 
mondson, Campbell Taggart As- 
sociated Bakeries, Inc., Dallas; A. 
H. Kreuder, Wilson & Co., Chicago; 
H. H. Lincoln, Standard Brands 


Ore. Truck Titles 
Would Be Shared 


SALEM, Ore. — Agreements to 
apportion registration of licenses 
on interstate truck fleets with 
other states would be permitted 
under a bill introduced in the 
House by the Committee on High- 
ways. 

Under the bill’s terms, the per- 
centage of miles such fleets operate 
in Oregon and other states would 
be used to determine what per- 
centage of the fleets would be reg- 
istered in Oregon. 

Another bill would permit the 
owner of a truck not registered 
in Oregon to operate the vehicle 
over the state highways in a single 
continuous trip at a fee of $1 for 
trucks with a combined weight 
under 6,000 pounds and $5 for 
trucks over that weight. 








Weight-Distance Tax 
Called Truck Killer 


HARRISBURG, Pa.—The Joint 
State Government Commission 
reported that its study of truck 
weights-distance taxes showed 
such levies tend to cut truck 
registrations from 1 to 45 per- 
cent. 

The commission study of “third- 
structure” taxes said the cost of 
collection ranged up to 23.2 per- 
cent of revenues in Michigan, one 
of 15 states which collected 
weight-distance taxes in 1954. 





Ine. New York; R. B. Rodgers, 
Standard Oil Co. of Indiana, Chi- 
cago; Henry Rowold, Mack Motor 
Truck Corp., New York, and Walter 


L. Jacobs, Hertz Drivurself System, | 


Inc., Chicago. 


The council's safe driving awards | 
were presented to the following | 


companies: 


Gold Seal Certificates of | 


Achievement (accident-free rec- 
ord) went to Alton Box Board Co., 
Lafayette, Ind.; American Bak- 
eries Co., Muskogee, Okla.; An- 
heuser-Busch, Inc., Old Bridge, 
N. J.; P. Ballantine & Sons, 
Washington; The Borden Co. (23 
branches); W. S. Dickey Clay 
Mfg. Co., Saspamco, Tex.; Lloyd 
A. Fry Roofing Co., Robertson, 





Trailer Show in L. A. 
LOS ANGELES.—The second an- 
nual Trailer Life Show will be held 
here Feb. 3-6 in the Great Western 
Exhibit Building. The Trailer Coach 
Assn. is the sponsor. 


Mo.; Kraft Foods Co., southeast- 
ern division, Decatur, Ga.; Kraft 
Foods Company of Wis. (3 
branches); National Biscuit Co. 
(51 sales branches); National 
Powder Co., Eldred, Pa; Purity 
Bakeries Corp., Nashville, Tenn., 
and Standard Brands Inc., Los 
Angeles district. 

Read Seal Certificates of Merit 
| (40 percent reduction in accident 
|frequency rate as compared to 
| previous year) to Alton Box Board 
Co., Alton, Ill.; American Bakeries 
| Co. (nine branches); P. Ballantine 
|& Sons, Albany; The Borden Co. 
(58 branches); Burlington Mills 
|Corp., Gastonia, N. C.; Celanese 
Corp. of America, Cumberland, 
Md.; Colonial Stores, Inc., Atlanta; 
Colonial Stores, Inc., Columbia, S. 
C.; W. S. Dickey Clay Mfg. Co., 
| Chattanooga, Tenn.; Lloyd A. Fry 
Roofing Co., (five branches); 
| Kingan, Inc., Indianapolis; Kraft 
| Foods Co. of Wis., (two branches) ; 
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| GMC's Line on Display at Chicago— 


Eighteen GMC trucks and special exhibits enticed visitors during the Chicago Auto 
Show. The 10 truck models in the GMC section included three cab-over-engine units, 
an animated cutaway engine and an “exploded view" Twin Hydra-Matic. 





Standard Brands, Inc. (two Corp. (two branches); Colonial 
branches), and Volney Felt Mills, | Stores, Inc., Raleigh, N. C.; W. 8. 
Fulton, N. Y. | Dickey Clay Mfg. Co., Pittsburg, 

Green Seal Certificate of Progress Kans.; National Biscuit Co. (nine 
(20 percent reduction in accident| branches); Shell Oil Co., Balti- 
frequency rate as compared to/ more; Standard Brands, Inc., At- 
previous year) to American Bak-!/lanta; Super Value Stores, Inc., 
eries Co. (nine branches); Borden | Fargo, N. D., and Socony-Vacuum 





National Biscuit Co. (48 branches); | Co. (44 branches); Burlington Mills! Oil Co. (four branches). 











‘Know whats best for these new cars? 


Every day more motorists are asking for the 


one all-weather oil 


durance—that famous Quaker State quality 


all motorists like. Q 


is made especially for today’s high compres- 
sion, high-powered engines. 


Yes, horsepower 
pression ratios are 


engines boast 7.5-1, 8.5-1, even 9-l1—and 
that means greater demands than ever on 


motor oils. Quaker 
SAE 10W-30 HD 


Quaker State 


with Quaker State en- 


uaker State Super Blend 
proves 


is up—up—UP! Com- 
up—up—UP! Today’s 


State Super Blend is an Blend 


Oil, super-refined from 


No other all-weather motor oil has a 
finer name or a greater future. It’s backed 
by the biggest advertising campaign for a new 
product in Quaker State history. You can 
recommend and sell Quaker State Super 


pride, and profit! 


Super Blend!" 


100% Pure Pennsylvania Grade Crude Oil, 
then blended and fortified with the finest 
additives known. In every test 
oratory and on the highway 


in the lab- 
Super Blend 
superior, longest lasting! 





to your customers with confidence, 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 














Why wait for the “Dream Feat 
that other makers pron 


_ tata 


a) Inboard Lights concentrate more light on the 
road, are safer in fog or rain. Only. Nash has 
them in production cars for 195§! Yet more 
than half the “dream cars” by America’s big- 
gest makers featured them! 





~~ 


, . 
eee 


4 
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Above-the-Hood Air Imtake. A Nash first in 1937! It’s a a 

feature of most of the “dream cars” now being shown . = ~\ 

by America’s biggest makers. Behind the Nash intake is en , 

the world’s most advanced All-Season Air Conditioning* 

—at the world’s lowest price. “Patents applied for. €) Low Continental Hood. Nash brought the continental look — 
and the low, sloping hood—to America in 1952, with styling 
by the foremost custom car designer of our time—Pinin Farina. 
You'll see the same trend followed on many “dream cars.” 


Nash Dealers H 


Being years ahead is nothing new for Nash. Time after time after 
time, you’ve seen it happen. Nash sees a need. Nash does something 
about it. And sooner or later the industry follows the paths pioneered 
by Nash. Yes, you’ve seen them follow the Nash lead in scores of fields 
—from rust-proofing sheet metal to heating the interior of a car 

with fresh air. 

So, today, it’s no wonder the “dream cars”’ of other makers have 
carbon copies of important features found in the production models 
Nash dealers will sell in 1955. 

It will be a long time before you can expect these ‘dream cars”—these 
“dream features”—to start making their appearance on competitive 
salesroom floors. 

But Nash dealers have them this year—cars styled to set the 
pattern for years to come—cars built the way all cars will someday 

be built—cars with many exclusive “dream features” not even the most 
advanced of other makers’ “‘dream cars” can offer! 

Here’s another big reason why it pays to sell Nash—the car that’s 
years ahead—and stays ahead! 


AND EVERY NASH DEALER TODAY BENEFITS 
FROM A “DREAM” PROFIT-SHARING PLAN 


It’s the most far-reaching different plan ever given to any dealer body. It’s potentially 
the most profitable plan ever offered for dealers, regardless of size or volume. It 
benefits not just the big dealers, but every Nash dealer in America. And it will be 
available to every dealer who joins Nash in the next 60 days. Get the facts today 
about open points. Wire or phone Roy Abernethy, Vice President — Sales — Nash 
Motors Division, American Motors Corporation, Detroit 32, Michigan, 

















yes’...the “Dream Construction” 
nhise in their cars of the future? 


® Sweptback Rear Window Pillars! Introduced." , 
. by Nash in 1951, because they give more gye- 
level visibility all around—featured in the £ost- 
liest of this year’s “dream cars’—and if the 
“dream car” named most exciting! ; 


iy penne 





Nictesogscare® f Fi wei Gr’ sg 
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rom ie, Apes gue? S25 ees as 
Unitized Integral Body Construction. Big feature of thie 


gprwewned 


most advanced of the “dream cars’”—unit body construc- O) speci tetti-tondy wretre Most-fnodern of 


“dr ed was compact — approximately the 
size of the Rambler four-door models, for ease of handling, 
ease of parking, maneuverability in today’s traffic. 


tion was pioneered by Nash—body, frame, roof, pillars, 
engine supports, are one single unit of double strength. 


IT PAYS 
TO SELL 





IN ’55 
Product of American Motors 


American Motors Means More for Americans 
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$1,200, $1,165. ‘53 Bel Air Sport coupe, 
$1,280, $1,235; 4-dr., $1,165; 2-dr., 
$1,015; Two-ten 4-dr., $1,010*, $980*, 


Used-Car Auction Prices || «020i @|| Average Used-Car Prices 


4-dr., , $680*, $610*; SL Special 4-dr., 
$635. '51 SL Deluxe 4-dr., $550. (Compiled by Automotive News) 
a Winters on ane soe. 
7 ndsor 4-dr., ,~ * indsor Feb. 1955 Jan. c. 
Market Trend Newport, $560*; 4-dr., $275*. '48 Wind- To Date 1955 180i 
DeSOTO'52 Custom club man : 
The average price of all used cars sold at wholesale auction last | "Sire Dome (@) cdr. $785") tei Benes 7 
week was $877, some $11 below the average for the month of January, 4-dr., 415°. ee ee one : po oa 
according to Automotive News’ index. Goreme Disteae, Geen Cae eee 740 "758 Bre 
orone plomat, ’ °; 4-dr., 0°, 
The market performed pr me oo = of _ models showing $925°; a. it?” s 52 Gamat 551 533 oa 
ow os: i “ club coupe, *; 4-dr., $620*. ' 
_— — nema Lowi ed ses. In each case, the adjust FORD <r06 rairiane (S} ‘nr. $2,1908 377 390 446 
men is). res ) 4-dr., .  * 
e: 277 273 304 
Declining in price were: 54s, down $69; 53s, down $31; "52s, down Crest (8) Victoria, $1,280*; Custom (8) 
2-dr., $1,095*, $1,050, $1,010, $985; 4- i 
$18, and 50s, down $13. @., $1,065, $1,065*, $1,006", $1,060, $1,- . . . 7 7 ‘7 


Vv i were: ’53s, u s 4 u + 48s, u 18, an 015, $1,010, $1,000, $925*. '52 Crest (8) 
: Advancing in price 8, up $3; 49s, up $4; "48s, up $18, and | Vit otis. $1,000*, $995*; Custom (8) 2-|] « 
51s, up $18. dr., $780; 4-dr., $755: Main (8) 2 Prices on 1955 models added to tab- 
j F ‘ . 7 aed. ; n (5) 2-dr., ulation; prices on ’47s dropped. Average... $ 877* $ 888* $ 653 
Record low prices were established for ’55s, ’54s, 52s and ’50s. supe ‘nom “z a tae. 
Nn — r -dr., : 4 a i i > 
At 10 representative auctions last week, 1,510 cars were offered and | Wasp 2-dr., $795. "51 Hornet’ sar. || (7% “a a oe tr a — - — a rechten roan - makes 
980 cars were sold, for a ratio of 64 percent. The sales ratio of the $345°; Pacemaker 4-dr., $235. _ a 
ulema @ was Ti pereent. KAISER—’51 4-dr., $300*, $225. 
previous week pe ee Cosmopolitan 4-dr., $575*, 
: @ tadi ; : 530*. '50 4-dr., $455°. (ps); (88) 4-dr., $1,550*%, $1,425°. ‘52; $665*, $645°. '50 Silver Streak (8) 4-ar. 
Prices marked with an * indicate a unit equipped with an automatic | weRcURY—'53 ‘Monterey coupe, $1,410*;| (98) Holiday, $1,290": 7 $1,235* | $435*. am . 
transmission or overdrive, and (ps) indicates power steering. Sport coupe, $1,340*, *52 Custom Sport| (ps); (88) 4-dr., $1,100*, $1,085*. STUDEBAKER — ‘53 Commander 4-dr. 
; coupe, $1,000; 4-dr., $815*, $805. '51| PACKARD—'53 Clipper 4-dr., $1,045%. '52|  g940*, '52 Commander 2-dr., $660: 4-dr. 
CHICAGO 2-dr., $1,270, $1,185*. '52 RM Riviera] 4-dr., $595", $580*; 2-dr., $505*; sta-| (200) 4-dr., $635°. 50 Super 4-dr., $130*.| g455*. ‘51 Champion 2-dr., $330: Com. 
4-dr., $850*. °'51 RM Riviera 2-dr., tion wagon, $335. PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- mander 2-dr $300° "50. Comman 4 
(Arena Auto Auction. Sale every Tues- $785*, $725*. NASH—’54 Rambler 4-dr., $1,245; club 955*. '54 Belvedere 4-dr., $1,470* (ps); 4-dr., $215*. p a 
day. Prices are for sale of Jan. 25.) CADILLAC—’54 (62) coupe deVille, $3,- coupe, $1,105. '53 Rambler club coupe, Savoy 4-dr., $1,205, 2 at $1,150; 2-dr., = . 
(Sold 216 cars out of 310 offerings.) 985* (ps); coupe, $3,850* (ps), $3,800° $1,550*; Statesman 2-dr., $1,265*%. '52 $1,180. ‘53 Cranbrook Savoy, $1,125; 
io.” an eae tet Riviera Sater tee: Tt (Pa), as ws); cane aa cone’ $675, $600*. '51 States- Belvedere, $1,100*, $925; 4-dr., $950°, NEW YORK CITY 
(ps). ’54 RM Riviera 4-dr., $2, ps); 3,562 (ps). ” (62) coupe deVille, man 2-dr., $325. 2 at $915, 2 at $895, $860, $850, $845, 
2-dr., $2,040* (ps); Special 4-dr., $2,-| $2,650* (ps); 4-dr., $2,485* (ps), $2,450° | OLDSMOBILE—’55 (88) Holiday, $2,755*.| $840, $830; Cambridge pabateen. Sees. ast’ bees oe a 2. _ 
090*. °53 Super Riviera 2-dr., $1,485*,| (ps); (60) Special 4-dr., $2,530*. 54 (98) 4-dr., $2,510* (ps), $2,505*| PONTIAO — ‘53 Chieftain (8) Catalina, | “>” aie. 
$1,460", $1,455*, $1,395* (ps); 4-dr., | OHEVROLET—'54 Corvette conv., $1,965;| (po), $2,370* (ps). '53 (98) Holiday,| $1,430*, $1,410*, $1,175; 4-dr., $1,185°. (The market moved up here this week 


$1,345*" (ps), $1,340*; Special Riviera] bel Air 4-dr., $1,400; Two-ten 2-dr.,! $1,745* (ps); 4-dr., $1,605* (ps), $1,600*! $1,175*. '51 Silver’ Streak (8) 4-dr,,| With late models strong and in good de- 
*| mand. A large crowd of buyers attended, 


grabbing at good merchandise. Sold 73 


cars out of 102 offerings.) 

BUICK—’52 Special conv., $800*. °51 Spe- 
cial 4-dr., $670*. '50 Special 4-dr., $335*. 
"49 Super 2-dr., $270*. 

CADILLAC—’54 (62) 4-dr., $3,500* (ps). 
*51 (62) 4-dr., $1,270%. °50 (62) 4-dr., 
$1,100*; (61) 4-dr., $1,000*. °47 (62) 
conv., $500*. 


CHEVROLET—’53 Bel Air conv., $1,080; 
Two-ten 4-dr., $1,040%; 2-dr., $970*, 


$905; One-fifty 4-dr., $800, $775, $725, 
$710, $700; 2-dr., $750, $725, $720, 3 at 
$700, $680; club coupe, $735. °52 SL 
Deluxe Bel Air, $760*; 4-dr., $680; 2-dr., 
$635. °51 SL Deluxe conv., $640; 2-dr., 
$550*; 4-dr., $550*. '50 SL Deluxe Car- 
ryall, $300. °'49 SL Deluxe Carryall, 
$310. '47 SM 2-dr., $160. '46 SM club 


coupe, $110. 
CHRYSLER — '51 Windsor 4-dr., $620°. 


’50 Imperial 4-dr., $400*. 
DODGE—’50 Coronet 4-dr., $500*. 
FORD—’55 Fairlane (8) Victoria, $2,420°. 
"53 Crest (8) Victoria, $1,140; 4-dr., 
$1,025. °49 Custom (8) conv., $300; 2- 
dr., $200. '48 Deluxe (6) 2-dr., $130. 
'46 Deluxe (8) 2-dr., $150. 
HUDSON—’50 Pacemaker 4-dr., $205*. 


KAISER—’51 4-dr., $370. 

LINCOLN—’51 4-dr., $655. '49 Cosmopoll- 
tan 4-dr., $290*. 

MERCURY—’53 Monterey 4-dr., $1,200°. 
"51 4-dr., $750*, $480*. ’50 4-dr., $225. 
*49 conv., $350. 








OLDSMOBILE—’50 (98) 4-dr., $540*; (88) 


Another reason why Sunoco Dealers, on the average, ri Seman a, gee, om 


51 Silver Streak (8) 4-dr., $675*. ‘50 
s : 
tried New Blue Sunoco Y= cels “premiums” for | cels “premiums” for Special station, wagon, $2,045"; Super 


4-dr., £430*. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,230°. 
Silver Streak (8) 4-dr., $420; Silver 
Sunoco uals la Sunoco equals (Sold 184 cers out of 258 offerings.) 
eq OF ex or ex BUICK—’55 Special coupe, $2,640°. ‘54 
Riviera, $2,025* (ps). 
over-all performance 
*49 Super 2-dr., $280. 
(62) 4-dr., $1,575* (ps), $1,550. °50 (62) 
4-dr., $1,200*, $1,070*. 
0 say CHEVROLET —’'55 Two-ten (8) station 
$930; One-fifty club coupe, $970; %-ton 
equals or excels 
CHRYSLER—'54 Windsor Newport, $1,- 
miles per gallon 875* ’53 NY sedan, $1,300* (ps). 





a a e,@ ° 
_ pump twice as much gasoline as competitive dealers ee 
Qthm=. a - 
| Streak (6) 2-dr., $505. 
0 | 0 | oe Champion 4-dr., $185. 
. . | say | say | _- VALDOSTA, GA. 
1,042 Automotive Engineers New Hi-Test Blue | New Hi-Test Blue ale Be Se. ee ee a 
| 
| 
a or : | ares fate araee, 'ans supe” Riviera, "$950. 
in their own cars... compared Sih a nia ap a AS oc SS BE en, easter tat. 
| eee ee ae he 
s* . e 9 . *, , . 
it with other gasolines. Here’s 80% | 
say | wagon, $1,920. ’°54 Bel Air Sport coupe, 
; $1,475; 4-dr., $1,450°, $1,375; %-ton 
what those who formerly : New Blue Sunoco : New Hi-Test Blue dar” guitse; ‘Two-ten 4dr, * $1,040, 
Ms - y Sunoco equals or ex- ickup, $630. ’52 SL Deluxe station wag- 
used premium-priced “premiums” for anti- | cels “premiums” for 5, Seldemmlenataons 
oat out | DeSOTO—'53 Powermaster 2-dr., $1,075. 
DODGE—’52 %-ton pickup, $485. °50 Cor- 


onet 4-dr., $370. 
S FORD — ’55 Fairlane (8) ont ot ne0", 
esults utomoti Engineer. reports ; $2,480, $2,150; Crown Victoria, $2, ; 
R of A tive s compiled by $2,200; sedan, $1,865; Main (8) Ranch 
nationa lly-kno firm ertified public ountants Wagon, $2,155; Custom (6) 4-dr., $2,- 
= of ace , 050*; 2-dr., $1,750; Main (6) 2-dr., $1,- 
580; %-ton pickup, $1,340. '54 Main (8) 
Ranch Wagon, $1,600; Crest (8) 4-dr., 
$1,520; Custom (8) 4-dr., $1,400*, $1,350, 
$1,200*. °53 Crest (8) Victoria, $1,250; 
Custom (8) 4-dr., $1,050; Main (8) 2- 
dr., $930. ’52 Custom (8) Country Squire, 
$1,200; Victoria, $995*; 2-dr., $850; 
Main (8) 4-dr., $600. '51 Custom (8) 
2-dr., $680; Deluxe (8) 4-dr., $660. '50 
Custom (6) 2-dr., $375. °49 Custom (8) 
club coupe, $400. '41 club coupe, $225. 
Remember—Sunoco Dealers, on the i HUDSON—'52, Wasp, coupe, $500, $400, 
average, pump twice as much gasoline MEROURY.’54 oe Sun Valley, $1,- 


petiti 2 i 980, coupe, $1,700. ’52 4-dr., $825. ‘51 
as competitive dealers. Would you like 2-dr., $735%, $700; 4-dr., $660. 


ome a Sun Deal NASH—’51 4-dr., $325. '49 4-dr., $100. 
to bec oco Dealer? A Sunoco OLDSMOBILE—'55 (98) Holiday, $3,400. 


Dealership may be available in your "54 (98) conv., $2,225*; (88) 2-dr., $1,- 
550. °53 (88) Holiday, $1,700, $1,595° 


community. Call our local office, or (ps); 2-dr., $1,300; 4-dr., $1,300. ’51 
(88) 4-dr., $800*, $750*, $675. ; 


write us direct: Sun Oil Company, pt sO es ; ; 
UTH —’' avoy -dr., $1,175; 


Philadelphia 3, Pa. 4-dr., $1,150, $1,105. *53 Cranbrook 4- 
dr., $890. '50 Deluxe 4-dr., $350. '47 De- 
luxe 2-dr., $180. 

PONTIAO — °53 Chieftain (8) Cataline, 
$1,300"; 4-dr., $1,200*; 2-dr., $1,150°. 


SUN OIL COMPANY ° Philadelphia 3, Pa. "92 Chieftain (8) d-ar.,” $800, '$765%. 5) 


(Continued on Page 31, Col. 1) 


grades reported. 





AUTOMOTIVE NEWS, FEBRUARY 7, 1955 


31 











fifty (6) 2-dr., $1,530. 54 Bel Air 4-dr., 
$1,225; Two-ten 2-dr., $1,100. '53 Bel 
Air coupe, $1,250*, $1,210, $1,180*; One- 


PLYMOUTH—’'55 Belvedere (6) 4-dr., $1,- 
715. °'53 Cambridge Suburban, $1,010, 
$935; 4-dr., $715. '52 Concord Suburban, 


DODGE—'51 Coronet sedan, $590. "48 Cus- 
tom sedan, $280. 
FORD—’54 Crest (8) Country Squire, $1,- 





* * 
fifty 4-dr., $800. ‘52 SL Deluxe 4-dr., $810, $725. °'50 Special Deluxe 4-dr., 825*; Custom (8) sedan, $1,280*; Main 
Used-Car Aucti on F r I ces $680; FL Deluxe 2-dr., $590*. '51 SL| $235. '49 Special Deluxe 4-dr., $235. ’'48| (8) sedan, $990, $950. '53 Srect (8) Vic- 
Deluxe 4-dr., $575, $530; SL Special 4- Special Deluxe club coupe, $155. '39 2- toria, $1,305*; Custom (8) sedan, $990. 
dr., $455. '50 SL Deluxe 2-dr., $500°, dr., $120. ‘52 Main (6) sedan, $700. ’51 Custom 
$410, $400*. '49 SL Deluxe 4-dr., $275,| PONTIAC — '55 Star Chief (8) Catalina,) (8) sedan, $675*, $550, $520; Deluxe (6) 
(Continued from Page 30) $215, $200. $2,515 ° 52 Chieftain (8) Catalina, sedan, $425, $390. '50 Deluxe (8) sedan, 
CHRYSLER — "55, Imperial, tar, g1g00r| $00"! ME ST; Net SO) | Be: sean tote, Sa 
. » 9 s). "52 Sa -dr. o° ™ . ver Strea -dr., A . ustom ) sedan, lb 
Silver Streak (8) 4-dr., $430; club) OLDSMOBILE — '55 (98) Holiday, 2 at] {) "tiation wagon $430," * B°%| $525. '50 Silver Streak (8) 2-dr..’ $345*. | HUDSON—'52 Pacemaker sedan, $450. 
3 coupe, $350*. ; $3,200* (ps); (88) 4-dr., $2,550*. °54 Des : . . ’49 Silver Streak (8) 2-dr., $290*. KAISER—’53 sedan, $390. '51 sedan, $350. 
STUPEBAKER — '53 Commander sedan, (88) Holiday, $2,350*. '50 (88) Holiday, eSOTO—'54 Fire Dome (8) Sportsman, | «7~uDEBAKER — °53 Commander 4- MERCURY—’ ’ . 
7 $900*. 52 Champion 4-dr., $430. $570*; 2-dr., $480". $1,915* (ps). '47 Custom 4-dr., $125. 750°: Champion ae $590. '52 oom $315 50 sedan, $495. '49 sedan, 
: WILLYS—’52 2-dr., $500. PLYMOUTH—'52 Cranbrook 4-dr., $500, | DODGE — ’54 Coronet Suburban, _ $1,260. mander 4-dr., $400*. '51 Commander 4- | NASH—’50 Ambassador sedan, $330. 
51 Cranbrook cunv., $430. '50'Deluxe| (53 Coronet 4-dr., $950. ’51 Wayfarer| ar. $400*. '50 Champion 4-dr., $220*,| OLDSMOBILE—'54 (88) sedan, $1,800° 
) DANVILLE, VA conv., $320; coupe, $230. ‘48 Deluxe| 2-dr., $365. ’50 Coronet club coupe, $415.| 449 ‘50 (98) sedan, $530*. '49 (98) sedan, 
: 9 ° conv.. $210. ‘49 Wayfarer 2-dr., $280; Coronet 4-dr.,| wILLYS—'52 (6) station wagon, $615* $340* : ; a 
(Danville Auto Auction, Sale every Wed- | PONTIAC—’55 Chieftain (8) 2-dr., $1,920. $250. , : ‘KAI wf ph 
‘ . ; » $1, FORD —’55 Thunderbi ; PACKARD — '52 (200) sedan, $800*. 49 
nesday. Prices are for sale of Jan. 26.) 53 Chieftain (8) station wagon, $1,560*; underbird, $3,045; Fairlane N. PLAINFIELD. N J sedan, £200. “ 
) (Unusually good sale for this time of | Catalina, $1,340*; 4-dr., $1,100*, $1,035. | (%), Victoria, $2,250%; Custom (8) 4-dr., : dg eds PLYMOUTH—'54 Plaza Suburban, $1,460 
the year. Weather good. Sold 68 cars 52 Chieftain (8) Catalina, $925: station| $1,735. '54 Crest (8) Victoria, $1,660*; (Lebanon Auto Auction, Sale every Wed-| $1,410; Savoy sedan, $1,100. '52 Cam- 
5 out of 97 offerings.) wagon, $880*. ’51 Silver Streak (8)| Custom (8) 4-dr., $1,485*, $1,420°. ’53/ nesday. Prices are for sale of Jan. 26.) bridge sedan, $600. ’£1 Cranbrook sed 
- BUICK — '53 Special 4-dr., $1,050. °38 Catalina, $750*; 4-dr., $630*. ’50 Silver Custom (8) club coupe, $1,000*; 4-dr., : ae : , oe ‘ook sedan, 
; 975* ae (Market strong with activity brisk and $480. ‘48 Special Deluxe sedan, $140, 
3 Special club coupe, $105. Streak (8) 4-dr., $540, $500, $320*; se- $975*, $875". "52 Custom (8) 2-dr.,/ prices on the upswing. Sold 79 cars out $115. : 
CHEVROLET—’55 Two-ten (6) 4-dr., $1,-| dan, $250*. '48 Torpedo (8) 2-dr., $180*.| $830*; Custom (6) 4-dr., $635*. '51 Cus-| o¢ 114 offerings.) PONTIAC—’54 Chieftain (8) sedan, $1 
705. °53 Two-ten 2-dr., $705; One-fifty| STUDEBAKER — ’54 Commander 4 - dr. tom (8) 4-dr., $540, $520, $435. '50 Cus- 7 : ay 620", $1,375*. °50 Silv » $1,- 
, 4-dr., $580; 1%-ton stake, $600. '52 SL $1,210. tom (8) 2-dr., $420*, $400, $320. BUICK — ’'53 RM Riviera coupe, $1,400* dan.’ $400 "49 one y te (8) se- 
Deluxe 4-dr., $710, $705; club coupe, KAISER—’51 Traveler 4-dr., $365. Seite ane oaee =). ou on ng $320, $275. er Streak (8) sedan, 
oe aM, eee saz, oo foe DYER, IND. MERCURY. 39 Monterey oure, $1410;| Sorat "So incr” sedan, fis", geno" |[SEUDERARER, — 01 champion sedan, 
. $490. 50 SL Deluxe 4-dr., $200. '49 SL (Dyer Auto Auction. Sale every Friday. coupe, $555*. '49 4-dr., $200; club coupe, See; tenes tah ee vege. $400. ’48 Champion sedan, $130. 
” Orso 46. Fak = qa40. 2-dr., $185, yg sale . kde 1“ ; Py S an aaee 2-dr., $1,000 $275 149 Super redan $370, $325. '48 N. LITTLE ROCK, ARK 
80. -dr., . s cars out o offerings. Nas a ~ar., , ; ¥ , ; ¥ ‘ ” af 
a CHRYSLER—’51 4-dr., $610. BUICK — ‘54 Century 4-dr., $1 a75e, '53| Statesman 4-dr., $880. ‘52 Rambler club| RM sedan, $165. '47 RM sedan, $130. (adhenene Auto Acton Oilb Se 
r., DODGE—’ 53 Coronet 2-dr., $930. '49 Way- Super Riviera, $1,360* "53 Special Rivi- coupe, $560*. ‘51 Ambassador 4-dr., | CADILLAC—’53 (62) sedan, $2,250* (pS). | Tuesday Prices are for sale of Jan 25.) 
m- farer 2-dr., $245. era, $925*. ’51 RM 4-ér $530": Special $265*. ‘50 Statesman 2-dr., $240*. ‘48 ’51 (60) Special sedan, $1,175*. (Prices are firm with no reciable 
ler FORD—'54 Custom (8) 4-dr., $1,400. '52| Riviera. 490°: 4-dr. $470. °50 RM 4-| ¢:'mbassador 4-dr., $145°. CHEVROLET—'55 Bel Air (6) 4-dr., $1,-| decline during the past two weeks, We 
Main (6) club coupe, $400. ’51 Custom dr., $430°; Special '4-dr $325, $290 OLDSMOBILE—’55 (88) Holiday, $2,700*. 770. ’54 Two-ten sedan, 2 at $1,250. '53| are having a better offering of late mod- 
(8) 2-dr., $690; 4-dr., $605; club coupe, $245*. °49 ‘Super 4-dr., $145* : , ‘54 (98) 4-dr., $2,490* (ps); (88) 4-dr., Bel Air Hard Top, $1,050. '52 SL Deluxe| oj5, Sold 71 cars out of 136 offerings.) 
$560; Deluxe (8) 4-dr., $355, $350. '50| caDILLAC—'54 (62) 4-dr., $3,525* (ps) $2,250* (ps), $2,200* (ps), $2,175* (ps),| sedan, $775*, $765*; Carryall, $450. '50| 7 a 
Custom (8) 4-dr., $445, $440, $355, $350, 51 (62) 4-dr., $1,360", $1,305*. °50 (62) $2,100* (ps). ‘53 (88) 4-dr., $1,695* SL Deluxe sedan, $450, $435, $415. BUICK—’52 Super 2-dr., $760*. '49 Super 
att $300; 2-dr., $400, 2 at $395, $390, $290,| 4°ar ¢1.005* $i,175*. 49 (62) 4-dr (ps), $1,485*, $1,400* (ps). ‘52 '(88)| CHRYSLER—’54 Windsor sedan, $1,510%.| _ 4dr... $395; 2-dr., $270. ; 
$285. ‘49 Custom (8) 2-dr., $305, $185,| §735% S$éa5e. "47 (61) 4-dr., $145*. | ‘Holiday, $1,345*. '51 (88) 2-dr., $650*,| '53 Windsor sedan, $1,200*, '52 Windsor CADILLAC—"49 (61) 2-dr., $600*. ’46 (61) 
k $180. '47 Deluxe (8) 4-dr., $170, $165. , , 9 : $500*. '50 (88) 4-dr., $465. sedan, $860*. 2-dr., $210*. 
. "46 Deluxe (8) 2-dr., $165, $160. CHEVROLET—’55 Bel Air (8) 2-dr., $1,-| PACKARD — ’52 Clipper 4-dr., $685. °51| DeSOTO — '52 Custom sedan, $780*. °50| CHEVROLET—’54 Bel Air 4-dr., $1,465*; 
lp LINCOLN—’50 Cosmopolitan 4-dr., $305. 915*; Two-ten (6) 2-dr., $1,775*; One-' Clipper 4-dr., $520*. '49 4-dr., $190. Custom sedan, $540. (Continued on Page 32, Col. 1) 
3 MERCURY—’51 conv., $560; 4-dr., $510, 
$505. °50 club coupe, $555, $420. °47 
e- conv., $100. 
. OLDSMOBILE—’51 (98) 4-dr., $650. ‘50 
; (88) 4-dr., $600, $595. he 
PONTIAC — '51 Silver Streak (8) 4-dr., 
- $750°; 2-dr., $730". er 
rs STUDEBAKER-~’50 Champion 2-dr., $280, | ee RD 
2) $275. | i x 
: FT. WAYNE, IND. BRAKES Maat 
5. (Carl Marker’s Auto Auction. Sale every | i 
at ie [sean oan = of Jan. 25.) | Pe 
(Market s5' prices on some | | 
- models up. Sold 97 cars out of 129 offer- BD A ih A) 
ie ings.) | 
. BUICK—’55 Super sedan, $3,200. ’54 RM 
" 4-dr., $2,450*; Super Riviera, $2,250*; 
b Special 2-dr., $1,900. '53 RM 4-dr., $1,- 
375*; Super Riviera, 2 at $1,450*; 4-dr., | 
. $1,180*. '52 Special 4-dr., $850*. '51 Spe- 
7 cial 2-dr., $620*, $600*. °49 Super conv., 
$100. 
CADILLAC—’54 (62) coupe, $3,690* (ps). 
. 51 (62) 4-dr., $1,400%, 2 at $1,360*. '50 
é (62) 4-dr., $1,240*. '47 (62) 4-dr., $260*; | 
». (61) club coupe, $180*. | 
). CHEVROLET—’54 Two-ten 4-dr., $1,180; 
One-fifty 2-dr., $990. '53 SL Deluxe Bel 
Air, 2 at $1,200*; station wagon, $1,185; 
; Two-ten 4-dr., $940; 2-dr., $935, $930. | 
- '49 SL Deluxe 4-dr., $265. '48 FL 2-dr., | 
$165. 46 FM 2-dr., $120. 
i CHRYSLER—’49 Windsor conv., $315. 
5. DeSOTO—’52 Custom club coupe, $740. | 
DODGE—’53 Coronet (8) 4-dr., $1,025. | 
), ‘52 Meadowbrook 2-dr., $495. '51 Coro- | 
net 2-dr., $520, $515, $325. "49 Meadow- | 
) brook 4-dr., $290. | 
FORD—'54 Custom (6) 2-dr., $1,195. '53 | 
s Custom (8) conv., $1,140; Main (8) 2-| 
€ dr., $880. '52 Main (8) 2-dr., $650. '51| 
), Custom (8) 2-dr., $500. '50 Deluxe 2-dr., | 
$290. 
, HUDSON—’51 Hornet 4-dr., $505*. 
0 MERCURY—’53 Monterey Hard Top, $1,- 
r 355*, $1,350*; 2-dr., $1,105. 
NASH—’53 Statesman 4-dr., $1,050*. ’52 
. Statesman 2-dr., $660. 
== » 4-dr., $1,350° 
atin For Safety’s Sake — encourage your customers to have brake systems checked 
PACKARD—’53 4-dr., $1,070*. ° i i . A . 
, PLYMOUTH—'52 Cambridge 4-dr., $545. at least twice a year...When fluid is needed, drain and refill with genuine... 
PONTIAC—’53 Chieftain (8) 4-dr., $1,275* 
(ps); 2-dr., $1,000. '52 Chieftain (8) 
4-dr., $815*, $720*. °51 Silver Streak (8) 
4 4-dr., $705°*. 
r STUDEBAKER—’53 Champion coupe, $940. 
+ 52 Commander Land Cruiser, $470; 
A Champion 4-dr., $415. ’50 Champion 2- | . 
; dr., $300. 1 ’ Ch a il B ! d =e uy 
: aiid t’s Chemically Balanced...Surpasses S.A.E. Specifications 
1 (Tim Anspac Auction. Sale every | . te 
) I lag mo on ir sale of Jan. 24.) | Safe, dependable brakes can cut down the appalling toll of death and injury on 
(For the fourth straight week, car America’s highways. The need was never greater. And the role your shop can 
n om have continued to a over play is vital 
a set-back in December. olume of , 
: ay *, . Impress on your customers the importance of investing in top quality brake 
; or the first four weeks, over last year fluid. Poi h h fi : 
; by 120 cars. Mild, sunny weather brought uid. Point out how the perfect chemical balance of Wagner Lockheed Brake 
, = + Se Cae Ry good Eom. Se | Fluid protects their brake systems against deadly vapor lock, freeze-up, swelling 
5 or ready-to- Ss. . ; . 4 
Sos weidiay tor shee, mente. —, | of rubber parts, corroding of metal parts, gummy residue deposits, and crystalli- 
SUS 6S, Special Riviere coupe. $2,000°, | zation. Explain that Wagner Fluid functions in all seasons and under all driving 
, A ca uper 4-dr., i ._ “es sas . re z 
; Rai come. $1,120° (ps). "51 RM 4-dr., conditions . . . amply lubricates the system, does not evaporate rapidly, mixes 
; $850". ’50 Special 2-dr., $600*; RM 4-dr., | with all other approved fluids. 
- 9 85°. 


CHEVROLET—'55 Bel Air (8) coupe, §2,- 


On the other hand, inferior-quality, bargain-price fluids cannot offer these safety 


} CADILLAC—'54 (62) 4-dr., $3,600* (ps). | , 
. 4 38 0), coupe, | $2,725* 8). ‘32 (62) factors. Sudden brake failures may result in accidents and the attendant injury, 
550°. '50 (62) 4-dr., $1,120*. '49° (61) death, property damage, and law suits. 
. - . . . 
4-dr., $720*. Such constructive promotion helps everybody—your customer, your community, 


and the public at large. And it will boost your own integrity, and boom your 


100*; _Two-ten (6) station wagon, §$1,- 

: = ie Toon 58. 432300; : o sales volume. Remember, you can depend upon WAGNER QUALITY because 
230°,  $1.400, $1,060, $1.000°:  3'- ar, Wagner Products are used as original equipment by manufacturers of cars, 
$1,060; Two-ten 4-dr., $1,170*, $1,060, trucks, buses, and trailers. See your Wagner jobber or write us. 


$1,000* (ps); One-fifty 4-dr., $980; 2-dr., 
$825. °52 SL Deluxe Bel Air, $880*; 2- 
dr., $650; 4-dr., $635; SL Special 4-dr., 





Wagner Electric @rporation 
6393 Plymouth Avenue, St. Lovis 14, Mo., U.S. A. 
(Branches in principal cities in U. S. and in Canada) 


) $450. ‘51 SL Deluxe 4-dr., $725*; Bel 
Air, $700*; 2-dr., $575; club coupe, 
$510*; FL Deluxe 4-dr., $570. ’50 SL 
Deluxe 2-dr., $600*, $330*; Bel Air, 
$510*. '49 SL Special 2-dr., $350; SL 
Delux: coupe, $325; FL Special 4-dr., 
$310; FL Deluxe 4-dr., $260. ‘41 SM 
2-dr., $110. 
CHRYSLER—’53 NY 4-dr., $1,330* 
DeSOTO—'53 Fire Dome (8) 4-dr., 
100*. °'49 Custom club coupe, 
conv., $130. 
DODGE—’52 Coronet club coupe, $655*. 
FORD—'55 Fairlane (8) Crown Victoria. 
$2,540*; Country Squire, $2,210*. ‘53 
Crest (8) station wagon, $1,335*; Vic- 
toria, $1,210*; Main (6) 2-dr., $825. '51 
Custom (8) Victoria, $610, $480*; 2-dr., 
$520*; Custom (6) 2-dr., $520*%, $470°*. 
50 Custom (8) 2-dr., $300; station wag- 
on. $220. '49 Custom (6) 2-dr., $195. 
MERCURY—’50 club coupe, $370; 2-dr., 
_$400; 4-dr., $285. '46 4-dr., $135. | 
NASH — '51 Statesman 4-dr., $370. ‘50 
Statesman 2-dr., §$210*, $160. 


JW vis money mehr 
ER ANCHIS NOW. - 
DEALER PROGRAM 


aker for yOUss -Ue 
Wagner. You have 
nothing to lose. 
write us for copy 
all the details. 





(ps). 
$1,- 
$370; 








I's a money ™ 
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Used-Car Auction Prices 





(Continued from Page 31) 


Two-ten 2-dr., $1,220*, $1,130. '53 Two- 
ten 2-dr., $900, $835, $805. '52 SL De- 
luxe 2-dr., $525. ‘51 SL Deluxe 4-dr., 
$775*. '50 SL Deluxe 2-dr., $400; %-ton 
pickup, $325. ‘49 SL Deluxe 2-dr., $300, 
$180. '48 1%-ton stake, $200. 
OHRYSLER — '52 Windsor 4-dr., $555*. 
FORD—’55 Main (8) 2-dr., $1,775. ‘54 
Custom (8) 4-dr., $1,575*, $1,325; Main 
(8) 4-dr., $1,035. °53 Crest (8) Victoria, 
$1,225; Main (8) 4-dr., $625. '52 Custom 
(8) 4-dr., $685. "51 %-ton pickup, $325, 
$305. °50 Custom (8) 4-dr., $575, $480, 
$410; 2-dr., $410, $190. '49 Custom (8) 
2-dr., $235, $205, $195, $190; Custom 
(6) 2-dr., $160. "47 Deluxe (8) 2-dr., 
$150, $140, $125. 
MERCURY — '54 Custom 4-dr., $1,600*; 
2-dr., $1,410*, $1,325°. '52 4-dr., $820*. 
OLDSMOBILE—’51 (88) 4-dr., $400. 
PLYMOUTH—’54 Savoy 4-dr., $1,090. 52 
Cranbrook 2-dr., $560. '49 Deluxe 4-dr., 


185. 

PONTIAO — °S1 Silver Streak (8) 4-dr., 
$595*. '49 Silver Streak (8) 4-dr., $260, 
$140. '47 Torpedo (8) 2-dr., $140. 

STUDEBAKER—’53 Commander Starliner, 


$800. °48 Champion conv., $165. °47 
Champion 2-dr., $140. 
WILLYS—’53 (6) 2-dr., $550. 


FARGO, N. D. 


(Tri-State Auction Co: Sale every Thurs- 
day. Prices are for sale of Jan. 27.) 

(Weather very cold today. We had a 
good consignment of autos and bidding 
was active. Sold 68 cars out of 96 of- 


ferings.) 

BUICK—’53 Super Riviera 2-dr., $1,350*. 
$1,185*; 4-dr., $1,350*%; Special 2-dr., 
$1,095*. ‘52 Special Riviera, $930*. ‘50 


Super Riviera 2-dr., $470*; 4-dr., $465*; 
Special 2-dr., $345*. 

CHEVROLET—’'55 Bel Air (8) Sport coupe, 
$2,250*; 4-dr., $2,010*, $1,950*. '54 Bel 
Air 4-dr., $1,425, $1,375*. ‘53 Bel Air 
Hard Top, $1,225; 4-dr., $1,075*; Two- 
ten 2-dr., $905. °52 SL Special 2-dr., 
$665. '50 SL Deluxe Bel Air, $625°; FL 
Deluxe 2-dr., $320. 49 FL Special 2-dr., 


$300; SL Deluxe 4-dr., $295, $255. 
CHRYSLER—’53 Windsor 4-dr., $1,250*. 
’52 NY 4-dr., $950*. °51 Windsor 4-dr., 
$570; NY 4-dr., $525. '49 NY 4-dr., 
$340". 
DeSOTO—’51 Custom club coupe, $550°*. 
*50 Custom 4-dr., $365. 
DODGE—’54 Coronet 4-dr., $1,100. °51 


Coronet 4-dr., $325. °49 Wayfarer 2-dr., 


$310*. 
FORD—’55 Custom (8) 2-dr., $1,890. ‘54 
Custom (8) 4-dr., $1,375. '53 Main (8) 


Ranch Wagon, $1,325; Custom (8) Coun- 
try sedan, $1,325*; Crest (8) Victoria, 
$1,300*, $1,275*. °52 Main (8) Ranch 
Wagon, $950; Custom (8) 4-dr.. $885*. 
MERCURY—’53 Custom 4-dr., $1,255. 
OLDSMOBILE—’52 (88) Super 4-dr., $1,- 
075*. '51 (98) 4-dr., $810*. 
PACKARD — '53 Clipper 4-dr., $1,040, 
$905*. °51 Hard Top, $550*. 
PLYMOUTH—’53 Cranbrook Savoy, $1,- 
180; 4-dr., $945; Cambridge 4-dr., $850. 
PONTIAC—’51 Silver Streak (8) Catalina. 
$785*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Jan. 27.) 
(Slight drop noted on late models. 
Clean offerings continuing strong. Sold 
58 cars out of 73 offerings.) 
BUICK—’53 Super Riviera 2-dr., $1,500*. 
'50 Super Riviera 4-dr., $440°. 
CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
025*. °53 Bel Air 2-dr., $1,000; Two-ten 
4-dr., $1,000, $850*%; One-fifty 4-dr., 
$755. °52 SL Deluxe 2-dr., $730*. 51 SL 
Deluxe Bel Air, $670*; 2-dr., $630, 
$475*; SL Special 2-dr., $475. ‘50 SL 
Deluxe 2-dr., $450; FL Deluxe 2-dr., 
$375°*. °49 SL Deluxe Sport coupe, $245. 


DeSOTO—’52 Fire Dome (8) Sportsman, | 
e 


$850°. 

DODGE—’53 Coronet (8) 4-dr., $1,000°; 
Meadowbrook club coupe, $745. '47 Cus- 
tom 4-dr., $100. °46 Custom 4-dr., $115. 


FORD—’54 Custom (6) 4-dr., $1,280. °53 
Custom (8) 2-dr., $1,050%; Main (8) 
4-dr., $905, $800. '51 Custom (8) Vic- 
toria, $700; 2-dr., $580; conv., $445*; 


Deluxe (6) 2-dr., $550, $400. '50 Deluxe 
(8) 2-dr., $275; Custom (6) 2-dr., $275; 
4-dr., $220. °49 Deluxe (8) 2-dr., $330; 
Custom (8) 4-dr., $155; Deluxe (6) 2- 
dr., $195. ’46 Deluxe (8) 4-dr., $150. 


MERCURY—’53 Custom Sport coupe, $1,- 
325°. 
NASH—’51 Statesman 4-dr., $350*. 


OLDSMOBILE—’55 (88) Holiday, $2,705*. 
PLYMOUTH—’52 Cranbrook 4-dr., $715, 


$665; 2-dr., $640. '50 Deluxe club coupe, 


75. 

PONTIAC—'53 Chieftain (8) 2-dr., $1,- 
110*. '50 Silver Streak (6) 2-dr., $360. 
’49 Silver Streak (8) 4-dr., $410°. °48 
Torpedo (8) 2-dr., $225*. 

STUDEBAKER — ’°51 Champion 2-dr., 
$325*. ‘50 Champion 4-dr., $240°*. 

OMAHA 
(Soderberg-Kline Auto Auction. Sale 
every Thursday. Prices are for sale of 


Jan. 27.) 
(Market remains good on clean cars. 
Buying power increasing every week.) 
BUICK—’'54 Century Riviera, $2,125*; RM 
sedan, $1,850* (ps); Special 4-dr., $1,- 
675. '53 Super Riviera, $1,545*, $1,430*. 
CADILLAC—’54 (62) coupe deVille, $4,- 
320°. °50 (62) coupe, $1,345*. 
CHEVROLET—’54 Bel Air Sport coupe, 


$1,345; sedan, $1,270*; One-fifty handy- 
man, $1,470; 2-dr., $1,005; %-ton pick- 
up, $875. '53 Bel Air coupe, $1,265; 
Sport coupe, $1,245*; 2-dr., $1,220*, 
$960; 4-dr., $940. "52 SL Deluxe station 
wagon, $850*; 4-dr., $750*. '50 SL De- 
luxe 2-dr., $460. '47 SM 4-dr., $105. 


CHRYSLER—’51 NY 4-dr., $800*. 

DeSOTO—’53 Fire Dome (8) club coupe, 
$1,220*. °51 Custom 4-dr., $615*; club 
coupe, $430. 

DODGE—’53 Coronet Diplomat, $975*. 

FORD—’55 Custom (6) Country sedan, $2,- 
425*; Fairlane (8) Victoria, $2,380*, $2,- 


355*. °54 Crest (8) 4-dr., $1,475. '53 
Crest (8) Victoria, $1,255; Main (8) 
Ranch Wagon, $1,240; Custom (8) 2- 
dr., $1,060; 4-dr., $1,055*; Main (6) 4- 


dr., $855*. "52 Custom (8) station wag- 
on, $1,090; 4-dr., $925*. '51 Deluxe (6) 
4-dr., $455; %-ton pickup, $460. '50 De- 





luxe (8) 2-dr., $450, $415; Custom (6) 
4-dr., $375, $355; Custom (8) 2-dr., 
$350. '49 Custom (8) conv., $250; 2-dr., 
$125; %-ton express, $335. ‘46 2- dr., 
$160. 

MERCURY—’55 Custom 2-dr., $2,245. '54 
Monterey Sport coupe, $1,955*. '53 Mon- 
terey coupe, $1,500*; Custom 4-dr., $1,- 
270. '51 Monterey Sport coupe, $740°*; 
club coupe, $720; 4-dr., $570. '49 sedan, 
$325; Sport sedan, $250. 

OLDSMOBILE—’54 (88) Holiday, $2,320*; 


Super 4-dr., $2,175*, $1,905*. '53 (88) 
4-dr., $1,545*; Super 4-dr., $1,495*. 
PACKARD — '51 4-dr., $485*. '50 4- dr., 

$325 


PLYMOUTH—'53 Cambridge 4-dr., $825; 
Cranbrook club coupe, $810. '53 Cam- 
bridge 4-dr., $590; Cranbrook 4 - dr., 
$570. '50 Special Deluxe 4-dr., $505. '47 
Special Deluxe club coupe, $150. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,175, 
$1,070, $1,040*. '51 Silver Streak (8) 4- 
dr., $635*. 

STUDEBAKER—’52 Champion 2-dr., $515. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $620. 


QAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Jan. 19.) 

(Due to heavy rains, our consignment 
was down this week. The prices on clean 





5 vehicles, averaging over 130,000 miles each—each averaging 


| Wednesday. Prices are for sale of Jan. 26.) 


autos held firm and used-car sales Super 4-dr., $1,410*. °51 Special 4-dr., 
picked up in general. There was a strong $590. 

demand for clean, late models. Sold 85 | CADILLAOC—'53 (62) 4-dr., $2,505* (ps). 
percent of cars entered.) *51 (62) 4-dr., $1,600°. 


CADILLAC—’54 (62) coupe, $3,965° (ps). 
"53 (62) 4-dr., $2,615* (ps). ‘'50 (62) 
4-dr., $1,310°. '49 (62) 4-dr., $760°. 

CHEVR 


ILET—’54 Two-ten 4-dr., $1,260°, 
$1,255. '53 Two-ten 2-dr., $935, $930; 
One-fifty 4-dr., $835, 2 at $800. '52 SL 


OLET—’53 Two-ten 4-dr., $1,170°, Deluxe 4-dr., $725, $690. '51 SL Deluxe 
$865*. '52 SL Deluxe club coupe, $905. 4-dr., $605, 2 at $540. °50 SL Deluxe 
°51 %-ton panel, $505. '50 SL Deluxe 2-dr., $435, $420, $375. °49 SL Deluxe 
4-dr., $515, $495; 2-dr., $500. "49 SL 4-dr., $265, 2 at $250. 

Deluxe 4-dr., $375. '47 SM 2-dr., $275. | CHRYSLER—’50 Royal 4-dr., $360°. 

‘46 SM club coupe, $195. DeSOTO—’53 Powermaster 4-dr., $905*. 
DeSOTO—’'53 Powermaster 4-dr., $1,325. | DODGE—’52 Wayfarer 2-dr., $605*. 
FORD—'54 Crest (8) Victoria, $1,870*; | FORD—’55 Fairlane (8) Victoria, $2,250°, 


2-dr., $1,330. '53 Custom (8) 2-dr., $950. 
"62 Custom (8) 4-dr., $910. '51 Custom 
(8) conv., $600*. "50 Custom (8) 4-dr., | 
$535; club coupe, $510; 2-dr., $500. °49 


$2,235*. '54 Custom (8) 4-dr., 2 at $1,- 
400*, $1,370. '53 Custom (8) 2-dr., $960*. 
*52 Custom (8) 4-dr., $880*, 2 at $805, 
$800. ’51 Custom (8) 4-dr., $615*, $590*, 


Custom (8) conv., $395, $200; club 2 at $550*. '50 Custom (8) 2-dr., $465°*, 

coupe, $380, $240; 4-dr., $325. | $450*%; Deluxe (6) 2-dr., $350°, $345, 2 
KAISER—’52 2-dr., $645°. | at $300. '49 Custom (8) 4-dr., $295*, 
MERCURY—’51 2-dr., $760*°. °49 4-dr.,| $270*,. $250. 

$425°. | LINCOLN — ’53 Cosmopolitan 4-dr., $1,- 
OLDSMOBILE—’54 (98) Holiday, $3,005° | 560°. 

(ps); (88) Holiday, $2,400*. °53 (98) | NASH—’53 Ambassador 4-dr., $1,175*. '52 

4-dr., $1,625*. ‘51 (88) 4-dr., $945*,| Ambassador 4-dr., $805*. 


$895*. '50 (88) club coupe, $600°*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
085. ’'54 Belvedere Hard Top, $1.655. '53 
Cranbrook 2-dr., $930. °51 
2-dr., $535 


OLDSMOBILE—’54 (98) 4-dr., $2,410*. '53 
(88) 2-dr., $1,605*. °51 (98) 4-dr., 2 at 
$700°. 

Cranbrook | PLYMOUTH—’51 Cranbrook 4-dr., $435. 

PONTIAC — '55 Chieftain (8) 4-dr., $2,- 


. | 
STUDEBAKER — '55 President (8) ol 495°. '54 Chieftain (8) Catalina, $1,- 
$2,320*. °51 Champion 4-dr., $460°. °49 610°. °53 Chieftain (8) 2-dr., $1,160°. 
%-ton pickup, $315. | °52 Chieftain (8) 2-dr., $900*. '51 Sil- 
ver Streak (6) 2-dr., $440. 
MINNEAPOLIS | STUDEBAKER—’51 Champion 2-dr., $265°. 
(Minneapolis Auto Auction, Sale every | ® s ® 


— Auctions in Brief — 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 
day (Jan. 27). Over 79 percent of the 200 


(Really good action today. Market firm 
because of used car shortage. Sold 59 
cars out of 84 offerings.) 
BUICK —’'54 Super 4-dr., 


$2,160". °53 





In the indoor “Torture-Chamber” 
TDA proves axle-gearing quality. 
Here is a multi-thousand acre prov- 
ing ground in one room! Where engi- 
neers can put 50 years’ experience in 
building axles for trucks, buses, trail- 
ers, farm machinery, to use. Under 
scientific control and analysis, they 
run “shift tests,” axle housing “bend 
tests,” twist axle shafts 14° back and 
forth 36 times a minute, 24 hours a 
day, days on end. Or simulate a 
“chuck hole” shock every 4 seconds, 
24 hours a day for months! 








cars registered at the sale this week were 
sold. 
+ * + 
HARRODSBURG, KY. 
Blue Grass Auto Auction. Sale every 


Thursday (Jan. 27). Clean cars are bring. 
ing the top dollar. Sold 85 cars out of 127 
registered, for one of our biggest sale 

* . a 


DETROIT 
Wes Coon Auto Auction. Sale every 
Thursday (Jan. 27). Several out-of-town 


buyers present today despite five decree 
weather. Same old story, bidding was ¢o0d 
on the sharp ones and few takers on the 
rough ones. Sold 41 out of 86. 

* * * 


GRAND RAPIDS, MICH. 
Grand Rapids Auctions, Inc. Sale every 
Tuesday (Jan. 25). Weather terrible—s\ip- 
pery with heavy snow. However, cars sold 
very well and the market was very steady 
* * * 


DENVER 

Denver Auto Auction. Sales every Fri- 
day and Sunday (Jan. 21-23). Market 
steady except on new, lighter units which 
were off slightly. Sold 121 cars out of 317 
offerings. 

* Cd * 
MANHEIM, PA. 

Manheim Auto Sales & Auction, Inc. Sale 
every Friday (Jan. 21). Market very good 
Sold 194 cars out of 273 offerings. 

+ 7 e 


DENVER 
Colorado Auto Auction. Sale every Mon- 
day (Jan. 24). Current model low-price 
cars were down except for a few desirable 
units. Market active and prices steady on 
used cars. 





WE SHIFTED TDA AXLES|| 


on 5 tractor-trailer combinations).. 
axle operation on record! 








2.7 shifts per mile .. . and all are still going strong! 


Here’s how TDA backs up indoor 
“Torture Chamber” tests with gruel- 
ing outdoor, on-the-highway torture! 

We installed five 2-speed cross 
shafts and shift collar assemblies of 
the new TDA design, in 5-ton tractor- 
trailer combinations. Then the fun 
began! Never before has there been 
such a murderous test of 2-speed axle 
shifting! All up and down the east 


coast, driving steadily day and night 
—shifting from fast to slow speeds 
and back again — averaging 2.7 times 
every mile, these tractor-trailers 
roared on to an average of over 
130,000 miles apiece! 

That’s 650,000 miles. A total of 
1,755,000 shifts in all—without no- 
ticeable wear, or stops for repairs. 
And still the test goes on! 


Meet our “Torture Tester’! With graphs 
showing speed and torque performance 
under any operating conditions he 
chooses — with special dials, recorders, 
electronic devices—he drives axles with 
scientific accuracy from his chair! 
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to successful selling.” Success in any 
|endeavor starts and lives on work 
| spelled with a capital W. In a 
| highly competitive market such as 
We now have, it takes calls, dem- 
onstrations and full use of every 








Truckin’... 


by Jack Weed 





(Continued from Page 21) 


things the truck should have to 
make it a working tool, in many 
cases even giving away the dealer 
profit on whatever equipment was 
on the truck? 

Far too many distributors, in 
trying to increase their business, 


ness tactics and hard, sensible 
selling. 

As our own John Munn keeps 
preaching, “There are no shortcuts 


New Muffler Eyed | 


AND the truck-equipment distrib- | 
| 


}ence between a successful, profit- 


aid possible. 
* 


® * 


Greatest Sales Aid 


utor who fails to take advan-| 
tage of the greatest sales aid he| 
has in his selling area is overlook- 
ing what may well be the differ- 


have not done it by getting out 
and developing new prospects 
and by working harder with their 
truck dealers and truck sales- 
men. Instead, they have de- 
pended upon price to capture a 
larger share of the “easy” busi- 
ness. 

Anyone who has been in this 


|able operation and one that is ee oe 
constantly in hot water and an oa 


whe ala fae Olsen Trailer Unit Eliminates Relays— 


The aid I speak of is the truck 
salesmen in the area who can be| This three-quarter-ton chassis, used by My Bread Baking Co., New Bedford, Mass., 
taught to be an extension of the} hauls 2,400 pounds of bread on the 12-foot Olsen truck body, and 1,800 pounds in 
distributor’s own selling force. the eight-foot Olsen trailer. The unit is used on a 120-mile route to Cape Cod during 
the summer months and on peak load days the rest of the year. Early delivery is 


Granted, it takes more work to 
get truck salesmen (who are | made from the trailer. The trailer then is disconnected, the driver completes his route, 





By Truck Makers 


MILWAUKEE, — Five truck 
manufacturers have asked for test 
samples of a new muffler devel- | 
oped by Elcar Engineering Corp., | 
Milwaukee, according to Carl J. 
Schlueter, president. 

The muffler has no baffles and 


5A sAametamet he 20-14. 


SMEAR sc aS 





truck busines for any time knows 
that these practices, for both truck 
dealer and distributor, are not good. 
Profit margins cannot be sustained 
by giving profits away, and even- 
tually such practices will lead either 
to a closer acquaintance with the 
creditors or — something we all 
hope for—a return to sound busi- 





operates on a minimum of back 
pressure, Schlueter said. Venturi 
tubes bring in air to cool the mani- 
fold stream. 

This confines to the inside of 
the unit most of the noise which 





results from the contraction of hot 
exhaust gases, he said. It is insu- 
lated with glass fiber. 








1755,000 


j...in the severest 2-speed 





“TORTURE-TESTED” 


to Save Money on the Job 


World’s Largest Manufacturers of Axles for 


Trucks, Buses and Trailers 
Plants at: Detroit, Michigan «> Oshkosh 


Wisconsin « Utica, New York + Astabula, Kenton 
and Newark, Ohio » New Castle, Pennsylvania 


positive shifting... 
longer life 


exclusive, new TDA cross shaft 


busier than they have ever been 
before, if they are those who 
have come into the business since 
the end of the war) to take the 
time and effort to keep an eye | 
peeled for prospects for the dis- 
tributor’s products. 

It also takes demonstrations to 
the truck dealer’s accounts, not 















for more 


and shift collar! 


Only Timken - Detroit 2-Speed Axles 
have this advanced principle of shifting 
—‘“Torture-Tested” indoors, road tested 
under the most grueling outdoor driv- 
ing conditions! The result? Longer life, posrnemerse cree ree 
less maintenance, repairs and down- 
time; lower operating costs! 


Note that in the new TDA Cross Shaft 
(above), a large single row of driving 
teeth gives greatly improved locking 
action with the new TDA Shift Collar 
teeth. Wear is reduced. There is no 
“hopping” 


New TDA Shift Collar (right), has three 
sets of teeth for driving and engaging — 
center teeth for locking only. Far less 
wear on engaging edges. Locking func- 
tions completely separated from driving 
and engaging functions! 


Push-Button Operated. All TDA 2- 
Speed Axles are push-button shifted, 
with automatic activation by your 
choice of electricity, vacuum or air. 


out of gear. 


TIMES 


Unequalled Gear Selection! 


and the trailer is picked up again on the return trip. 


only to show the possible buyer| There aren’t many present-day 
how the equipment works but to| dealers, 


salesmen or distributors 


show the truck salesman how to|who know what that means, but 


sell the product. 

What I am trying to say is that 
we are back in the truck business 
as I knew it in the ’20s and ’30s. 













they must find out because Old 
Man Production has shaken all the 
ripe, easy-to-pluck buyers out of 
the trees. Today you have got to 
locate the buyer before he knows 
he is in the market if you want 
to operate on a profitable basis. 
+ * * 

Ford Scouts GM 
= got a little “pixie” I’ve just 

got to get off my chest. I at- 
tended the preview of the gigantic, 
glamorous GM Motorama in New 
York where the corporation 
crowded over 5,500 people (by in- 
vitation only) into the Waldorf 
ballroom. Every one in the indus- 
try was there, seemingly, for from 
where I stood there were so many 
Ford men in front of me I couldn’t 
see the stage. 

The boys who run the Private 
Truck Council of America did 
their usual good job in keeping 
their two-day convention, follow- 
ing the Motorama introduction, 
running along in apple-pie order. 

I have to take off my hat to them 
for two outstanding things, very 
unusual for conventions of small 
groups in the automotive business. 
Their banquet is put on by all of 
the truck and trailer makers join- 
ing together in a cooperative en- 
deavor, and as a result they have 


|a@ very nice party. This deal also 


cuts down on the extra-curricular 
affairs so often found in head- 
quarters suites. 

And they also maintain an effici- 
ent press room for the working 
press where you can get the 
speeches and other data a news- 
paperman usually has to go around 
buttonholing many people to get at 


|a convention of this type. 


Truckers Hopeful 
For Revision of 


Pa. Weight Limits 


HARRISBURG, Pa. — Pennsyl- 
vania trucking officials are hopeful 
that the revised position taken by 
former Gov. John S. Fine on in- 
creased truck weight limits may 
eventually result in changes in the 
limits. 

In his final address to the 1955 
General Assembly, Fine said, “Per- 
haps a reappraisal of truck weights 
is now in order.” 

In 1952 he vetoed a bill that 
would have prevented a schedule 
of increased truck weight limits 
from becoming effective. 

Edward Gogolin, general man- 
ager of the Pennsylvania Motor 
Truck Assn., said, “Perhaps the 
Governor’s observation confirms 
our opinion that Pennsylvania in- 
dustry is beginning to feel the 
pinch of this transportation handi- 
cap.” 


Georgia Prof essor Wins 


Clark Essay Contest 


BATTLE CREEK, Mich. — John 
B. Day, professor of industrial en- 
gineering at Georgia Institute of 
Technology, has won the $300 Clark 
Equipment Co. Award for the best 
entry in the materials-handling 
essay contest sponsored jointly by 
Clark and the American Material 
Handling Society. 

Day submitted a paper in which 
he outlined procedures for setting 
standard times for fork-truck 
operations. 
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by 
John 


A CENTRAL hydraulic system 
“fully engineered and ready for 
production” has been developed by 
the Pesco Products division of 
Borg-Warner. An operable display 
mockup was demonstrated to engi- 
neers “by invitation” in a private 
hotel suite during last month’s an- 
nual meeting of the SAE. 

The simplified system meets all 
automobile hydraulic power re- 
quirements from a single pump 
source. Power-on-demand is 
available for such accessories as 
steering mechanism, engine fan, 
generator, brake booster, wind- 
shield wipers, windows and seat 
adjustment. 

It is claimed that this develop- 
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TURNINGS 


T. Benedict 


ment “eliminates use of multiple 
pumps, provides horsepower sav- 
ings and permits use of a lower- 
capacity electrical generating sys- 
tem.” : 

Heart of the system is a newly 
developed engine-driven, vane-type, 
rotary hydraulic pump with vari- 
able-volume output. A pressure- 
compensating device automatically 
changes the pump displacement to 
meet variable system demands. 
Although the system we saw was 
operating at 1,000 p.s.i. pressure, 
the pump is capable of producing 
1,200 p.s.i. if required. 

Two of the other outstanding in- 
novations in this system are em- 
bodied in the provisions for fan and 








generator drive. The hydraulic fan 
drive is a thermostatically con- 
trolied clutch that engages and dis- 
engages at preselected engine cool- 
ant temperatures. 
* + * 
Saving in Horsepower 


Is Promised by Unit 


F OBVIOUS benefit for over- 

the-road and off -the- road 
equipment, such a unit also seems 
to promise a saving of the five to 
10 horsepower now absorbed by 
passenger-car engine fans at high 
road speeds, if conditions are such 
that the fan’s cooling effect is not 
needed. 

The generator drive is a gear- 
type, positive-displacement hy- 
draulic motor, rated at 90 percent 
starting torque efficiency. Fluid 
flow to the generator drive is con- 
trolled by a valve that maintains 
constant generator speed regardless 
of road speed. 

No accumulator is provided, 
because it is thought that the 
central pump’s variable delivery 
characteristics make such a unit 
unnecessary. However, without 
the accumulator, hydraulic pres- 
sure is lost immediately when the 
engine stops. Some means un- 
doubtedly will have to be pro- 
vided for temporary power-assist 





OTE jg NG afere 


3 BOVER taPeRED AND 


STRAIGHT ROLLER BEARINGS 


When you install a Bower tapered or 


straight roller bearing, you know you are 


working with a quality product. Original 


equipment manufacturers depend on this fact. 


Automotive service men, too, depend on 


Bower quality . . . and Federal-Mogul service! 


Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


Division Federal- Mogul Corporation 





DETROIT 





13, MICHIGAN 


Looking for Leaks— 


Spark plugs are tested for center-seal 
leakage in the central engineering lab- 
oratories of Electric Auto-Lite Co., Toledo. 
The spark plug is placed in the metal 
cylinder, and a rubber hose is fitted over 
the terminal and ceramic insulator. Then 
a pressure of 225 pounds per square inch 
is applied. A monometer tests the quality 
of the center seal by liquid displacement. 


braking to stop a car under 
engine-off conditions. 

Another hurdle in the path of 
early use of the present system in 
passenger cars is its requirement 








for closed-center valve operation 
on the power-steering system. Most 
current installations use the “open- 
center” principle. But it is expected 
that power-steering designers will 
not long stand in the way of cen- 
tral hydraulic systems, and that 
suitable modification of existing «e- 
signs would not be an impossible 
task. 

I've often heard automotive en- 
gincers express a need for a num- 
ber of the features provided in the 
Pesco system. I’m sure it will 
arouse a lot of interest—not only 
among passenger-car designers, but 
also designers of trucks, tractors 
and other automotive equipment 

© e * 


Power-Steering Designs 


Exhibited at SAE Meeting 


7 very interesting dummies 
were on display at Gemmer’s 
SAE booth during the annual 
meeting. I’m not getting personal 
— merely referring to wooden 
mockups of the latest power- 
steering designs now undergoing 
tests in a variety of vehicles. 


The model for passenger cars 
looked to be smaller and lighter 
than anything now known to be 
in production. If its dimensions 
are a true indication of probable 
weight, my guess is that the new 
integral unit may weigh in at 
close to 20 pounds. 

Designers are said to have 
aimed for simplified installation, 
with the goal of producing a 
device requiring a minimum of 
“application engineering” for 
each potential use. 

Prototypes of a somewhat 
larger, heavier integral power- 
steering design are being tested 
on a wide variety of vehicles to 
“convince builders and users that 
such a device is worthwhile.” 
Manufacturers now studying this 
unit include those making such 
diversified equipment as agricul- 
tural tractors, earth-moving ma- 
chinery, long-distance freight 
haulers, off-the-road vehicles and 
trucks of various classifications. 

x x x 


Planing Ideas Extended 


To New Types of Materials 


_ potential uses in the auto- 
motive industry are foreseen 
for a new type of machine that 
already has ap- 
plied planing 
principles suc- 
cessfully to sur- 
face finishing of 
abrasive, flexible 
materials such as 
brake lining, 
|tempered uard- 7 
board and vinyl : 
floor tile. Newly ; 
et carbide 

blades of unusual ' 
length (40 inches) cay G. Petter 
are molded by a special process at 
Carboloy for the “micro-surfacer” 
planer designed by Buss Machine 
Works. 

It’s always interesting to look 
over a new machine—but there’s an 
even greater thrill in witnessing 
the unveiling of an entirely new 
class of machinery. Thus, a visit 
to the Buss factory was a highspot 
in my recent travels—for it per- 
mitted me to see the beginnings of 
what eventually may be widespread 
application of long-known wood- 
working planing ideas to materials 
hitherto unworkable by this method. 

The friendly hospitality of 
President Jay H. Petter and his 
son “Jay C.” added greatly to my 
enjoyment of the trip. I learned 
that tests on such varied appli- 
cations as gasket materials and 
sheet aluminum are among the 
early experiments contemplated 
for the new machine. 

I also learned that the wooden- 
shoe factory for the transplanted 
Dutch community in Holland, 
Mich., turns out a surprisingly 
comfortable foot covering. But they 
mean what they say when they 
tell you that the wooden shoe 
should be at least one size larger 
than your normal shoe size. (Mine 
look as though they would serve 
nicely for pontoons if I needed to 
cross a bridgeless stream.) 


Conn. Registration Peak 


HARTFORD, Conn. — Registra- 
tion of motor vehicles of all kinds 
reached 923,030 during 1954, an all- 
time high, the State Department cf 
Motor Vehicles has announced. 
That was a 5 percent boost over 4 
year earlier. 
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UST the other day, with very 

little fuss or fanfare, two DC-6 
BS of the Scandinavian Airlines 
took off at approximately the same 
time from Los Angeles and Copen- 
hagen, each bound for the other 
city, over the vast Arctic wastes, 
right over the North Pole. The 
planes completed their 5,800-mile 
journeys without incident . . . the 
first regular commercial] air flight 
across the Arctic. 

Since Peary blazed the way many 
years ago, the polar regions have 
been most difficult to reach via 
land or sea, due to problems which 
made the trip hazardous—severe 
icing, freakish behavior of normal 
compasses in the neighborhood of 
the Pole and lack of emergency 
landing strips and weather stations. 

Now these problems have all 
been licked. The way has been 
opened for the use of shorter 
polar routes for international 
flights by commercial airlines 
and for air attack, via the Pole, 
in case of war. 

Announcement was made in Ot- 
tawa and Washington that the two 
governments had agreed upon the 
construction of a 3,000-mile net- 
work of radar warning stations 
across the Canadian Arctic, just 
north of the Arctic Circle. The net, 
called the distant early warning 
(DEW) line will be financed by the 
United States. 

It will supplement the mid- 
Canada line of radar warning sta- 
tions now under construction by 
the Canadian Government and the 
Pine-Tree chain already in opera- 
tion, along the U. S.-Canadian bor- 
der. The map shows that the route 
from Los Angeles to Copenhagen 
by the polar way is 500 miles 
shorter than the old way. 

. + 


Gurross you and I (and our 
class of pseudo-scientists ... 
there’s room for 40 people besides 
the crew of 10) step into that plane 
in Los Angeles and hop over to 
Copenhagen on the first flight of 
the Royal Viking which will main- 
tain a regular schedule of four 
polar trips a week . . . two in each 
direction. 

The distance is only 465 nautical 
miles (435 statute miles) shorter 
than the “dog-leg” trip via New 
York. The time table calls for the 
eastbound flight to take 24 hours 
20 minutes ...a saving of more 
than three hours over the conven- 
tional route, not to mention the in- 
convenience of changing planes. 
The return trip may take 27 hours 
10 minutes, due to less obliging 
winds. 

We fly over the Great Circle 
course ... the shortest distance 
between any two points on the 
globe . .. past Great Salt Lake, 
Rapid City, S. D., and Bismarck, 
N. D., to the first fueling point, 
which is Winnipeg, Man. There 
we circle around 10 minutes, 
waiting for the reception com- 
mittee to get out from town (you 
see, this is the first commercial 
flight over the pole and people 
are excited). 

Don’t get scared . . . Several re- 
cent scientific advances have made 
it possible for the air line, jointly 
owned by Sweden, Norway and 
Denmark, to break from traditional 
routes without sacrifice of safety. 
The main advance, aside from the 
Planes with the required range, 


Ford Workers’ Ideas 
Worth Record $748,421 


DEARBORN.—Ford Motor Co. 
employes collected a record $748,- 
421 during 1954 for ideas submit- 
ted under the employe sugges- 
tion plan, according to John 8. 
Bugas, industrial relations vice- 
president. 

The 13,559 cash awards paid— 
also a record—included four for 
the new maximum of $3,000 and 
42 for the previous maximum of 
$1,500. The average award was 
$55.19, another alltime high. 
ee 











was the contribution of those Ben- 
dix engineers, a gyro-compass, that 
overcomes the problems of Arctic 
navigation. A new map grid sys- 
tem, worked out by the U. S. Air 
Force, overcomes the necessity of 
changing the headings every few 
minutes, due to the sharp conver- 
gence of meridians. 


In some ways, polar flights are}. - 


safer than transAtlantic ones, since 

the Copenhagen flight is largely 

over land .. . the weather is better 

in the Arctic, and a landing strip 

is never more than one hour away. 
+ * * 


yo are in good company on the 
trip ... Those two guys across 
the aisle are boys you've seen in the 
movies (Jean Hersholt and Walter 
Pidgeon) accompanied by Gov. 
Harold J. Powers of California. 


After Winnipeg, we go “Hoopy- 
Ho” over vast stretches of frozen, 
lake-studded country, across Hud- 
son Bay, where we pass 780 miles 
from the Magnetic Pole, to snow- 
blanketed Baffin Island, across 
Davis Strait and on to the second 
way station ( U. S.-manned air 
base at the en 
Fjord on Danish-owned Green- 
land). 

The third leg slices across the 


of Sondre Strom | 


southern half of Greenland, cuts 
over the northern side of Iceland, 
hits Europe near the southern tip 
of Norway and skirts the north- 
east Danish coast of Copenhagen. 


The passengers back in the cabin, 
screened from navigational prob- 
lems, keep comfortably warm, de- 
spite the outside extremes of cold 
that this is an unusual flight 
through Arctic regions. 


One civilian engineer at the 
Greenland station of Sondre Strom 
carries a sign, “Los Angeles City 
Limits.” A bright half moon rises 
and the greenish northern lights 
appear out of the ocean in a half 
rainbow. 

P.S. Then ... at least one pas- 
senger on the Viking expresses the 
hope that the Lord would let him 
live “just a few more years” to 
witness the spread of intelligent 
thinking throughout the world... 
the kind of thinking that makes 
men, women and nations work and 
prosper together in peace. 


| Hamlin Heads AOT Chapter 
LOS ANGELES.—Ralph Hamlin 





- almost have to look for signs | 








Tubeless Tire Setup for Trucks— 


| The tubeless tire mounting (right), shows the use of only two parts to roll on the 
| road, as opposed to the five or six-part assembly of conventional mountings at the 
left. Firestone Tire & Rubber Co. says that the tubeless 9.00 by 20 tire at the right 


|has been elected president of the! weighs 168 pounds, compared with 196 pounds for the conventional mountings. The 
| Southern California Chapter of the! company said that a ten-wheel tractor-trailer outfit would realize a weight saving 


| Automobile Old Timers. 


of 280 pounds with tubeless tires. 
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EATON 


) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts ° Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units *° Snap Rings 


Springtites * Spring Washers*® Cold Drawn Steel * Stampings® Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 


EATO 
AXLE 
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By providing a gear ratio best suited for 
each road and load condition, Eaton 2-Speed 
Axles permit engines to work in their most 
efficient and economical speed range, re- 
ducing stress and wear on operating truck 
parts. Truck maintenance is reduced, trucks 
deliver more on-the-job hours. In addition, 
because of Eaton’s exclusive planetary de- 
sign, forced feed lubrication, and extra 
rugged construction, there’s less mainte- 
nance on the axle itself. When axle repair 
is required, Eaton’s down-to-earth design 
makes the work quick, easy, and economi- 
cal. Trucks with Eaton 2-Speed Axles last 
longer, earn more at lower cost, are worth 
more on the trade-in. 





AXLE DIVISION ——— 


MANUFACTURING COMPANY 


CLEVELAND, OHIO 
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Auto Personnel 





Appointment of R. C. Crowe to 
the sales staff and the transfers 
of K, F. Egan and E. J. Finn have 
been announced by J. M. Dumser, 
sales director for Wolverine Tube, 
division of Calumet & Hecla, Inc. 
Crowe formerly was industrial and 
public relations supervisor. He will 
take over Finn’s former territory 
in southeastern Michigan. Finn will 
transfer to Egan’s former territory, 
Boston and environs, and Egan 
will relocate in Rochester, N. Y., 
serving upper New York State. 

* * + 


O’Donnell Named Assistant 


To Chrysler’s Quinn 


Appointment of M. T. O’Don- 
nell to the newly created position 
of special assistant to the presi- 
dent in charge of manufacturing 
and organization divisionaliza- 
tion has been announced by E. 
C. Quinn, president of Chrysler 
division. 

O’Donnell has been assistant 
general works manager of the 
division. 

* * * 
K-W Names Duffy 
R. E. Duffy jr. has been ap- 
pointed manager of Kaiser-Willys’ 
Atlanta zone office. He formerly 
was manager of the Atlanta region. 
= 7 * 


L-M’s Cunningham Named 


Disaster Protection Chief 


Henry M. Cunningham, district 
sales manager for Lincoln-Mercury 
in Washington, D. C., has been 
appointed chairman of a Disaster 
Protection Committee, newly cre- 
ated by the Board of Trade in 
Washington. 

Francis J. Kane, Board of Trade 
president, said the committee was 
formed because of the increasing 
concern over the inadequacy of 
civil defense plans and organiza- 
tion. 

* * + 


Hohnson Elected 


David W. Hohnson, president of 
Muskegon (Mich.) Motor Special- 
ties Co., has been elected president 
of the Muskegon Manufacturers 
Assn: : 
cs * * 
Chevrolet Truck Promotes 


Conlan and O’Rourke 


J. E. Conlan has been appointed 
assistant national manager of the 
Chevrolet commercial and truck 


J. E. Conian E. J. O'Rourke 
department, and E. J. O’Rourke 
has been named to succeed Conlan 
as truck manager of the Great 
Lakes region. 

Conlan, who joined Chevrolet in 
1940 as a district manager, will 
specialize in activities with retail 
sales groups and studies of con- 
sumer needs. 

O’Rourke has been Chicago zone 
truck manager since November, 
1951. He joined Chevrolet in 1939. 

e a * 


Gottschalk Promoted 


Oliver A. Gottschalk, formerly 
assistant controller of Carborun- 
dum Co., has been appointed as- 
sistant to the president, according 
to Gen. Clinton F. Robinson, presi- 
dent. 


. > * 


Plymouth Names Kimmell 


Bruce L. Kimmell has been ap- 
pointed Plymouth regional used- 


car manager for the Dallas region. | 
” * 7 


National Motor Bearing 
Opens Indianapolis Office 

W. L. Rodgers and W. P. 
Spencer have been named to a 
new district sales office of Na- 
tional Motor Bearing Co., Inc., 
Indianapolis. 

Both men formerly were as- 


sociated with the company’s Chi- 
cago district sales office. 

The new office, located at 2802 
North Delaware St., Indianapolis, 
will service Indiana, western 
Ohio, southern Illinois, Kentucky 


and Tennessee. 
* * * 


Timken Names Gibson 


Dallas District Head 


D. G. Gibson has been appointed 
district manager of Timken Roller 
Bearing Co.’s Dallas territory, suc- 
ceeding the late- Harry Trump. 

Since 1949, Gibson had been 
assistant district manager in the 
Dallas office. 

* * 


Chevrolet Adds Managers 


In Detroit and Baltimore 


Chevrolet has appointed new city 
managers in both Detroit and Bal- 
timore. 

The Detroit post goes to H. A. 
Lambert and the Baltimore spot 
to R. W. Miller, both of whom for- 


merly were assistant national sales 
promotion managers in the Detroit 
central office. 


Lambert becomes the second city 
manager in Detroit and will share 





H. A. Lambert R. W. Miller 
duties with H. G. Lackey, who has 
been serving in that capacity. G. 
R. Stelzer, who has been serving 
as city manager for the Baltimore- 
Washington area, now will confine 
his activities to Washington. 

* * * 


Skinner-Adams Appoints 


Truesdell Sales Engineer 
Richard E. Truesdell has joined 
the Skinner-Adams Co., automo- 
tive representatives of Gustin- 
Bacon Mfg. Co., Kansas City, Mo. 


7, 1955 


thermal and insulation products 
and trim padding materials. 
Truesdell formerly was in the 


staff engineering division of Ford 
Motor. 


* * * 


Goodyear Names Caillet 


Eugene Caillet has been ap- 
pointed assistant manager of 
molded and extruded goods sales 
at Goodyear Tire & Rubber Co.’s 
St. Marys (O.) plant. 


* * * 


Ryan Promotes Knight 
James W. Knight, assistant 
comptroller of Ryan Industries, has 
been elected comptroller and treas- 


urer. 
* * * 


Weins Retires 
William Weins, a field service en- 
gineer of U. S. Rubber who started 
in the tire business with Republic 
Rubber Tire & Shoe Co. in 1904, 


has retired. 
* * * 


P. R. Jones Bonding & Mfg. 


Moves to Hazel Park, Mich. 


P. R. Jones Borfding & Mfg. Co., 
formerly of 62 Manchester Ave., 
Highland Park, Mich., has moved 


He will serve as sales engineer for'to its new factory at 124 E. Ten 





Mile Rd., Hazel Park, Mich., it wag 
announced by Paul R. Jones, presi- 
dent. 

The firm manufactures tra:tor 
and heavy duty machinery clutches 
and operates a bonded brake hoe 
exchange using Thermoid bake 
linings. Experimental work using 
the latest known adhesives for 
bonding similar and dissimilar ma- 
terials is forming a large part of 
its current business. 

* * * 


Pontiac Names Moore 


Appointment of Shirley J. Moore 
as plant traffic manager of Pontiac 
has been announced by R. J. Long- 
pre, production manager. Moore 
formerly was supervisor of tracing 
in the traffic department. He re- 
places the late H. V. Lankey. 

* * ® 


Gar Wood Appoints Hoop 
To Head L. A. Sales Branch 


Gar Wood Industries, Inc., has 
appointed A. F. Hoop manager of 
the Los Angeles direct factory 
truck equipment sales branch, ac- 
cording to E. B. Hill, sales vice- 
president. 

Hoop has been assistant man- 
ager of the Los Angeles branch 
(Continued on Page 37, Col. 3) 
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EVERY AUTOMOTIVE DEALER AND SHOP BENEFITS from Farm Journal’s continuing editorial 
program aimed at better, more frequent maintenance. Farm Journal is the largest selling— 
and most influential—farm magazine in America. When it urges its readers to do something 
about their 6,000,000 motor vehicles in a “Keep "Em Rolling” editorial feature, it gets results. 
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; eral Motors Training Center in 
i Clarence, N. Y 
Auto Personnel Thor Ups Demps 
r ey 
5 ‘ John B. Dempsey, Detroit branch 
; manager, has been appointed man- 
6 (Continued from Page 36) ager of electric tool sales of Thor 
z ; 3 © . . Power Tool Co., Aurora, III. 
4 since 1948. He started with Gar;of Frontier Industries, Buffalo, oo.) <i 
: Wood in 1932 in the company’s| manufacturer and distributor of Chrysl N Tei 
f San Francisco truck equipment | general automotive service tools ryster Names i etper 
sales branch. | and equipment. Dig Director of Service 
+ * * 
. Richard B. ‘Teiper has been ap- 
Wanser Joins Clevite Young Ends 27 Years pointed service 
. Ralph Wanser has been ap-|Of Service with GM director for 
. pointed chief accountant for Clevite| Harry C. Young, comptroller of Chrysler division, 
; Corp. Prior to joining Clevite, he| the AC Spark Plug division of Gen- | 2¢°°rding_ to E. 
was associated with Peat, Marwick, 1M h 97|M. Braden, gen- 
2 5 era otors, has retired after 27 1 1 
' Mitchell & Co. New York and| years with GM. eS eS 
: Boston. aos 1B’ ag He became assistant comptroller | heise, who has 





Grey-Rock Names Tauss 


|of Buick in 1946 and comptroller 
| of AC the following year. 


* x * 


DeSoto Fieldmen Go to School— 


William V. Tauss has been ap- | 
pointed chief field engineer for the | 
Grey-Rock division of Raybestos- | 


Ford to Head Pace Sales 


A sales training program for field personnel, including district managers, has been 
instituted by DeSoto. Brought together by the current class in Detroit are (seated front, 
from left), R. G. O'Hara, Syracuse region; T. R. Noble, St. Louis; D. K. Schneider, 

Los Angeles; D. R. Merritt, Charlotte; F. R. Bond, Detroit; G. V. O'Neal, Omaha; 


A. M, Augustine, New York; T. D. Carlin, Minneapolis; W. W. Wilt, Chicago; J. M. | 


Haenn, Philadelphia. Seated in rear: T. C. Fisher, San Francisco; C. W. Espenschate, 
Pittsburgh; J. D. Ryan, Kansas City. Standing: R. G. Roth, national sales training 
| supervisor; A. C. Licatta, advertising, and James L. Wichert, director of advertising 
and sales promotion. 





MEANS MORE BUSINESS FOR YOU 


A GREAT SALES OPPORTUNITY 


a 


Would you like the Spring 
“rush” to start now, while you 
can take care of it—and profit 
from it? Do as hundreds of 
other car dealers and shops the country over 
are doing. Tie in with Farm Journal's pre- 
Spring “Keep "Em Rolling” feature. It tells your 
best customers what to do about their cars, 
trucks and tractors now. This feature appears 
in the March issue of Farm Journal, which 
starts reaching nearly 3,000,000 of the coun- 
. try’s best automotive customers February 19. 





Let your customers and prospects know you're 
cooperating with “Keep Em Rolling,” and that 
you're handling Farm Journal-advertised prod- 
ucts. You can do this by post card, by radio, 
by small-space classified advertising, or by using 
one of the promotional programs your suppliers 
make available. 

Send today for an up-to-the-minute list of auto- 
motive products advertised in the March issue 
of Farm Journal, for your free copies of the 
magazine, for free display banners. Write Dealer 
Service Department, Farm Journal, Inc., Phila- 
delphia 5, Pa. 





Farm Journal 


America’s largest, most successful farm magazine 


WASHINGTON SQUARE, PHILA. 5, PA. 
GRAHAM PATTERSON, PUBLISHER 
RICHARD J. BABCOCK, PRESIDENT 











Manhattan, Inc., Manheim, Pa., ac- 
cording to James A. Wheatley jr., 
sales manager. 

+ 


Manzel Names Cosner 


Roy Cosner has been appointed 
sales representative in the Pacific 
Northwest for the Manzel division 


* + 





WHY MORE BUSINESS. Nearly half the cars in America—and 
proportionately more cars per family—belong to rural people. In 
iddition, they own a third of the trucks and practically all the 
tractors in the nation. No wonder the majority of the nation’s car 
dealers and independent repair shops get half their business from 
rural and out-of-town customers—the very people that Farm Journal 
sells so convincingly. 


| H. Richard Ford has been named 
| Sales manager of the Pace Corp., 
| Detroit stampings maker, accord- 
|ing to President L. C. Pace. 

| + ® 


+ 
Walls Heads Training Center | 


Cordon E. Walls, of the Buffalo 


| Pontiac zone Office, has been ap- 
| pointed manager of the new Gen- 








* 
Se. e-. x 





WHY MORE BUSINESS FOR YOU. So successful has Farm Jour- 
nal become in meeting the needs and interests of farm families 
that they have made it the largest selling publication in this field. 
In fact, it is so large that it gives advertisers coverage in the better 
rural areas like a local newspaper, thus giving you the local sales 
support you want. 





| been in charge of 
service promotion 
for the division, 
succeeds Marc R. 
Prass, who has 
been appointed 
product planning director. 
+ * * 


Chevrolet Expands in L. A. 


Chevrolet now has two city man- 
agers in Los Angeles. They are 
V. D. Daniels, who has held the 
post for some time, and Robert M. 
O’Connor, former assistant zone 
manager in St. Louis. The rapidly 
expanding market in the area is 
said to have caused the change. 

* + 


Bendix Ups Bimberg to Head 


Zenith Carburetor Division 


E. M. Bimberg has been ap- 
pointed general manager of the 
Zenith Carburetor division of 
Bendix Aviation 
Corp., according 
to Malcolm P. 
Ferguson, presi- 
dent. 

Bimberg suc- 
ceeds G. C. Fricke, 
who served as 
general munager 
of both the Ze- 
nith and Skinner 
divisions. Fricke 
will devote his 
attention to 

which has built 





R. B. Teiper 








E. M. Bimberg 
Bendix Skinner, 
a new plant in Royal Oak, Mich. 


and has expanded 
of filters. 

Bimberg joined Zenith in 1916. 
In 1938 he was promoted to chief 
engineer. 


its production 


S, & a 


Varshall Joins Rinshed-Mason 


As Industrial Sales Rep 


Ray L. Marshall jr. has been 
repre- 


appointed industrial sales 
sentative for Rin- 
shed- Mason Co., 

| Anaheim, Calif., 
according to 
Frederick G. 
Weed, president 

| of the paint com- 
pany. 

Marshall, who 
has more than 10 
years’ experience 
in paint sales, 
formerly was 
sales vice-presi- 
dent of Pipe Line Coating & Engi- 
neering Co. 


* 





2 * 


Champion Appoints Davis 
Equipment Sales Head 


Promotion of Harry Davis to 
manager of equipment sales for 
Champion Spark Plug Co. has been 
announced. Davis 
will continue to 
maintain head- 
quarters in Dé- 
troit where, since 
1951, he has been 
district manager 
of equipment 
sales and, before 
that, equipment 
sales engineer. 

Davis began 
his automotive 

Harry Davis career with Texas 
Co. and joined Champion in 1936. 
A year later, he was named field 
man for central Pennsylvania. In 
1946 he Was made special repre- 
sentative for New England, and in 
1948 territory representative for 
northern New Jersey. 

* > 


Chrysler Names Hampton 


Appointment of W. J. Hampton 
to the college recruiting staff of 
| Chrysler Corp. has been announced 
|by C. G. Eschenbach, director of 
}employment and employe services. 


* 





brochure covers features of 
design, specifications and power 
curves of single, multiple-engine 
and torque converter units and in- 
cludes photos of these engines at 
work in various types of equip- 
ment. 


the 





TARPAULIN SUPPORT—The Fiex-Pole is 


constructed of tubular steel lengthwise 
members and carbon steel cross members. 
it is collapsible to facilitate overhead 
loading, better cargo protection and re- 
duced loading effort. Flex-Pole Co., 5001 
E. Pleasant Valley Rd., Cleveland, O. 
* ¢ ®@ 
Re 





FREIGHT VAN—The Fleetliner features 
X-braced construction and has a flat gal- 


'|while the side sheets are cold rolled 
stretcher leveled steel. The unit is avail- 
able with single axle as well as tandem 
suspension. Optional inside heights in in- 
crements of four inches are offered, and 
length options are in one-foot increments 
from 26 to 36 feet. Dorsey Trailers, 401 
Hickman, Elba, Ala. . 





ELECTRICAL SYSTEM—Alternator electri- 
cal systems include a light-duty and au 
heavy-duty unit, both with capacities of 
12 volts, 50 amperes. Also available are a 
light-duty model and a heavy-duty model 
with capacities of six volts, 60 amperes. 
The alternators are specifically designed 
for fleets of small trucks. Leece-Neville 
Co., 5109 Hamilton Ave., Cleveland 14, O. 

2 «(= 


Ingersoll-Rand Adds x 


3rd Starting Motor 


Ingersoll-Rand has announced a 
third size in its line of air starting 
motors. 

The new motor is known as Size 
5BM and is designed for service on 
gasoline engines from 750 to 1,750 
cubic inches or on diesels from 300 
to 700 cubic inches. Details are 
11 





AERIAL EQUIPMENT — The Sky-Master 
hydraulic aerial beam consists of a re- 


operated beams, constructed to carry two 
men up, out, over or down within the 
operating range. Inner beam can be 
moved to any point in 85-degree arc. It 
is available in two sizes, installed on a 
Powers-American body. Series AB-37 pro- 
vides a working height of 42 feet, Series 
AB-43 a working height of 48 feet. Mc- 
Cabe-Powers Auto Body Co., 5900 N. 
Broadway, St. Lovis 15. Mo. 

. 


Industrial Lift Trucks 


| A 12-page bulletin (5101C), pub- 
5 lished by Yale & Towne Mfg. Co., 
11000 Roosevelt Blvd., Philadelphia 
15, Pa., describes the firm’s gasoline, 
diesel and LPG industrial lift 
trucks up to 10,000 pounds of ca- 
pacity. 


available from Ingersoll-Rand, 
Broadway, New. York 4, N. Y. 
* & ~ 


* 





TRUCK FILTERS—A new line of dry-type 
Micronic truck filters is designed to meet 
rigorous requirements. The Micronic ele- 
ment of the filter is of resin-impregnated 
cellulose and provides ao high degree of 
filtration. Purolator Products, Inc., 1000 
New Brunswick Ave., Rahway, N. J. 

. 
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TRUCK LETTERING — Three-dimensional 
plastic letters for truck and trailer identi- 
fication are made of Plexiglas and said 
to provide marked advantages over other 
lettering materials. They are said to be 
colorfast, break - resistant and weather- 
proof. Polyplastic Forms, Inc., 473 Hudson 
Ave., Brooklyn 1, N. Y. 

* « 
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BREAKAWAY VALVE—The unit auto- 
matically seals off the towing vehicle's air 
lines if the trailer breaks away or the 
connecting lines are severed. It requires 
no secondary tank or check valve. Robin- 
son Products, Inc., 16550 Wyoming Ave., 


Detroit 21, Mich. 
e ie. 6 


Brochure Describes 
GM 6-110 Diesels 


A brochure describing the opera- 
tion of General Motors 6-110 diesel 
engines and illustrating industrial 
and marine models in the series 
from 200 to 575 horsepower has 
been announced by Detroit Diesel 
Engine division, 3400 W. Outer 
¢ Drive, Detroit 28, Mich. 

Entitled “Power for Progress,” 





TRUCK HARDWARE—The Universal Joint 
and Power Takeoff Hardware Assortments 
contain the most popular and needed 
items in repair work. No. H-280 is an 
assortment for cars and some light trucks, 
and No. KS-1410 P.T.O. is a screw and 
key assortment. Neapco Products, Inc., 805 
South St., Pottstown, Pa. 


vaneal steel roof for higher cubic content, | © 


j 


volving mast and a pair of hydraulically- | 


4) 
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NEW PRODUCTS 


plugs and to eliminate the danger 
of faulty hookup. 

The system employs color-coded 
Mueller clips in place of the com- 
posite plug, permitting the leads 
to be easily matched. Truck drivers 
can easily make changes and re- 
pairs on the road, the firm said. 

* . > 





BRAKE LINING—PFT (Prescribed Friction 
Truck) is a brake lining formula for light 
trucks which is said to require no break- 
in period. It is said to eliminate noise 
and reduce equipment downtime for ad- 
justments. Sets of up to three-eighth-inch 
thickness are available for riveting or 
bonding. World Bestos, P.O. Box 233, New 
Castle, Ind. 





FIRE EXTINGUISHER—The Ansul 10 is a 
truck fire extinguisher capable of dis- 
charging 10 pounds of dry chemical. Its 
overall weight is 22 pounds. By eliminat- 
ing the ring pin the job of putting it into 
action has been speeded up. Ansul Chem- 
ical Co., 101 Stanton St., Marinette, Wis. 

: 8 & 


| Wyoming Truck Decals 





SIGNAL LAMP PROTECTOR—The Sig- 
wire Boots are made of rubber and are | Tell Story — Taxes 
designed to protect under-the-fender sig-| The Wyoming Trucking Assn. is 
nal lamp fittings and wire from corrosion. Carrying out a public relations pro- 
Kits contain two boots, protective loom|8ram through the use of decal 
for wiring and hardware. Signal-Stat | Signs mounted on trucks which say, 
Corp., 523 Kent Ave., Brooklyn 11, N. Y.|““Trucks Pay 53.4% of Wyoming’s 

* * # |Highway Tax.” 

The signs were produced by 
Meyercord Co., 5323 W. Lake St., 
Chicago 44, Ill, and are available 
with wording suitable for other 
local use. 


| 





TUBELESS TRUCK TIRE—This heavy-duty 
tire is now available in 6.50-16 six-ply 
size. It is said to be puncture-sealing and 
blowout-protected. It can be repaired and 

| recapped by conventional methods. B. F. 

| Goodrich Co., 448 S. Main St., Akron, O. 





. «. 
| Trailer Light Hookup Uses FOUR-TON JACK — Fast operation is 
| | claimed for this hydraulic jack with a 

Color-Coded Clips lifting capacity of four tons. It raises in 


Mueller Electric Co., Cleveland, | one pumping stroke to any desired posi- 
has developed a new tractor-trailer | tion up between 4 and 24 inches. The 
light hookup system which is said | unit features a safety valve to prevent 
to save much time and trouble in| overload and damage to cylinder. K. R. 
testing and rewiring standard light | Wilson, Inc., Arcade, N. Y. 

e * a ~ . = 
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METAL-PLYWOOD TRUCK BODY—This truck body of metal-plywood laminate wall 
construction is said to be nearly 1,000 pounds lighter than conventional bodies. Its 
gross weight with chassis is 8,600 pounds, its pay load capacity 14 tons. The walls 
are made of Armorply. The roof is aluminum sheeting, applied to an aluminum 
frame. U. S. Plywood Corp., 55 W. Forty-fourth St., New York 36, N. Y. 





DELIVERY VAN—Model FV-2490 has oa 
payload capacity of 983 cubic feet, short 
overall length and is said to be highly 
maneuverable. Removable steel racks hold 
415 bread trays, enough for 4,150 loaves. 
Twin Coach Co... Kent, o. 





FUEL TANK VALVE—The Selectrol per- 
mits instant changeover of fuel from one 
tank to the other while truck is in motion 
by push-pull dash control. It may be used 
with either gasoline or diesel and is 
suitable for any heavy-duty equipment 
with dual tanks. It is packaged in carton 
which doubles as a counter or shelf dis- 
play. Weatherhead Co., Automotive Dis- 
tributor division, 300 E. 131st St., Cleve- 
land 8, O. . 
.* 2 @ 

Hoist Brochure 

A 16-page brochure describing 
the Yale Cable King line of wire 
rope electric hoists has been pub- 
lished by The Yale & Towne Mfg. 
Co., 11000 Roosevelt Blvd., Phila- 
delphia 15, Pa. The brochure’s num- 


ber is P-495-A. 
® - e 





AIR BRAKE DIAPHRAGM — This 
prene-nylon unit for trucks is said to give 


neo- 


improved performance and to prevent 
blowout, oil deterioration, fatigue cracks 
and failure from brake adjustment. Air 
double air seal provides protection 
against air leakage. Thermoid Co., 400 
Whitehead Rd., Trenton 6, N. J. 

* = + 


Hyster Offers 6th Edition 


Of Lift Truck Manual 

The sixth printing of the bro- 
chure, “How to Operate a Lift 
Truck,” is now available from Hy- 
ster Co., 2902 N.E. Clackamas S&t., 
Portland 8, Ore. 

The booklet also covers preven- 
tive maintenance, safety and basic 
materials handling. It is illustrated 


by two-color cartoons. 
” a co 


AXLE REPAIR—This axle tube removi: 
and installing tool can be used witho 
removing axle housings on opposi’: 
wheels. The unit is equipped with a 100- 
ton pull jack and various adapters ar ! 
will handle any truck, says Jergens To! 
Specialty Co., 712 E. 163rd St., Clev 
land, O. 
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By Leo T. Parker 
Attorney at Law 

oceans to a late higher 

court decision, a seller of an 
auto is guilty of violating the usu- 
rious laws if the court believes 
that his final bill is more than the 
originally agreed purchase price. 

For illustration, in Thompson 

y. Public Auto Co., 267 S. W. (2d) 

11, it was shown that Public Auto 
Co. sold a car to one Thompson. 

As part of the purchase price of 
$1,460 Thompson delivered to the 
dealer a used car and paid $53 
in cash, and signed a title-retain- 
ing contract for the unpaid bal- 

ance. 

According to Thompson, he owed 
a balance of $1,083.06, but the final 
contract specified $1,244.04. Thomp- 
son arrives at the total of $1,083.06 
in this manner: He states that it 
was agreed he was to receive 
credit of $600 for the old auto; 
that $53 was paid in cash which 
was to reduce an existing mort- 
gage of $203 to $150, and that in 
addition to allowing $600 on the old 
car the Public Auto Co. assumed 
the burden of paying off the $150 
balance on the mortgage, plus cer- 
tain insurance. 

During the trial Thompson testi- 
fied that he did not receive a copy 
of the contract which he signed at 
the time of the consummation of 
the transaction. Also it was blank. 


* * * 


Only $490 Allowed 

OWEVER, he did receive “4 

invoice which showed he was | 
not allowed a credit of $600 on the} 
old auto, but was allowed only | 
$490, and that he was charged in 
advance $101.66 for the annual in- 
terest. 

The higher court held, “Coun- 
sel for appellee (Public Auto Co.) 
made a reasonable and plausible 
explanation of the transaction to 
show that no usurious rate of 
interest was charged, but Thomp- 
son’s evidence is sufficient to 
make out a primafacie case of | 
usury.” 
In other words, this court ap- 
parently believed Thompson’s testi- 


Letterbox 


(Continued from Page 12) 
An Oilite Filter, or a Micro- 
Honed Block? 
“What the devil,” asked Meek, “is 
Airflex Suspension? 
Quadri-Jet Carburetion, or oil 
retention?” 
On Gyro-Stability, poor Meek was 
sunk, 
He thought it a gadget for driving 
while drunk. 
His head was all jammed with 
jumbled up phrases 
Of Triple-Tooth Steering and six- 
cycle phases. 
Of Gyromatic and Gyro- 
Torque. 
Meek’s mind couldn't take it—he 
blew his cork! 
He screamed as they carried him 
off in a dither, 
“Please give me the car that was 
known as a flivver! 
Not a feature it boasted, so help 
me, Lord! 
Just a simple old, little old 
Model T Ford!” 
The moral is this—and it's got 
to be heard: 
You can’t sell a car with a weird- 
sounding word. 
So, admen, take heed—in spite of 
your vanity, 
Drop those two-bit words for the 
sake of our sanity! 
—CHARLIE Foote, 
Campbell-Ewald, Detroit. 
x * * 








Saleswoman 


Rose Podlish, owner of Royal 
Motor Sales, has been selling cars 
for 25 years. Just curious to know 
if she is the longest auto saleslady 
you know.—Jack PopiisH, Royal 
Motor Sales, Akron. 


Parker to Expand 
Robert Parker, who has a Ford 
dealership in Prince Rupert, B. C., 
is planning to establish a sub-deal- 
ership at Kitimat. It will be the 
first automobile outlet in British 
Columbia’s latest industrial city. 


Lewsuits Affecting Dealers ... 
Court Decisions 
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mony that the dealer agreed to 
allow him $600 for the old auto but 
in fact allowed him only $490, 
whereby the annual interest rate 
in advance of $101.66 was usurious 
on the true amount of $1,083 due 
on the contract. 

Hence, auto dealers will do well 
to have signed written contracts 
with purchasers which discloses all 
details of the transactions. 

* 


Sunday Sales Prohibited 


ONSIDERABLE discussion has 

arisen from time to time over 
the question: “Is a state law valid 
which prohibits the sale of cars in 
certain cities or counties on Sun- 
day, and permits sales in other 
cities and counties?” 

Recently a higher court clearly 
answered this question. 

For illustration, in Irishman’s 
Lot, Inc. v. Cleary, the testimony 
showed: A state enacted a law 
which provides that it shall be 
unlawful for any person, firm, or 






corporation to engage in the bus- 
iness of buying or selling used 
vehicles on Sunday, in any coun- 
ty having a population of more 

than 130,000. 

Certain auto dealers filed a suit 
and asked the court to hold the 
law invalid. The higher court held 
the law valid, and said: 

. * * 


No Conflict Found 


ee OUR opinion the statute in 
question is within the police 
power of the state and not in con- 
flict with any express provision of 
the constitution.” 

The higher court went on to 
explain that the law was not dis- 
criminatory because sooner or 
later it would apply to all coun- 
ties which in the future would 
attain the designated population. 

Also, see the following higher 
court cases: People v. Brazee, 183 
Mich. 259. L.R.A. 1916E, 1146; 
Hayes v. Auditor General, 150 N. 
W. 331, and Sullivan v. Graham, 
57 N. W. (2d) 447. 

These higher courts hold that 
such a law is invalid if the testi- 
mony shows that it was not in- 
tended to become operative in other 
counties as they reached the re- 
quired population. 


English Fords 
Get New Ports 


JERSEY CITY, N. J.—In addi- 
tion to New York, Los Angeles and 
San Francisco, English Ford cars 
are now entering the United States 
through Boston, Baltimore, Wil- 
mington, Norfolk, Jacksonville, Mi- 
ami and Houston. 

Indications are that additional 
ports will be used as the demand 
for these facilities increases, an 
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official of Ford Motor Co.’s inter- 
national division said. 

A special study of inland and 
remaining coastal facilities is now 
being conducted, he said. 


International Exhibit 


NEW ORLEANS. — An Interna- 
tional Motor Exhibit—first of its 
kind in the nation—will be held 
May 6-9 by International House. 
Invitations to exhibit have been 
sent to manufacturers in Argen- 
tina, France, Great Britain, Italy 
and Japan. 


"Satisfied Service Customers Are The Best Source 
of Profitable New Car Sales” 
MODERNIZE YOUR SERVICE OPERATION ! 

"HOLD" SERVICE CUSTOMERS ! 


INCREASE SERVICE DOLLAR VOLUME ! 


END SERVICE HEADACHES ! 


ENJOY A SERVICE PROFIT! 


The Flash-A-Call Service Modernization Program is guaranteed to produce 
results for Dealers with a service potential of $10,000 or more. Your letterhead 
will bring a list of successful users and full information! 


FLASH-A-CALL PRODUCTION CONTROL DIV., 


1112 So. Wabash Ave., Dept. AN-98 





















“We are very much pleased with the installation in 
two ways,” says Charles Bohannon about the new 
Pittsburgh Front on his Perry, lowa, paint and glass 
store. “One is the neat appearance of the building, 
and the other is the substantial increase of business 
brought to our establishment.” Well-planned mod- 
ernizations like this one have done much to build up 
business for many retailers in all sorts of businesses. 
They have discovered that their customers definitely 


like the new look of their stores. 


a 


W 


Chicago 5, Ill. 








From the outside or the inside this beautiful open-vision front is an asset to the East Hartford Aircraft 
Federal Credit Union, East Hartford, Conn. To create this unusually effective and appealing design ex- 
tensive use was made of many Pittsburgh Products. Experience has proven that people like to patronize 
a good-looking establishment, that they place confidence in a modern, progressive appearance. Archi- 
tect: Arthur Baily, Hartford, Conn. 


The attention of passers-by will be caught by the smart good looks of this theatre, the Village Theatre, 
Cameron Village, Raleigh, N. C. Once inside they'll be delighted with the many modern patron-pleas- 
ing features including extra width seats and Twindow®-glazed crying rooms for mothers with small 
children. And these satisfied patrons will be back again and again, bringing more and more business to 
this theatre. Many theatre owners’ have reported substantial increases in business after the installation 
of a Pittsburgh Front. Architect: Leif Valand, Raleigh, N. C. 





For more information on Pittsburgh Store Fronts and Products and a free estimate on modernizing 
your own store or other establishment, just send in the convenient coupon. There is no obligation. 


Store Fronts 


and Interiors 


agian 





PAINTS 
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GLASS CHEMICALS 
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TU 
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BRUSHES 
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Pittsburgh Plate Glass Company 


[] Have your representative give 
store front. 


PLASTICS 


i ae ee 


Room 5152, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


(] Please send me a FREE copy of your modernization booklet. 


me a free estimate on a new 


FIBER GLASS 


a: a ee ae am 
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IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES LIMITED 
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Sell St. Paul 
DEPENDABILITY 


Stress-proved and WORK-RATED 
for lowest cost per payload-hour 


Yeu profit two ways when you sell 
St.Paul hoists for heavy-duty truck installa- 
tions. (1) Advanced Stress-proved design 
i (with over 50 improved engineering features) assures better 
all-around hoist performance, with less strain on YOUR truck. 
(2) Conservative field ratings enable St.Paul hoists to deliver 
fF every ounce of capacity shown in the ratings — with plenty to 

spare. As a result, more and more users find that they can haul 

consistently full payloads for more hours, with substantial savings 

in down-time and hoist-truck maintenance. See your St.Paul 
Distributor for latest facts and figures. 
St.Paul Hydraulic Hoist, Wayne, Mich. 
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Moderate Gain Seen 
In 1955 Tire Sales 





MODERATE gain in tire ship- 
“% ments is expected this year, in 


and somewhat 


ment requirements, according to 


A greater than seasonal rise in 
shipments is indicated for the 


the survey, “in view of the com- 
petitive race for position in the 
auto industry and efforts being 
made to accumulate ample stocks 
in anticipation of possible 
strikes.” 


Profits, it is stated, should be 
improved generally, following wide 
variations in 1954. 

. * a 
HE survey says that the cost 
situation for 1955 is confused by 
uncertainties regarding synthetic 
rubber prices. 


If the industry is transferred 
| to private hands, an increase ap- 
| pears inevitable. 

It is believed, however, that 
prices this year will be firmer than 
last year. 





* * * 


AST October, manufacturers’ 
stocks totaled 12,799,041 tires, 





Ohio Legislature 
Studies Bills of 


Dealer Interest 


COLUMBUS, O.—A considerable 
number of bills of interest to auto 
dealers have been introduced in the 
Ohio Legislature. 

Among them are the following, 
which would: 

1. Require periodic inspection of 
;motor vehicles in stations ap- 
| proved by the highway patrol at 
$1.50 per inspection. 

2. Require certificates of title on 





3. Establish a fine of $50 to $100 
for improper mufflers. 

4. Require exhaust pipes on die- 
sel trucks to be at least four inches 
above the highest point of the cab. 


line with larger vehicle production | 
increased replace- | 


Standard & Poor’s industry survey. | 


first half of 1955, according to | 


compared with 13,446,428 the 
before. 

The survey says that the trade 
“has long been aware of the 
| need to cut stocks of conventional 
casings and tubes to avoid price- 
| cutting as tubeless tires take 
| over a growing portion of the 
market.” 

While the decline in tire sales 
last year was more severe than 
the 1.6 percent drop in national in- 
come, the survey says, the 1955 
gain should exceed by a good mar- 
gin the estimated 1 percent rise 
in national income this year. 

* * + 


Gar Wood Loss Put 
| At $825,000 in Year 


Gar Wood Industries, Inc., 
ports for its fiscal year ended Oct. 
31 total sales of, $30,467,640 and a 
net loss, after income tax credits, 
of $825,096, which compared with 
sales of $50,395,993 and net earn- 
ings, after taxes, of $404,336 in the 
preceding fiscal year. 

The annual report showed a de- 
crease during the year in the com- 
pany’s current obligations for bor- 
rowed money from $6,469,165 to 
$4,769,165, a decline of $1,700,000; 
other current liabilities were re- 
duced by more than $300,000. Long- 
term liabilities were reduced from 
$5,653,260 to $3,745,700 during the 
year, a decrease of $1,905,560. A 
substantial portion of the current 
|year’s loss was accounted for by 
|non-cash charges for depreciation 
of $978,514, while the current asset 
ratio remained unchanged at bet- 
ter than 2% to 1. 


year 





Continental Motors 
Income, Sales Fall 


Continental Motors Corp. had net 
sales of $182,061,693 


|year ended Oct. 31, 1954, compared | 


| with $298,438,605 in 1953. 
| Net earnings declined proportion- 
lately less, from $6,023,812 to $4,542,- 
| 748. 

Inventories were reduced by $12,- 


| 201,667 in 1954, according to C. J. 


Reese, president, and bank loans by 


re- | 


in the fiscal | 


| 
> ' 
trailers for sale or rent. 


5. Require registrar to give writ- | $3 300,000. Assets on Oct. 31 totaled 


| ten notice of the expiration of $67,362,396, and liabilities $35,667,- 
driver's license. Fee would be raised | 976, compared with assets of $104,- 





11 Popular Colors ‘ 


| [Use this economical, 
| |fast way to touch up 
| 


hard-to-get-at, unslightly spots. With no mex 
or fuss that “new” look is sprayed on in just 
a few seconds. Attractive 12 can dispicy rack 


holds a variety of popular colors. 


Available in 12 Oz. cans. 
» and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 





on of Zip Abrasiv 


and 13, Oh 


ZACO LABS (Div 


| 1360 West 9th St 





We're not just 


“Beating Our Gums" 
When we fell you 


HANCOCK’S 


Factory-Type Reclamation Service Actually 
Saves You Half the Cost of Diesel Fuel 
Injection Maintenance Parts. 

GMC—We reclaim and completely rebuild 
your GMC #71 Injector; tested to factory 
specifications after run-in period; we reclaim 
GMC #71 Plungers and Bushings. 

Cummins—We reclaim and rebuild complete 
injectors to manufacturer's specifications: 
Quick Service; we also can supply Replung- 
ered Body; do Pump Work on time and 
material basis. 

Write For Catalog 

You get Quickest Service from Your Nearby 

Diesel Injection Service Shop; if there is no 

Hancock Dealer in your Area, Write Direct to: 


HANCOCK 


DIESEL SERVICE CO. 
331_ WALNUT ST. FINDLAY, OHIO 





AUTO 
TURNTABLES 
e 


Manufactured by 


— 


from 75c to $1. 

6. Permit a person to show an 
equitable claim to or equitable in- 
terest in a motor vehicle without 
such being noted on certificate of 
title. 

7. Provide for licensing of com- 
mercial driver training schools and 
instructors. 

8. Ask legislative service commis- 
sion to determine the practicability 
of providing driver training to all 
high school pupils. 

9. Raise deputy registrars’ 
for issuing motor vehicle 


fees 
license 


from 25c to 30c and for operator's 
license from 25c to 40c. 


| 895,088 and liabilities of $72,618,572 | 
at the end of 1953. 

The company’s annual report said | 
|} that feduced military requirements | 
‘for engines in 1954 were partially | 
offset by increased volume in the 
| Seunpatton and _ industrial-construc- 
tion fields. 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


| 





GM Names Agents |— 
For Stock Deal 


General Motors has announced 
that in connection with the offering 
to be made to its common share-| 
holders to subscribe for additional | 
|common stock, the following sub- 
scription agents have been ap- YOUR TELEPHONE 
pointed. | WITH 
J. P. Morgan & Co. Inc., New - en anaes 
York, N, Y.; National Bank of De- 
troit, Detroit; Continental Illinois EMKAY, INC. 
National Bank and Trust Co. of 
Chicago, Chicago, and Bank of a on nee 
America National. Trust and Sav- a 

Phone: Museum 4-6969 
Ask for Ben Geller 








USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF °53-'54 210 Chevrolets 4 
Custom Fords— ° 

WE ARE AS NEAR AS 


ings Assn., San Francisco and Los 
Angeles. 


= * 


Bendix Net Sets Record he 
Of $25,537,771 in °54 


Earnings of Bendix Aviation 














Blowout Shield— 


An inner shield of nylon fabric, called | 
LifeGuard blowout shield and said to give | 
full blowout protection for tubeless tires, 
is demonstrated by W. E. Shively, Good- 
year manager of tire design. The shield 
floats free within the tire, forming a| 
reserve air chamber which supports the | 


Corp. in the fiscal year ended Sept.| § 
30, 1954, totaled a record high of | & 
$25,537,771, according to Malcolm! 
P. Ferguson, president. Earnings in 
the previous year were $17,352,710. 
Net sales, he said, totaled $607,- 
711,607, compared with $638,544,637 
in the preceding year. Ferguson 
said that sales of Bendix products 
in the automotive field totaled $88 _ 

million in fiscal 1954. 
* a * 


Ontario Steel Products 


A profit decrease from $1,002,519 
in the fiscal year ended Sept. 30, | 
1953, to $743,519 last year, is re-| 









with personalized 





DETAILS ON REQUE.T 








wheel in case of blowout. The outer edges | ported by Ontario Steel Products | 
of the shield hug the tire beads and hold |Co., Ltd., Ottawa, as a result of) 
the shield securely in place. | lower car and truck production. 


1281 SO. CHEROKEE 
DENVER, COLORAD » 


STEMAC 
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By Martin L. Whitmyer 
Staff Writer 

The job of merchandising a 
firm’s advertising should be done 
by the firm’s salesman, not ,by the 
merchandising department of its 
advertising agency nor any adver- 
tising medium, says Lionel B. 
Moses, vice-president of Parade 
Publication, Inc. 

Writing in Sales Management 
magazine, Moses says time ad- 
vertisers, ad agencies and media 
make a clear-cut differentiation 
between the merchandising of 
advertising and the merchandis- 
ing of merchandise. 

“The word ‘merchandising’ has 
been used, misused and abused 
until it has become an irritant,” 
he says. “It seems to me that some 


acceptable definition should be} 


agreed upon. 

“Merchandising advertising 
means using advertising as a tool 
to gain dealer support for the ad- 
vertised product. When an adver- 


tiser’s salesman convinces a dealer | 


that this sales-building power will | 
produce more sales and profits for | 
him, if he makes effective use of | 


it, and then shows the dealer how 
to use this power, that salesman 
has merchandised his advertising,” 
Moses says. 

The trend toward allocating 
more and more responsibility for 
this merchandising job by adver- 
tisers to agencies and, to a lesser 
degree, by agencies to media, 
says Moses, is dangerous for two 
reasons: 


1. No agency and no medium can 


sell the dealer as well as the adver- 
tiser’s salesman can (or should be 
able to). 


2. If this trend continues, there | 


is grave danger that salesmen will | 


accept the idea that they do not 
have to merchandise their adver- 
tising; that the agency and the 
media will do it for them. 

“When or if salesmen get the 
idea that they don’t have to mer- 
chandise their advertising,” says 
Moses, “it’s goodbye to efficient 
marketing of advertised products; 
advertisers’ salesmen who don’t 
sell their advertising are salesmen 
who don’t sell, period.” 

When an advertising medium 
sells space to any agency, ex- 
plains Moses, the medium is duty 
bound to do everything possible 
to help the advertiser’s salesmen 
merchandise that advertising 
effectively, “but the medium 
should not try to do this job 
for the salesmen.” 

Moses suggests that the mer- 
chandising head of the advertising 
agency have his media department 
call in representatives of each type 
of medium—newspaper representa- 
tives, magazine ad managers, sales 
managers of radio and television 
networks or stations, of outdoor 
advertising companies hold a 
separate meeting for each category 
and have discussions on this sub- 
ject. 

“Each medium or group of 
media might then file with the 
agency a statement, in detail or 
in general terms, clarifying the 
type of merchandising service 
they are prepared to render. 
“This,” says Moses, “should elim- 
inate misunderstandings and make 


for better cooperation between | 


media and agency merchandising 
departments.” 

ok ck + 
Chapman Leaves Ford 


Richard L. Chapman, former as- 
sociate of civic groups at Ford Mo- 
tor Co., has resigned that post to 
become vice-president and general 
Manager of Stuart-Wilson, Inc. 
(Ford), Dearborn. 


+. * * 
Polk Appoints Ambrose 
A. B. Ambrose has been appointed 
manager of the Chicago Direct 
Mail division of R. L. Polk & Co., 
according to Ralph L. Polk, presi- 


Aifecting Factories and Dealers .. . 


Auto Advertising 


dent. Ambrose succeeds William T. | 


Morgan, who will continue as a 
consultant. 

_Morgan has been head of the 
Chicago branch for more than 
o” years, joining the. Polk organ- 
ization 45 years ago. He is a past 
president of the Mail Advertising 
Service Assn. International, of 





which he was one of the found- 
ers. 

Ambrose was formerly production 
manager of the Chicago branch. 


* * * 


ANA Parley March 16-19 


The 1955 spring meeting of the 
Assn. of National Advertisers will 
be held March 16-19 at “The Home- 
stead,” Hot Springs, Va., according 
to Edward G. Gerbic, chairman of 
the A.N.A. board. 


Ralph Winslow, a member of the 
board, has been named chairman 
of the program committee. 

Current plans for this meeting 
include presentations on both the 
planning and execution of effective 
advertising. 


* * * 


AFA Convention June 5-8 


Fairfax M. Cone. president of 
Foote. Cone & Belding Co., has 
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the Advertising Federation of 
America convention in Chicago 
June 5-8. 

The golden anniversary of both 
the AFA and the Chicago Feder- 
ated Advertising Club will be cele- 
brated during the convention. 

General chairman for the affair 
is Sidney R. Bernstein, editor of 
Advertising Age. Mrs. Mabel Oben- 
chain, promotion director of Fam- 
ous Features, co-sponsor of the 
parley, will be co-chairman. 


* * * 


Ayer Ups Garberson 


W. Garberson has been 
a vice-president of N. W. 
Ayer & Son. He 
will serve in the 
Detroit office. 


N. W. 


John 
elected 


months he has 
been working 
with J. Widman 
Bertch, vice-pres- 
ident and man- 
ager of Ayer’s 
Detroit office, as 


J. W. Garbersen outh account. 
Prior to joining Ayer, Garberson 


| accepted honorary chairmanship of ' was owner and publisher of the| 


/general manager. 


| been named man- 


| held by Teetor. 
For the past 18 | 


a service execu- | 
tive on the Plym- | 





Marshall (Minn.) Messenger. He 
also served in advertising and pro- 
motion capacities with General 
Electric Corp. and Curtis Publish- 
ing Co. 


* * * 


Perfect Circle Ups Teetor 


Herman Teetor has been ap- 
pointed director of advertising for 
Perfect Circle Corp., Hagerstown, 
Ind., according to 
W. B. Prosser, 


John Senn has 


ager of advertis- 
ing and publicity 
for the piston 
ring division, the 
position formerly 


As director of 
advertising, Tee- 
tor, who is a Herman Teetor 
member of the board, will serve on 
the corporation’s executive com- 
mittee. 

* * * 


New Ford Film Available 


Transformation of a slow-moving 
farm community into a thriving 
village through the stimulus of 





4-H Club work is documented in a| Customer.” 


28-minute motion picture produced 
by Ford Motor Co. 

Entitled “The Town That Came 
Back,” the film is one of 29 pic- 
tures produced by Ford for free 
distribution to schools, churches, 
civic groups and other similar 
organizations in the United States. 

The films may be obtained by 
writing Ford Motor Co. film librar- 
ies, 16400 Michigan Ave. Dearborn; 
15 E. Fifty-third St., New York, or 
1500 S. Twenty-sixth St., Rich- 
mond, Calif. 


* * * 


D’Arcy Gets Autocar 


The Cleveland office of D’Arcy 
Advertising Co. has been named to 
handle the advertising program of 
the Autocar division of White 
Motor Co., Exton, Pa. 

The Cleveland office of D’Arcy 
also handles advertising for the 
parent White company and its 
Canadian subsidiary, White Motor 
Co. of Canada, Ltd. 


* * * 


ATTENTION Detroir ADMEN: Ad- 
craft speaker this week (Friday, 
Feb. 11, at the Statler Hotel) is 
Murray Scholkin. He will speak on 
“Red Carpet Treatment for the 





In Chicago, it takes 2— 


to get 


the job done 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 
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CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 
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McCullagh Buys Frankel 


Frankel Chevrolet Co., Cleveland, |for several years, has been named 
has been sold by its founder, Sam | president of the firm, which has 
Chev-| been renamed Don McCullagh Co. 
rolet dealer in Detroit. James C.|McCullagh will keep his eee 


Klein, to Don McCullagh, a 


a an associate of pe ni re 





CLINCH more truck sales with 






is the new “‘sales hooker" 


offer your customers with the new Gar 
Wood Strong-Arm Hoists. Additional plus 
features include: new fool-proof hydrau- 
unitized tubular lift arms 


lic system... 
. 5% higher dump angle . 


mounting height; and a host of other re- 
finements designed to provide increased 
life and 


operating efficiency, longer 


easier maintenance. Call your Gar Wood 
Distributor for the complete story. 


Based on standard operating conditions 


14% MORE CAPACITY PER $ 


you can now 


. lower 


GAR WOOD 
ee 
HOIST 


See chart below for pay- 
load capacities in tons 
at various body lengths. 









Heavy Duty 


MATCHING DUMP BODIES 


Husky new GB and GC Gar 
Wood Dump Bodies give you a 
perfectly matched combination 
to sell with the new heavy-duty 
A-50 and A-60 Strong-Arm Hoists. 


See the new 
_ alate at your 


ood Distributor 
GW-H-3 


World's largest mfr. of hoists and entail bodies for trucks & trailers 


ADVERTISEMENT 





Automobile Dealers, New and Used, Attention Please! 


Boats Bring Extra Business 





This beautiful new Owens 
cruiser —in your showroom or 
lot —is a real traffic stopper 
and interest ‘rouser. 
PROVE this to yourself: 10% of the ad- 
» Management and 
sales efforts you devote to the sale of 
automobiles can, if directed to the boating 
field, produce very satisfactory extra earn- 
ings. 
Here's why: your competition in the boat- 
ing field is mach less severe and aggres- 
sive. 


why: the 10% additional effort 
meed not be subtracted from 


OWENS YACHT CO. « 


Heze’s 
suggested 


200 STANSBURY ROAD « 


your car sales effort. It can and should be | rected the for- 


in addition to it. 

Here’s why: boat prospects are car pros- 
pects and owners! The two go well together. 
Here’s why: boat business is Big business, 
and it is growing with lightning speed. 
Here’s why: Minimum capital investment 
— minimum time investment — maximum 
profits—and pleasure into the bargain. 
Here’s why: the Owens line includes 18’, 
21’ and larger cruisers, listing from $1390. 


Direct Dealer Franchises are available in 
some markets. Your inquiry will receive 
instant attention. Write today! 


BALTIMORE 22, MD. 





| ently involved. 
+ 





Success Analyzed at NADA Clinic... . 


Answer to ‘Shopping’; Selling 


By Gale Spaulding 
Staff Correspondent 

HICAGO.—Techniques for han- 

dling the “professional shopper” 
were outlined by Vince T. Baker, 
of Pueblo, Colo., nationally recog- 
nized authority on automotive sell- 
ing, in one of a series of clinics 
conducted by NADA’s 38th annual 
convention in Chicago last week. 

Included in the series were 
meetings on service equipment, 
customer paid labor and the 
place of women in the automotive 
market of the day (see Jan. 31 
issue of Automotive News for di- 
gest of service clinics). 

Baker, utilizing an abundance of 
visual material, took the assembled 
new-car and truck dealers on a 
“selling and importance” tour 
through several phases, stressing 
that the greatest need was for pro- 
fessional selling in the buyers’ mar- 
ket in which the industry is pres- 


* * 


ET rid of the dead wood in 
your organization,” said Baker, 
“and see that the men you have are 
well-trained. An untrained man 
can cost you much more than he 


| will ever bring you.” 


Contributing to the successful 


| dealership, according to Baker, 


are consideration of the type of 
customer, the finances involved 
in marketing the product, loca- 
tion of the dealership, the profit 


| which must be gained and the 


expenses involved, training of the 
staff and the amount of volume 


| to be achieved. 


Dealership facilities must be com- 
petitive and the manpower must 
be aggressive, Baker said. A great 
deal of advertising money is being 
used unwisely and more considera- 
tion should be given to the desired 
effect, he added. 

“You must use showmanship and 
you also have to exercise good 
judgment. And then, you must 
know your product and be sold on 
it yourself, and you have to use all 
this knowledge in good public re- 
lations. 

* * * 

TS may be getting along with- 
out some of these factors,” he 
continued, “but you’re not doing as 

well as you could be doing.” 
Baker told the dealers that if 
they utilized all these points they 
need have no fear of the so- 


| called professional shopper. 


“Convince the man you've got the 


| best product, that he needs it and 


that he can’t buy it anywhere else 
for what you’re willing to give it 
to him. That’s salesmanship.” 

The clinic on service equipment, 
headed by moderator Herb C. Lam- 
born, Detroit service merchandis- 
ing consultant, was followed by a 
question period. Panelists were 
Leonard Brand, William C. Gleis- 
ner, John Henderson and Laverne 
Mitchell. 

* 7 
AMONG queries was the old one 
of which pay method is best, 
straight salary or the flat rate. 
Henderson said he favors the sal- 


S-P Gives Bremer 


Increased Duties 


DETROIT. — Roger E. Bremer 
has been elected a vice-president 
of Studebaker-Packard Corp. and 
will be responsi- 
ble for product 
Planning and 
programming, ac- 
cording to James 
J. Nance, presi- 
dent. 

Bremer has di- 


ward product 
planning activi- 
ties at Packard 
during the last 
year. He will as- B. & Beemer 
sume his broadened responsibilities 
immediately, reporting to the presi- 
dent. 

Bremer joined Packard in 1953 
as director of purchasing. Prior to 
that he was with Ford Motor Co. 
for eight years in various execu- 
tive capacities, including purchas- 
ing assignments with the Lincoln- 
Mercury division. During World 
War IT he served in the U. S. Navy 
Bureau of Supplies and Accounts. 









great changes in women’s statiis,” 
Miss Gillies observed. “Worien 
go along when the husband buys 
the car, and their thinking «nd 
their wants play a great pari in 
the final selection of an automo- 
bile. You’re going to have to 
cater to them.” 

The woman’s editor listed four 
ways in which a dealer can attract 
more of the business which de- 
pends on the female wants. She 
suggested that the dealer make one 
afternoon a week a women’s club 
day and invite one club to the 
showroom each week. Talks on safe 
driving and a showing of cars 
would be made a part of the pro- 
gram. 

Dealers were also advised to ar- 
range with a leading store to use 
a car as a backdrop for fashion 
chanics should be charged for the | displays. Another angle would be 
tools they either broke or lost, said|to sell women on color combina- 
he thought the fixing of employe tions which would harmonize a 
responsibility was a difficult thing.| house and a car, even going so far 
In his shop, he said, a man had to | as to advocate the planting of flow- 
be guilty of supreme carelessness | erg in colors which would accentu- 
more than once before he was ever | ate the colors of the automobile. 


made to pay for anything. 
ee Ford Expands in Buffalo 
WEDNESDAY, Mary Davis} BUFFALO.—Ford Motor Co. has 
leased several thousand square feet 


canes. noted decorating and 
building editor, told dealers they | of floor space in the George Laub’s 
had better gear their thinking to| Sons tannery here. This move re- 
the woman's viewpoint if they want | fects Ford’s need for storage space 
to sell more cars. for engine parts for its Buffalo 
plant. 


Highway Plan Attacked 


Toll-Road Proposal in $101 Billion Program 
Draws Sharpest Criticism 


WASHINGTON. — The $101 bil- 
lion Federal program was sharply 
criticized last week from two dif- 
ferent quarters. 

Roy Fruehauf, president of 
Fruehauf Trailer Co., speaking 
before the Society of Financial 
Analysts in St. Louis, warned 
that unless uniformity of state 
motor vehicle laws can be ob- 
— the program will be nulli- 

ed 


ary-plus-bonus system, although in 
some cases he also uses the 50-50 
plan. Asked if he thought the serv- 
ice plan aids sent out by the fac- 
tory were of any use, he replied 
that he found them of tremendous 
value. 


“In selecting a new mechanic,” 
Henderson was asked, “would 
you take a vocational school 
graduate or a hotrodder?” 

“I'd take the hotrodder,” he an- 
swered, “and I resent the use of 
the term. The real hotrodder is a 
youngster with an insatiable curi- 
osity about motors and an innate 
ability to work wonders with them. 
He has a lack of academic knowl- 
edge, but I think he makes a much 
better mechanic.” 


Brand, when asked whether me- 





the national system of interstate 
highways. 

3. The assumption that the en- 
tire cost of the proposed Federal 
bond issue will be based on the 
continuation of Federal taxes on 
fuel and motor oil. 

In relation to the bond issue, 
Sordoni said, “It has been our 
position for many years, and it is 
our position now, that these lev- 
ies should be repealed and that 
the area of taxation involved be 
left to the states as a source of 
revenue.” 

The proposal that the states be 
reimbursed for toll roads built or 
to be built along the interstate 
system would be an “open invita- 
tion” to the extension of the toll 
gate, Sordoni said. 

Such a plan, he added, would be 
“wholly inequitable” to states where 
toll roads are not financially feasi- 
ble and would have a pork-barrel 
potential of serious dimensions. 

AAA maintains that states which 
have no toll roads are discrimi- 
nated against in the proposal, he 
said. 


Fruehauf said other pitfalls in- 
clude states that permit highway 
taxes to be used for other purposes, 
shortage of highway engineers and 
threats to interstate motor trans- 
portation. 

He also urged that the toll-road 
provision be removed from the 
plan, saying, “I don’t believe it’s 
right to build a road with taxpayer 
dollars and then charge the same 
taxpayers a toll to use the road.” 

The program also was assailed 
by the American Automobile 
Assn., which expressed its views 
in a letter to President Eisen- 
hower from Andrew J. Sordoni, 
president of AAA. 

While giving general commenda- 
tion to the objective of an expanded 
10-year road-building program, 
Sordoni objected to three principal 
features of the report: 

1. The provision for toll roads on 
interstate highways. 

2. The proposed reimbursement 
to some states of billions of dol- 
lars for toll roads that have been 
constructed or which will be con-| urer, John F. Rampe; vice-presi- 
structed through private capital | dent, W. Charles Rampe, and sec- 


and which will become segments of ' retary, Paul A. Rampe. 


Partners Turn Rampe 
Into Corporation 


CLEVELAND. — After operating 
eight years as a_ partnership, 
Rampe Mfg. Co., 3320 St. Clair Ave., 
Cleveland 14, O., has incorporated. 


Officers are: President and treas- 


ADVERTISEMENT 


ATTENTION 


USED CAR DEALERS 
EXPORTERS © AUCTIONEERS 


Fleet Operator in Metropolitan New York area replacing fleet 
annually will sell during March and April 1955 a quantity of 


1954 FORD MAINLINE 6 
4-DOOR BLACK SEDANS 


All have low mileage and are considered in 
excellent condition. Some have radios and extras. 
Cars will be offered for sale in lots of about 
20 units on an “as is, where is, any or all basis.” 


If interested in receiving bid papers, write 
217 7th Ave., New York 11, N.Y. 
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AAA Chief Expects Cheaper Vacations . . . 


75 Million Travelers in °55 


y WASHINGTON.—Anticipating a] prices among middle income vaca-|cars for this purpose, Sordoni re- 
buyer's market at home and abroad | tionists. | ported that since the end of the 
for vacationers in 1955, Andrew J. 4. Expansion and improvement of| war, car shipment had totaled 
Sordoni, president of the American] trans-Atlantic air and steamship| nearly 25,000, and that more than 
Automobile Assn., has said that/ service, with more middle and low- | 55 999 international driving licenses 
about 75 million Americans will| er income families traveling abroad had been issued. 
) take vacation trips in the U. S. in| on 7 later” plan. : ‘demas 
955, and of these, 63,750,000 will 5. More incentive to travel abroa a 
Ir i by car. Another 500,000 will| by private car as more nations lieve that travel <I a e 
t | journey abroad to set a new high| make plans to ratify the new Inter- | ican motorists w CONntinGe 


; : ert | rise,” Sordoni said, “for in addi- 
Ss ee : ; ich | Tise,” Sordoni said, “for in 
> in international travel, he added national Driving Treaty, whic on to iter anes neva A 


e The world’s greatest travelers, |™akes it simpler for motorists to | i h t tha 

. Americans did almost as much | Toss boundaries. ees will rs recteioalens 

b traveling in 1954 as in the pre- Noting the interest in foreign | crossing their borders, highway 

e vious top year of 1953, Sordoni | travel, and especially the use of) (onctruction abroad is pr jing 

© said. In the field of foreign travel, | —=#-#-$-$-—$_—_ — at a record pace.” 

- 1953’s record of over 400,000 seems . y 

* J sare to topple this year tor 383081 | Thousand Tons of Nickel ee ot 1864 finds us at what 
ports for fercign travel have | Freed for First Quarter |may well be a turning point in the 


been issued during the first nine WASHINGTON. — The Govern-|long search for a solution to the 


“There is every reason to be- 














e 

n ae os aia ty dette i alee ment will make available to indus- | highway problem. Never before in| DeSoto Dealers Discuss Sales Plans— 

. buy "fer their travel dollars,” he aan oun "hear aaa . canis teen devenall Sao ioe At a meeting with R. M. Rowland, DeSoto merchandising manager, dealers of the 
: said, “American motorists should|j955 it wen ieee To. seen | tae of providing adequate roads Kansas-Oklahoma area discussed merchandising and advertising plans for 1955 in 
: have a much better chance next)» . : : P . ~ | Wichita. From left are Casper Swenholt, Kansas City regional manager; Ben Belford, 
r a - y Arthur S. Flemming, director of |for our ever-expanding motor ve £ Belford Mot ' Wichita; Rowland, and Roy Belford, of the Wichita firm 

js year of completing their vacation | gefense mobilization. | hicle registration, and never before | ° Seltore Motors, inc., Wichita; Rowland, o Y , ; 

; trips and other motoring journeyS/ None of the nickel will be re-|has so much money been spent on| ‘ne back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


without a serious accident.” leased from the national stockpile. ' highway construction.” | Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
Sordoni asserted that the number : ; Giiiiateensaal ee 

of deaths per 100 million motor ve- 
hicle miles was reduced to 7.1 in 
the first eight months of 1954, add- 
ing that this is “the lowest attained | 
for a like period since the automo- | 
bile became a major factor in the} 
transportation field.” | 
) Sordoni, head of the world’s | 
largest federation of motor clubs, 

| 

| 


- FF a ow ae 


with a membership in excess of | 
4% million motorists, also said 
that in 1954 American vacationers: | 

1. Showed a greater preference | 
for short motor trips. | 

2. Found more overnight accom-| 
modations to choose from than ever) 
before. 

3. Exhibited increased cost-con- | 
sciousness and a rising interest in| 
| camping. 

4. Found Europe rising steadily in | 
popularity and accessibility as a/| 
travel objective. 

5. Did more traveling abroad by | 
automobile. 

Looking at the travel picture | 
for 1955, he said that vacationers | 
might well anticipate: 

1. A possible dip here and there in 
vacation costs. Certainly no increase 
appears likely. 

2. Continued expansion of travel 
facilities and accommodations. 

3. A stronger resistance to high 


Calendar 


(Continued from Page 12) 


General 


Apr. 23-May I—GM Motorama, Common- 
wealth Armory, Boston, Mass. 

May 16-20—Materials Handling Techniques 
Conference, International Amphitheatre, 


Chicago. 
May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 


tional Amphitheater, Chicago. 

May 26-June. 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 3l-June 3—Design Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, | 
American Welding Society, Kansas | 
City, Mo. 

June 8-10—Third Annual Welding Show, 


American Welding Society, unicipal s 
Auditorium, Kansas City, Mo. ° ° © 
wpe tale breer and Coin Vig Car dealer Se Here is the one accounting machine—the 


Tournament, New York State Automo- 
| Burroughs Sensimatic—that will mechanize 





bile Dealers, inc., Hotel Otesaga, 
Cooperstown, New York. 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. | 

* * * | 


Regional Parts Shows 


Feb. 24-27—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 31-April 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex, 

Apr. 28-30 — Southeast Automotive Show, 
Lakewood Park, Atlanta. 

May 19-22 —Tri-State Automotive Show, 
Kingsbridge Armory, Broadway and 63rd_ | 
St., New York City, 

June 9-12—Great Lakes Automotive Show 
Michigan State Fair Grounds, Detroit. 


your accounting system without changing it! 


Following your present factory-recommended system, 
the Burroughs Sensimatic will handle all your | 
accounting records in a fraction of the time it takes to 
do them by hand. Distribution Journals, for example, 
can be done three times faster! What’s more, thanks to 
Burroughs exclusive interchangeable sensing panels, 
growth of your dealership, or changes in your system, 
will not make your Sensimatic obsolete. When your 
system changes, simply change panels. For the complete 
story, and a demonstration of what the time- and 
cost-saving Sensimatic can do for you, see your phone 
book for the Burroughs branch nearest you, or write 
Burroughs Corporation, Detroit 32, Michigan. 


23 Pct. of Households 


In Canada Own Cars 


OTTAWA. — An estimated 55 | 
Percent of the households in Can- 
ada have automobiles, the Can- 
adian Government has found in 
& nationwide survey made last 
September. 


Of these, 178,000 or 9 percent 





have two or more cars, about 5 
_—— of all the homes in Can- 
ada, 

TAA 
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Auto Market Reports 


Cleveland 


A continued upsurge in new-car 
sales in Cleveland was noted for 
the week ended Jan. 22. 

According to Leonard Fuerst, 
clerk of courts, registrations of 
new cars for the week totaled 1,274, 


highest level attained so far this 
year. 


Used-car sales also continued 
strong, with volume reaching 
1,605, just under the year’s high 
established in the previous week. 


Commercial vehicles moved at 


This Coupon Brings You Facts | 
on How Your Product 
Rates in Portland, Oregon 


THE OREGONIAN 
Portiand 1, Oregon 


YES, | want a copy of The Oregonian's 
Consumer Inventory of TOP TEN BRANDS. 


Please send it to: 


Firm 





Address__ 


| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| ae 
| 

| 

| 

| 

| 

! City_ oa 
| 

1 





OW! 


SECOND ANNUAL 
PERSONAL INTERVIEW SURVEY 


TOP TEN BRANDS 


1954-55 CONSUMER 
INVENTORY 


- Prepared by Dan E. Clark Il & Associates, Inc. 


the 
Oregonian’s 


Find Out These Facts About Portiand— 
Marketing Center for 13/-Million Consumers 


1. Estimated number of buying households having one or 


more automobiles. 


| 
| 
| 
| 


about the same pace as in previous 
weeks, with 62 new trucks and 65 


used units changing hands.—(San- | 


ford Markey.) 
+ 


* * 


Washington, D. C. 
There were 2,259 new cars and 
100 new trucks registered in the 
nation’s capital during December, 
according to preliminary totals 


compiled by the Automotive Trade | 


Assn.—National Capital Area. 

These compared with November 
totals of 1,315 cars and 135 trucks. 

December car registrations 

were: Ford, 647; Chevrolet, 481; 
Plymouth, 294; Pontiac, 172; Olds- 
mobile, 147; Buick, 143; Cadillac, 
66; Dodge, 63; Chrysler, 58; Mer- 
cury, 58; DeSoto, 39; Studebaker, 
25; Packard, 13; Lincoln, 
Nash, 11; Hudson, 8; Kaiser, 4; 
Willys, 4; MG, 2; Austin, 1; Eng- 
lish Ford, 1; Hillman, 1, and mis- 
cellaneous, 9. 

Truck registrations were: Chev- 
rolet, 26; Ford, 25; GMC, 20; Inter- 
national, 11; Dodge, 6; Brockway, 
3; Reo, 3; White, 2; Willys, 2; 
Autocar, 1, and Divco, 1.—(William 
Ullman.) 


* * 


Indianapolis 


133 | 


| 
| 


| 
| 


| 





3; DeSoto, 2; Kaiser, 2; Studebaker, 
2; Hudson, 1; Lincoln, 1; Packard, 
1, and miscellaneous, 3. 





Buyer Sues La. Dealer 


'In Two-for-One Offer 


Te a | BATON ROUGE, La. — Leland 
Montreal |H. Johnson has filed a District 
Sales conditions are shaping up| Court petition to have Capitai City 
favorably in Montreal and a build-| Ford Co. swap a 1955 car fcr his 
up of deliveries has been reported | 1954 model or pay him up to *2,500 
by all dealerships except Ford, of damages. 
course. j . 
Ford deliveries cannot be made —. y= x a ad- 
because a strike at the factory has|VTtised a two-for-one offer last 
blocked production. Lack of cars| Year. The advertisement, accoding 


has begun to hurt dealers. 

They say that solid orders are 
being. taken, but some dealer- 
ships have reported that some of 
these deals are being lost to 
other companies. Operating ex- 
penses are piling up and revenue 


| is steadily diminishing. 


Used cars are moving slowly, 
trade sources said. Heavy snow- 
falls have reduced the demand for 
used cars and, in some instances, 
the larger lots have reduced prices 
for faster clearance.—(Jules Laro- 


| chelle.) 


* ¥ * 


Salt Lake City 


Dealers in Salt Lake City regis- 
tered 114 new cars and eight new 
trucks in the seven-day period 
ended Jan. 19. 

Car registrations mixed up the 
usual order. They broke down as 
follows: Buick, 34; Chevrolet, 27; 
Oldsmobile, 16; Mercury, 9; Ford, 
5; Plymouth, 5; Cadillac, 4; 
Chrysler, 4; Dodge, 4; Pontiac, 4; 
DeSoto, 2, and Sunbeam Talbot, 

1 


December new-car registrationsin| Truck registrations were: GMC, 


Marion County (Indianapolis) to- 
taled 3,297, compared with 2,185 in 
November. Truck registrations 
totaled 247, compared with 252 in 
the previous month. 

Total car registrations for the 





| 
| 


5; Chevrolet, 1; Ford, 1, and Willys, 
a 


* * * 


Vancouver, B. C. 
Sales of new cars in the Van- 


year were 29,487, compared with | couver area last year totaled 13,583, 
29,926 in 1953. Truck registrations|@ drop of 1,638 cars or 10.7 percent 


were 3,169, compared with 3,258 in 
1953. 

December car registrations by 
make were: Chevrolet, 1,116; 
Ford, 972; Plymouth, 229; Buick, 


186; Oldsmobile, 173; Pontiac, 167; | 


Dodge, 93; Cadillac, 75; DeSoto, 
61; Studebaker, 55; Mercury, 52; 
Chrysler, 47; Nash, 28; Hudson, 
17; Lincoln, 8; Willys, 8; Volks- 
wagen, 4; Packard, 3; Austin, 1; 
Jaguar, 1, and MG, 1. 

Truck registrations were: Chev- 
rolet, 98; Ford, 72; International, 
50; Dodge, 12; GMC, 7; White, 3; 


Studebaker, 2; Divco, 1; Willys, 1,|In December, General Motors took 


and Peterbilt, 1—(C. L. Kern.) 
+ 


* a 


Columbus, O. 


|lin County (Columbus), O., in the 


| 


| 


first 15 days of January totaled 763,/ sold 3.8 percent of the market, 
compared with 1,018 in the same| with Studebaker in the lead with | 


period of December. 


New - truck registrations totaled; The comparatively new import| 
71, compared with 67 in the first/from Germany, Volkswagen, took 


half of the previous month. 
Registrations of new cars were 
divided as follows: Ford, 164; 
Chevrolet, 121; Buick, 94; Plym- 
outh, 88; Pontiac, 62; Oldsmo- 


bile, 60; Mercury, 45; Dodge, 35; | 


DeSoto, 30; Cadillac, 15; Chrysler, 


15; Studebaker, 13; Nash, 12; | 
| County (Houston), Tex., for the full 


Hudson, 2; Packard, 2; Imperial, 
1; Kaiser, 1; Lincoln, 1; Volks- 
wagen, 1, and Willys, 1. 

Truck registrations were: Chev- 


2. Per cents of single-car, two-car, and three-or-more car| rolet, 18; Ford, 16; International, 


households. 


| 


3. Per cents of 1955 and 1954 models, 1953 models, 1950) 
through 1952 models, and earlier than 1950. 


4. Distribution of various makes of automobiles owned | 
among households having one or more. 


5. Per cent of cars bought new and used. 


PLUS This Information About Plans to 
Buy Automobiles in 1955: 


Per cent of those who will buy, won't buy, and undecided. | 


RESERVE YOUR COPY NOW FROM 


the Oregonia 


Largest Circulation in the Pacific Northwest 
236,289 Daily — 294,216 Sunday 


16; Dodge, 8; Divco, 4; GMC, 4; 

Marmon-Harrington, 2; White, 2, 

and Studebaker, 1—(Bert Strang.) 
+ 7 


Charlotte, N. C. 


December new-car registrations 
in Mecklenburg County (Charlotte), 
N. C., totaled 1,093, while new-truck 
titling amounted to 130. 

Car registrations were: 
380; Chevrolet, 256; Plymouth, 89; 
Buick, 84; Oldsmobile, 84; Pon- 


| tiac, 74; Dodge, 32; Mercury, 26; 


| 


Chrysler, 21; Studebaker, 18; Cad- | 


illac, 17; DeSoto, 7; Lincoln, 3; 
Packard, 1, and miscellaneous, 1. 

Truck registrations were: Ford, 
39; Chevrolet, 38; International, 27; 
GMC, 10; Mack, 6; Dodge, 5; White, 
3; Studebaker, 1, and miscellane- 


ous, 1. 
+ * * 


Sioux Falls, S. D. 
A total of 180 new cars were reg- 
istered in Minnehaha County 
(Sioux Falls), S. D., during Decem- 


| ber, bringing the 1954 total to 2,269. 


Registrations by make were: 


| Ford, 48; Chevrolet, 38; Buick, 18; 
Represented Nationally by Moloney, Regan & Schmitt, Inc. Pontiac, 15; Plymouth, 11; Oldsmo- 


bile, 8; Dodge, 7; Chrysler, 6; Mer- 
cury, 5; Nash, 5; Cadillac, 4; Willys, 


Ford, 





| from 9.5 percent in 1953 to 10.2 per- | 
New-car registrations in Frank-| cent in 1954. 


| 





ton.) 


from the 1953 figure. 
Truck sales were down by an| 
even greater percentage—13.3. 
General Motors products took | 
42.9 percent of all sales, an in- | 
crease of 5.5 percent over 1953. | 
Chevrolet, the most popular car | 
of all, attracted 21.5 percent of | 
all buyers. 
Ford products managed to hang 
on in second place, taking 21.2 per- | 
cent of the total market. 
Damaging effects of the pro- 
longed strike at Ford of Canada| 
were reflected in year-end figures. 


60.8 percent of the market, while | 


Ford was down to 4.7 percent. 
Chrysler products edged upward | 


All other U. S. manufacturers 
2.1 percent. 


15 percent of the total market, | 
more than triple its 0.4 percent} 
penetration of 1953.—(F. H. Fuller- 





+ * * 


Houston 
New-car registrations in Harris | 


12 months of 1954 totaled 40,611. 


Truck registrations totaled 6,544. 


A breakdown shows registra- 
tions were divided as follows on 
ears: Ford, 11,541; Chevrolet, 10,- 
478; Oldsmobile, 4,340; Buick, 3,- 
588 (Special, 1,697; Super, 934; 
Century, 533; Roadmaster, 424); 
Pontiac 2,307; Plymouth, 2,173; | 
Mercury, 1,792; Dodge, 1,068; 
Cadillac, 861 (60 Series, 316; 62 
Series, 515; 75 Series, 19; 86 Se- | 
ries, 11); Studebaker, 602 (Cham- 
pion, 356; Commander, 232; Pres- 
ident, 14); Chrysler, 533; DeSoto, 
376; Nash, 312 (Ambassador, 61; 
Rambler, 157; Statesman, 71; Met- 
ropolitan, 23); Lincoln, 238; 
Willys, 133 (Sedan, 48; Jeep, 46; 
Station Wagon, 39); Packard, 106; 
Hudson, 48; Kaiser, 40; Jaguar, 


22; Volkswagen, 12; MG, 11; Aus- | 


tin-Healey, 10; Austin, 4; Impe- 
rial, 3; Hillman, 2; Mercedes 


| Benz, 2; Porsche, 2; Triumph, 2; 


Autoette, 1; Cunningham, 1; Dor- 
etti, 1; Henry J, 1, and Singer, 1. 

Truck registrations were: Chev- 
rolet, 2,524; Ford, 2,212; Interna- 
tional, 726; Dodge, 321; GMC, 290; 
White, 164; Mack, 82; Studebaker, 
56; Willys, 42; GMC bus, 41; Auto- 
car, 24; Reo, 20; Diamond T, 11; 
International bus, 11; Divco, 6; 
Chevrolet bus, 4; Ford bus, 3; 
Plymouth, 3; Duplex, 2; Ferrell, 1, 





and FWD, 1.—(Ruby Fenoglio.) 


to Johnson, promised that anyone 
buying a 1954 Ford would be able 
to trade even for a 1955 mode! 


Low Cost, Multi-Purpose 


TRUCK 
BUMPER 


fe ou 


Step-Up 
sm Pick-Up Sales 





Shown on your demonstrators, 
Mobile Bumpers will swing sales 
your way when truck buyers see 
all these advantages: 

@ Platform-size step areas with 
safety tread surfaces 
@ Provision for full drop 
of tail-gate 
e Car-level bumper placement 
that curtails traffic mishaps 
e@ Rigid base for attachment of 
trailer hitch 

@ Extra protection of rear-end 
and rear fenders 

@ Neat, custom appearance— 
bumper fits standard chassis 
holes 


Optional Bolt-On Hitch and Side 
Braces are available at small 
additional cost. 


WRITE FOR PRICES 
and Dealer Discounts 
TODAY! 


MOBILE BUMPER, INC. 
960 N. Pennsylvania St. 
Indianapolis 4, Indiana 


OPEN—Profitable Distributorships in areas 
throughout the U. S. Write for details on ex- 
clusive territory franchises. 





CM UCC hAa: 
News Classified 
CMC aa 
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‘ity 
his 


500 DETROIT.—It’s time to halt the 


evolution of the automobile into a 
dinosaur, George Romney, presi- 
ad- I gent of America Motors, told the 
ast | Motor City Traffic Club of Detroit 
ing § last week. 
ne “Ig the economic waste in 
ble | products and facilities to con- 
tinue as More and more families 
operate two, three and even four 
“Gi cars?” Romney asked. “Are used- 
car buyers to be burdened with 
the upkeep and operation of 
) “Christmas Tree Engineering?” 
Satisfying inferiority complexes 
~ through buying oversize, over- 
weight cars, Romney said, is 
\ becoming obvious and therefore 
pointless. Eventually, he predicted, 
; the automobile giants again will 





Bustle Garage— 


“Another type of home garage is the 

bustle style, which provides some extra 

dimensions for hefty cars. This may look 

‘ odd but it is already on sale in Los 

4 Angeles,” according to George Romney, 

AMC president. 

+ * + | 

follow the lead of others who) 

pioneered in radical product im- 
provements. 

Romney pointed out that the | 
center of attraction at the Motor- | 
ama show in New York was the} 
LaSalle II, a compact sedan of 
108-inch wheelbase, an economical 
car, devoid of gimmicks and gadg- | 
ets and with a six-cylinder engine. | 

Referring to General Motors’ 
description of the LaSalle as a 
car in which floor, body sills, 
engine supports and body shell 





“Charles Kettering, General Motors’ re- 
tired technical wizard and humorist, used 
his wit recently to poke fun at the 
‘horsepower hoopla.’ Maybe this is a 
scene he had in mind,’ George Romney 

told a Detroit audience. 
* * * 





are “fused into one integral 
structure,” Romney asked: } 

“Are all the body-bolted-to-frame 
cars GM and others are building 
old-fashioned and obsolete? Are 
they now going to spend the huge 
sums necessary to give car buyers 
more comfort, more safety, more 
durability and more usable space 
through single unit ‘integral’ body 
construction? 

“What General Motors is prom- | 








(ll 
Zipper Model— 





“The eternal problem of who gets the 
cor— husband or wife — would be suc- 
cessfully solved by this zipper model: The 
Schizophrenia,” George Romney suggests. 

* * * 
ising tomorrow,” Romney said, “in 
the way of compact cars and in- 
tegral construction, American Mo- 
tors can give you today. 
“What’s the excuse for such 
heavy concentration on the pro- 
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Rips ‘Christmas Tree Engineering’ . . . 
«| Romney Sees End of ‘Dinosaur’ 


duction of big cars?” Romney 
asked. “Why, even the smallest 
cars of the Big Three are as big 
as the biggest cars used to be. 

“The average American family,” 
he continued, “consists of only 3.5 
members, and only half that num- 
ber (1.7) comprises the average 
payload of the average car on the 
average run. Yet the average sedan 
body in use today—if its interior 
space were fully utilized — could 
carry two average families.” 


“This,” according to Romney, 
“means that the American driver, 
whether driving alone or carrying 
passengers, is at all times paying 
for the transport of two families.” 


He added that the extra bulk 
and weight did not make cars 
safer, provide more comfort or 
make them easier to drive. 
“Smart buyers,” Romney con- 

cluded, “buy today what others are 
going to think is smart tomorrow. 
That’s why I predict there will be 
a@ smaller percentage of mechan- 





ized dinosaurs in the American 
driveways of the future.” 
* 


* + 

Peak of Merger Expense 
Passed, Romney Says 

BALTIMORE. — Stockholders of 
American Motors Corp. were told 
by George Romney, president, at 
their annual meeting last week 
that the expense of consolidating 
Nash and Hudson production 
reached its peak during the quar- 
ter ended Dec. 31, 1954, and that 
operating results for the quarter 
ending March 31 will show a 
marked turn for the better. 


Romney said consolidation ex- 
penditures are being completed in 
the current quarter, and that the 
increasing production of 1955 Nash 
and Hudson models is enabling 
American Motors to realize most 
of the major economic advantages 
of the merger of Nash and Hudson 
last May 1. These will become in- 

(See ROMNEY, Page 46, Col. 3) 





CHOKE MODIFIER SETTING 
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Impressing Others, Satisfying Need, Too— 

“No doubt modern man suffers from a schismatic condition. His ego demands a 
big. long, powerful G-Whizz type of car to impress his friends and neighbors, yet his 
transportation needs for getting to his office are entirely different,” philosophizes 
George Romney, AMC president. “In this case he yearns for a compact car, capable 
of moving in city traffic, of being conveniently parked, and which does not consume 
all his physical energy to drive. Therefore, | suggest a two-in-one model. You'll note 
it has a flight-deck arrangement. After his two-mile drive to the Country Club on 
Saturdays and Sundays, the owner will have impressed his friends with his ‘conspic- 


| vous consumption.’ On weekday mornings, however, he’s ready to drive a few miles 


beyond his suburban community, park the lower part of his car, and proceed blissfully 
to the city with the compact unit from his upper deck." 


COLLEGE OF 
CARBURETOR 
KNOWLEDGE! 





There's a full course in . 
carburetor know-how for 
you at a GM Training Center! 


Rapid advances in carburetor design have 
made up-to-date training a “‘must”’ for 
carburetor service specialists! To meet 
this need, factory-trained technicians are 
now conducting carburetor training 
courses in General Motors Training 
Centers across the nation! Classes include 
instruction by experts, technical films in 
color, supervised shop experience! You 
are eligible to attend, so don’t miss this 
great opportunity. Remember—the more 
you learn, the more you’ll earn! Write 
the United Motors Service Distributor in 
your area for further information—today! 


ROCHESTER PRODUCTS, DIVISION OF 
GENERAL MOTORS CORP., ROCHESTER, N. Y. 





a 
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GM Motorama 


Moves Into Miami 


MIAMI. — Motorama week was 
launched here when the doors of 
Dinner Key Auditorium were 
opened to the public last week. 

It is anticipated that the Motor- 
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ama will top its former attendance 
record of better than 300,000 during 
its stay this year. 

The Miami display will be sev- 
eral times larger than that in New 
York, owing to the greater amount 
of floor space available. Scores of 
trucks from Detroit wheeled into 
town bringing additional exhibits 
to augment those from New York. 





PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 











© Cannot Be Seen 
© Treated Material Resists 
Oil, Grease, Water and Fuel 
© Eliminates Unsightly Drip Pans 
* Large Buick and Cadillac 
Slightly Higher 


12186 Petoskey, Detroit 4, 


~— 
$13.50 
D & M TRUCK TOP CO. 


Manufacturers of Stake and Pick-Up Tops 


NOW 
AVAILABLE 
FOR NEW 
MODELS 


For Standard Models 

F. O. B. Detroit, C.0.D. 

When en Give Make 
of Car 


PHONE: WEbster 3-1613 





THE FIRST PRACTICAL 
MACHINE ACCOUNTING PLAN 
FOR CHEVROLET DEALERS 


Now you can get 


e Month-end customer and financial statements...immediately after 


posting for the last day of the month 


with NO PEAK LOADS! 


e Daily management report dato as an automatic by-product of normal posting. 


e A mechanized accounting plan complete with specially designed 


forms and streamlined procedures. | 


..- all at a tremendous saving in clerical time and with far less effort! 


DEVELOPED IN COOPERATION WITH THE NATIONAL BUSINESS 
MANAGEMENT DEPARTMENT OF CHEVROLET MOTOR DIVISION 







MAIL THIS 
COUPON TODAY! 


B city 


| Hemington. Pian. 


-- Room 1270, 315 Fourth Ave., N.Y. 10, N.Y. 


a 


Send me AB930, “Low-Cost Machine 
Accounting for Chevrolet Dealers.” 


NAME 
FIRM 


=» ADDRESS 


ZONE —— STATE 








401,476 Vehicles... 





Year’s Auto Exports 
Top °33 by 23 Pet. 


DETROIT. — Factory sales of 
vehicles to foreign markets reached 
a total of 401,476 in 1954, a 23.5 per- 
cent increase over the 325,203 units 
sold abroad in 1953, according to 
figures disclosed last week by the 
Automobile Manufacturers Assn. 

Making the increase more 
prominent was the fact that over- 
all production by U. S. manufac- 
turers dropped from 7,323,214 in 

1953 to 6,600,824 in 1954, a 9.9 per- 
cent decrease. 

Sales of cars to foreign markets 
jumped from 186,262 in 1953 to 
206,544 in 1954, a 10.9 percent in- 
crease, while U. S. car production 
was dropping from 6,116,948 in 1953 
to 5,558,739 in 1954, a 9.1 percent 
decrease. 


Truck sales to foreign markets 
showed the biggest increase in 1954, 
jumping 40.4 percent from the 138,- 
615 sold in 1953 to the 194,595 units 
shipped abroad last year. 


Truck production, however, 
dropped from 1,202,209 in 1953 to 
1,038,046 in 1954, a 13.6 percent de- 
crease. 

Sale of buses to foreign mar- 
kets totaled 337 in 1954, a 3.4 per- 
cent increase over the 326 sold 
abroad in 1953. Here, too, manu- 
facturers cut production from 
4,057 in 1953 to 4,059 in 1954, a 0.5 
percent decrease. 

Car sales in December totaled 
26,173 units, or 3.9 percent of total 
factory sales, as compared with 
15,962 sold in December, 1953, for 


Most Olds Buyers 
Specify Special 
202-H.P. Engine 


LANSING. — The extra-cost 202- 
horsepower “Rocket” is the best- 
selling engine on 1955 Oldsmobile 
88s, according to J. F. Wolfram, 
general manager. 

In the first several months of the 
1955 model run, Wolfram said, two- 
thirds of the buyers of 88s have 
specified the bigger unit instead of 
the standard 185- horsepower en- 
gine. The 202-horsepower engine is 
standard equipment on Super 88 
and 98 models. 

This is the first year that buyers 
of the 88 have the option of. buying 
the higher-powered engine. 

Another option available at extra 
cost is a special heavy-duty engine 
package for the 202. This includes 
mechanical valve lifters, a com- 
panion camshaft and a special gas- 
ket for higher compression. These 
items are listed in the Oldsmobile 
master parts catalog. 





Romney 


(Continued from Page 45) 


creasingly important as output 
rises during the spring months, he 
said. 

Shareholders approved the stock 
option plan and stock option agree- 
ments between the corporation and 
certain of its officers and key em- 
ployes by a 92.8 percent majority. 

Two new directors were elected. 
They are John S. Coleman, presi- 
dent of Burroughs Corp., and How- 
ard A. Lewis, vice-president of 
American Motors. 

* * * 


Car Population to Govern 
Size, Romney Says 

MONTREAL. — Every second 
Canadian family will probably own 
two or more cars by 1965, George 
Romney, president of American 
Motors, told a press conference in 
Toronto. 

Romney predicted that the auto 
industry would have to meet these 
changing circumstances with the 
production of more compact, more 
maneuverable cars in addition to 
regular-sized autos. 

Emulsol’s Canada Rep 

TORONTO. — Charles Albert 
Smith, Ltd., will expand its repre- 
sentation of Emulsol Chemical 
Corp., Chicago, for all of Canada. 


4.1 percent of the total 
sales. 

The 206,544 cars sold to foreign 
markets in 1954 represented 3.7 per- 
cent of the total factory sales, as 
compared with 186,262 units for 3.1 
percent of total sales. 

Trucks had their biggest month 
in November, when 16,370 were 
shipped abroad. This compares 
with 16,044 units sold to foreign 
markets in December, when sales 
abroad totaled 16.7 percent of 
total sales. 

Buses also had their biggest 
month in December, when 90 were 
shipped abroad. This compares with 
31 units shipped abroad sold to for- 
eign markets in December, 1953. 


factory 


Obituaries 


Ben Travis 

LOS ANGELES. — Southern California 
automotive circles lost another pioneer with 
the death of Ben Travis. Mr. Travis started 
in this area as a Chrysler district manager. 
He then became a Nash dealer and later 
on took over a Chrysler-Plymouth dealer- 

ship in the Crenshaw area. 

7 * * 


E. E. Trider 
LOS ANGELES.—E. E. Trider, owner of 
West Adams Chevrolet, died unexpectedly. 
He came to Southern California in 1923 
and was a Chevrolet salesman until 1938, 
when he became a Chevrolet dealer. 
* * 


George T. Walbrink 
GRAND RAPIDS, Mich. — George T. 
Walbrink, 68, former real estate and auto 
dealer here, died Jan. 13. He formerly 
operated the Denty truck firm and later 
the Saxon auto dealership. 
* * = 


John Klahorn 

ST. LOUIS.—John Klahorn, operator of 
Grand and Pine Motor & Cycle Co. (Har- 
ley - Davidson), collapsed and died at his 
home Jan. 25 while attempting to summon 
an ambulance for his stricken wife. She 
was found unconscious and taken to City 
Hospital. 





* * * 


Standford D. Purinton 

WEYMOUTH, Mass.—Standford D. Pur- 
inton, 62, South Shore auto dealer, died 
Jan. 26. He was general manager of 
South Shore Pontiac, Inc. A past president 
of the Weymouth Merchants Assn., South 
Shore Auto Dealers Assn., and the Pon- 
tiac 24 Club, he also was a director of 
the Massachusetts Automobile Assn. 

* * 


John Price Shikles 

JEFFERSON CITY, Mo. — John Price 
Shikles, 50, president of Mid-State Motor 
Co. (Studebaker), died Jan. 24 as a result 
of an auto accident. Mr. Shikles was driv- 
ing alone when his car left the road about 
three miles west of Jefferson City. L. E. 
Shikles, president of the Shikles Motor Co. 
(Packard-Pontiac), Jefferson City, is his 
brother. 

+ * * 


Charles Havlik 
EUREKA, Kans.—Charles Havlik, oper- 
ator of Havlik Motor Co., died Jan. 26 of 
injuries sustained while working at his 
home 
+ = « 


Arthur W. Pease 

TACOMA Wash.—Arthur W. Pease, 62, 
active in the auto business in Tacoma and 
Southwest Washington for 31 years, died 
in a Tacoma hospital of a heart attack. 
He had an interest in both Pease Bros. and 
Broadway Auto Parts Co., Tacoma. 

os - * 


George Provencher 
MONTPELIER, Vt.—(UTPS)—George 
Provencher, formerly an auto dealer in 
Manchester, N. H., died at his home here, 
Jan. 24. 
7 7 * 


W. M. Letbetter 
CORNING, Ark.—W. M. Letbetter, 77, 
who came to Corning in 1900 and later es- 
tablished one of the first auto agencies 
here, died Jan. 22. 

* * * 


Frank Belleville 
TWIN FALLS, Id.—Frank Belleville, 82, 
one of Twin Falls’ pioneer garage men and 
auto dealers, died Jan. 22 in Portland, Ore. 
* * 


Henry Earl Bartindale 
OXFORD, Ind.—Henry Earl Bartindale, 
76, formerly a Ford dealer and then a 
Chevrolet dealer here, died Jan. 27 in Los 
Angele3. 
* * * 


Marion E. Vaughn 
PLAINFIELD, Ind.—Marion E. Vaughn, 
86, designer of the Vaughn Runabout, a 
pre-World War I automobile, died Jan. 30. 
Mr. Vaughn began to design the car in 
1913. For a time, with his son, Delbert, he 
opera‘ed a Buick-Chevrolet dealership here. 
* * * 


S. E. Abramson 
LONG BEACH, Calif.—S. E. Abramson, 
formerly sales manager of the automotive 
sales and mechanical goods division of 
U. S. Rubber Co., died here last week 
© 2 * 


Manubhai D. Mehta 

BOMBAY, India.—Manubhai D. Mehta, 
58, managing director of Motor House 
(Gujarat), Ltd., died Jan. 16. Mr. Mehta 
is said to have been the first in India to 
promote establishment of an assembly line 
in 1924. He also was instrumental in the 
organization of new-car dealers in India. 


Step Up Sales 








es, 


NEW LOW PRICES 
ON FLEXIBLE TUBING 


For Exhaust Gas Removal Sy:tem; 
Lengths | 271.0. | 24” 1.0. | 3” 1.0, 








GALVANIZED STEEL 

6’ $ 5.00 ea. | $ 6.0 ea, 

- 7.00 ea. & 5 ea. 
12’ 8.00 ea. 10.25 ea, 
18” 10.00 ea. 12.00 ea. 
25’ | 14,00 ea. 17.00 ea, 
REINFORCED RUBBER 

6’ $12.50 ea. 

” 17.50 ea. 

12’ 22.00 ea. 
18’ 28.00 ea. 
25’ 38.00 ea. 
STAINLESS STEEL 

’ $12.50 ea. j : 

v 16.30 ea. ‘ \ 
12’ 22.00 ea. ’ : 
18” 28.00 ea. 36.00 ea, 
25’ 38.00 ea. 50.00 ea. 4 

3 


“NO-KRUSH" NEOPRENE ; 
50’ Rolls | $0.85 per ft. |$1.10 per ft.|$1.35 perft, © 





Approved Overhead and Underfloor f 
Garage Ventilation Systems. A com- F 
plete system in a complete 
aged" kit, 
literature. 

THE NATIONAL SYSTEM OF — 

GARAGE VENTILATION, INC. 


147 W. William Street 
Decatur, Illinois 


""pack- 
from $206.25. Write for % 





With _ These Tested 





oa ¥ 


- HAN @ALL Holds 32 Garments 
Full Length, Prevents Wrinkles 


Holds up to 100 Ibs! Clips on — off — in an 
instant. Fits flush with roof, cannot obstruct 
vision! Can’t mar upholstery. $3.98 retail. 


HEAVY FURNITURE ROLLS EASILY 
>, ON ROL-A-BOUT 


ALL-BEARING 
CASTERS 


Tap these pronged 
all-steel ball-bear- 
ing casters into 
legs of beds, tables, 
chairs, etc. to roll 
heaviest furniture 
easily. 4 on card. 


Set of 8 for $1.00 + 4 for 50¢ Retail 


SEE THE WHOLE DAMAR FAMILY OF BEST SELLERS 
CONTACT YOUR JOBBER OR WRITE DIRECT 


DAMAR PRODUCTS, INC., "*nv'e<t's# 
27-2 Damar Building, Newark 5, New Jersey 
IN WEST: 269 Merchandise Mart, San Francisco 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


throughout the coun to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also. 


basis 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 
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ELCLersir, 
iS USED CAR 


SALES 
Systems Aids 


Promotions 
Write for free catalog 


BARRY AUTOMOTIVE CO. 
1362 W. 65th St. Cleveland 2, Orie 


\2 | 
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_ Stylists, Engineers Bow . Feminine Demands... . 
ee a 
Woman’s Touch Reshapes Auto 











eliminate the possibility of its 
breaking a ladylike fingernail. 
Steering wheels were lowered and 
slanted, and “picture” windows 
were added to allow the smaller 
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Ohio Clarifies 
License Law on 
Fee for Branches 


fems woman better vision. Instrument 

Dd. DETROIT. — Cleopatra, swathed | questionnaires on what women|vations are worked over and|panel controls were regrouped,| COLUMBUS, O. — Clarification 

~~] jn the fine linens of her century,|want in and on a car are sub-| presented to panel members for| bringing them nearer to the shorter |of the statute on dealer licensing 
sailed down the Nile in a barge! mitted to the company’s products | discussion at luncheons. arm. fees in Ohio hag cost many dealers 

ea, § with heavy linen sails. committee and styling and engi-| One result is the linen upholstery, An important safety feature | extra dollars this year. 

ta That age-old fabric now uphol- neering departments. Design inno-| ™entioned above. was adjustment of the power For years, dealers had operated 

Pe a | coe deat reat tneat| Drabe te the came rel an the /on the theory that when they had 

er: by Cleo’s younger sisters. 2 Racing Champs Join “feel.” It provides “slip” so that| ®¢celerator pedal, enabling aaa one Pag me ae 

The fact that linen, a favorite | F h Star Sales T. clothing isn’t disarranged, will not| ®ttractively shod foot to pivot & er 

+ f women through the years, has _— _ ones Seas prick through light dresses, nor| ©@sily on its high heel from one plates at $25 only if the additional 

ea found its way into the automo- SOUTH GATE, Calif. — Gray- | ough up furs and coats. It doesn’t| Pedal to the other, reducing reac- sree was in a different taxing dis- 

ee. bile is not surprising. son Harmon and Bernard Redi- | wrinkle easily and, properly| tion time by 29 percent and 

— Automotive stylists agree that| ©@m, Southern California midget | treated, “wears like iron.” ute “ato by an — aaa - ne S — 
the all-out feminine attack on the| auto race champions, have joined Every auto company, of course,| ® eet at 30 miles per hour. auned by on ciao ev ei aL 2 

2. § family garage is the climax of a| the Enoch Chevrolet sales staff, | is paying close attention to the dis-| To aid her in the role of mother, if y & 

ea. stylists and engineers equipped |W@8 specified that the $25 master 

| steady trend. The glove compart-| according to George Cashman, | taff side of the market. plate was needed for each place of 

on ment, assist straps, a aon president. — iri. hee ee —aitne a tie 2 ae = an Caieten ae aeaiter Gian aa Tee 

ea. 5 ing to cover the o oor- : made include Pp ’ 

7 See, ‘senate luggage space and jen aaa a" 2 ae Norm | wider doorways for more grace- | ©! outlets for baby bottle warmers, tion. 

) even the nonskid tire can all be an Brocklin, Art Hauser and ful entry and exit, more adjust- and rubber, plastics and other ma-| In addition, a certified copy of 
wi. | isbeled to some extent as early Tank Younger, Los Angeles | able sun-visors, glove drawers to | terials from which she can easily|the dealer permit was specified for 
a examples of the “woman’s touch.” | Rams pro football stars; Chuck | replace the conventional com- | Clean away the tiny foot and hand /| each place of business at a cost of 

» Since the woman is becoming| Powell, 1951 world champion in- | partment, and two ash-trays in | Prints. $1 each. 

' more and more of a car user—| board speedboat driver; Tiny | the front compartment. — Some of these developments were| Legislation now introduced in 

- about one-third of all drivers in the| Johnson, former New York Giants | There are more indications that|demanded by women, some were | the House will attempt to make the 

| U. S. are women—the automobile| football tackle, and Armand La | the manufacturer has a wary eye| offered by the manufacturers and/|$25 tax applicable only for each 

[ comes under her scrutiny more| Pointe, pro tennis player. on the designing female. still others were revolutionary ' taxing district, as has been the cus- 

. often and evokes suggestions stim- A door-button was redesigned to| products. tom over the past years. 

; ulated by her practical and 

_ fashion-conscious instincts. 

' “Women want a car that is easy 
OF to handle,” said one company of- 

IC, | ficial. Power assists — in steering, 





brakes, seat adjustment, window 
lifts—permit driving with an effort- 
less ease. | 

Automatic transmissions have 
simplified driving for women tre- 
mendously—no gears to shift, no 
clutch to worry about. 

Within recent years one auto 
company set up a national | 
women’s panel composed of about 
300 designers, stylists, e-litors and 
housewives. 

The panel’s replies to 


Ford Due to Open | 
San Jose (Calif.) 
Plant March 1 


SAN JOSE, Calif—A new multi- 
million-dollar Ford assembly plant | 
will open here March 1. 

W. A. Abbott jr., plant manager, | 
said power was turned on Feb. 1 
and shakedown operations started. 
By the time the first shift reports 
for work March 1, he said, two as- | 
sembly lines will be filled. 


lengthy 


J 


= 


CARTE 


ws 


Rs 


f Abbott said initial daily produc- 
tail} tion will equal the capacity of the 
Pp t Rich d plant—about 350 

ea ae ar aie > coe | CARBURETER SPECIALISTS 


and a second shift reports, output | 
may reach 880 units a day. 

Ford also will build station wag- | 
ons, heavy trucks and special com- | 





...are ready to help your car 
deliver top performance! 





d mercial vehicles here that were | ah than 23,000 men have ——— preheat 
x * . Figorous tr course in today's lern carburetion 
: not handled at Richmond. : ead tenes: Salida: af as Gates tees 
. The plant covers 32 acres at Mil- know how to keep your cor running smoothly, economically. 
i pitas, between here and Oakland, | The feel eystem te the Power Caster of your eur. 
2 _ . officially designated as Ford | It can make or break automotive performance. 
. n Jose. | . ’ ae ask 
The Richmond plant will be Scan dn tan tent ote See 
closed. Its future status has not | Conified directory. 
been determined. 
ing a > CARTER CARBURETOR CORPORATION 
e ine) eet tl ial 
Piot Transferred —— 
7 e Zé 
To Dodge Position @d 
DETROIT.—Appointment of 





L. W. Piot as retail merchandising 
manager of Dodge has been an- 
nounced by Jack 
W. Minor, direc- 
tor of advertising 
and merchandis- 
ing. 

Piot joined 

Chrysler in 1941, 
serving in various 
positions until 
1953, when he en- 
listed in the U. S. 
Army. 
, After the war, 
L. W. Piet he served as dis- 
trict manager of the MoPar divi- 
sion for three years. In 1948 he was 
transferred to the parts division of 
the home office, and appointed to 
the staff of the sales manager. 

In 1954 Piot was promoted to the 
cmoeutnne sales staff of Chrysler 
Corp. 


CARTER 
Carbureter 
provides the 
right mixture 
for top 
performance 
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Fuel Pump 
assures dependable 
fuel supply 


CARTER 


Fuel Filter 
keeps fuel 
clean 
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Inland Steel Sets Mark | 
iF CHICAGO.—Inland Steel Co. has| 
| 


ACF N ona 
announced that its 1954 output to- 
taled an estimated 4,523,000 tons, 
Just topping the record of 4,513,000 
tons produced in 1953. 
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Factories Prodded for Reforms .. . 


NADA Pushes 3 Bills 


To Restore 


Profits 


(Continued from Page 1) 


added that NADA “has no concern 
whatsoever as to which manufac- 
turer attains sales leadership, but 
we are vitally concerned as to the 
methods that are used.” 

The retired admiral’s indictment 
of “Detroit” and his “one last plea” 
for dealer-relations reforms evoked 
a standing one-minute ovation 
from the dealers in the Chicago 
Coliseum. 


os * 
Code Announced 


— closing out a one-year 
presidency in which he trav- 
eled an estimated 150,000 miles 
across the country, announced 
adoption of a seven-point code of 
ethics for display in members’ 
showrooms. NADA directors also 
approved a “Spotlight on Automo- 
biles’ week to be observed by 
dealers Apr. 11-16 (see separate 
story in today’s issue). 

The 1955 “action program,” as 
presented to the convention by 
National Affairs Chairman Alton 
M. Costley, is as follows: 

1. Elimination of bootlegging by 
Federal legislation (provided in a 
House bill just introduced by Rep. 
John Bell Williams, Mississippi 
Democrat). 

2. Elimination of “phantom 
freight” charges by Federal leg- 
islation (proposed anew by Rep. 
Chester Hinshaw, California 
Democrat). 

3. Preservation of present retail 
exemptions provided for in the 
Wage and Hour Law (Secretary of 
Labor Mitchell has urged that re- 
tail exemptions be rescinded). 

4. Preservation of the benefits 
currently enjoyed under the Taft- 
Hartley Law and the seeking of 
more favorable benefits (NLRB 
already has given dealers compar- 
able protection). 

5. Freezing of social-security 
taxes on employers and employes 
at their present rate and support 
of legislation providing for a 
thorough and accurate actuarial 
study to insure that increase of 
the tax, as contained in the present 
Act, is wholly justified and neces- 
sary. 

2 o * 
To Limit Excise 
6 Limiting to one year any exten- 

* sion of the present excise tax 
rates and the preservation of the 
floor-stock refund provisions (Cost- 
ley said chances for effecting 
scheduled tax reductions Apr. 1 are 

now all but nil). 

7. Reinstatement of territory 
security clauses in dealer selling 
agreements — preferably by the 
factories themselves but through 
Federal legislation if necessary. 

A Senatorial investigation of 
factory-dealer relations “could 
not do dealers any harm,” in 
Freed’s view, and would be “wel- 
comed, if not sought after” by 
Bell. 

Asked about “price packing,” an- 


* 


32 Millionth Chevrolet Rolls Off Line— 


other topic which aroused great 
interest among convening dealers, 
Yarnall voiced the opinion that 
dealers should enjoy a “reasonable 
profit above their wholesale cost.” 


The new president went on record 
in opposition to the FTC practice 
of charging price collusion where 
two or more vendors have the 
same prices. 


“I don’t see the sense of chang- 
ing the prices I charge or of not 
following a standard pattern just 
because of a collusion policy which 
doesn’t apply to our field,” he said. 

* * * 


Franchise Parleys 


I AN effort to obtain company 
commitments towards franchise 
reforms giving dealers more secur- 
ity, Bell said NADA and factory 
executives would confer soon. 


“I’d be very interested in know- 
ing how ‘Detroit’ feels about the 
position we took today,” he told 
a reporter. 

NADA Legislative Counse] Row- 
land F. Kirks cautioned the deal- 
ers that the opposition of the De- 
partment of Justice and the FTC 
will make it difficult to secure 
passage of the territorial security 
and anti-bootlegging measures. The 
House passed a bootleg ban last 
summer, but it died in a Senate 
committee. 


The “phantom freight” meas- 
ure has FTC and Justice sup- 
port and should become law this 
year without serious obstacles, 
he said. . 

Kirks, making his first report to 
an NADA convention since joining 
the association last June, also 
scolded the factories for steering 
clear of the fight for anti-bootleg 
clauses. 

“This condition has dictated that 
mandatory legislation rather than 
permissive legislation be sought,” 
he said as the audience applauded. 

Kirks pointed out that only this 
past December the Department of 

Justice sued Philco on grounds of 
attempting to control resale of its 
products and practicing territory 
security. 

“There has been no guarantee by 
the (auto) manufacturer that they 
would adopt closed territories if 
permitted by statute to do so,” he 


noted. 
* - * 


Can Get Attention 


ADA’s success in obtaining 
unanimous House approval of 
the Crumpacker anti-bootleg bill 
“demonstrated to the manufactur- 
ers that whether they actively sup- 
port us on Capitol Hill or not we 
can command the attention of the 
national legislators,” Kirks said. 
“This showing was all the more 
remarkable when you consider that 
less than 50 percent of our mem- 
bership supported our effort. Just 
think what we could anticipate if 





This 1955 Bel Air convertible rolled off the assembly line in Atlanta last week 
as the 32 millionth car produced by Chevrolet. The car—the 1,674,300th vehicle 
produced in Atlanta—was acquired by the city's five Chevrolet dealers who donated 
it to the March of Dimes drive. At the wheel is J. D. Thompson, southeast regional 
manager, and beside him Dan Sinkler, March of Dimes chairman. Back seat, from 
left: Paul Timmers, of Central Chevrolet Co.; Hal Smith, of Downtown and John Smith 
Chevrolet Co., and Robert Mason, of Southern Chevrolet Co. 


NADA Policy-Makers Gather— 









NADA's executive committee for 1955 is shown here. Front row (from left), J. J. Verschoor, Allan Mims, Frank H. Yarnall, 
Carl E. Fribley, and Frederick J. Bell. Standing (from left), Charles C. Freed, David N. Holmes, R. D. McKay, Frank Dawson, 
George F. Ziesmer, Alton M. Costley, Thomas F. Abbott jr., Foster W. Talbott, William Ll. Mallon, Orville R. Harrod, and 


George H. Davis. 


* * 


* * * 


We ever united and enthusiastically | store territorial security and out- 


supported an effort as a complete 
team!” 


Looking ahead to the possibil- 
ity of a White House veto of 
anti-bootleg and territorial secur- 
ity bills, Bell said President 
Eisenhower would “have to choose 
between the public interest and 
his own Justice Dept. advisers.” 

Bell took cognizance of recent 
forecasts that the new-car fran- 
chise system is doomed to an early 
death in a segment of his talk 
pinning responsibility for preserv- 
ing the single-line distribution on 
the auto factories. 

Rejecting proposals to place a 
ceiling on auto production, Bell 
declared: 

“We do not want to restrict the 
liberty of the manufacturers, but 
will oppose unbridled license and 
totalitarian methods. We urge 
every manufacturer to prove him- 
self worthy of leadership, with the 
added reminder that there is a 
vast difference between leadership 
and drivership . 


= * * 


Last Alternative 


“@O, IF we seek the assistance 

of Government, it is only be- 
cause every other alternative has 
been denied us. It is only because 
myopic men in high places have 
adopted the thesis that size and 
supremacy are synonymous, and 
that bigness is identical with good- 
ness,” Bell said. 


“If you agree that leadership is 
needed, we shall try to provide that 
leadership, if you, in return, will 
give us unity and truth. I agree 
with those who say we must clean 
our own house, and I would much 
prefer that the cleaning be done 
in our own laundry and not in 
the public square. 

“Our soiled laundry continues to 
mount, and we are running rapidly 
out of soaps and cleaners and 
detergents that are necessary to do 
the work. So, if we must move to 
the public square, it is a matter 
not of our own doing, but rather 
the result of compulsion.” 

Bell addressed this appeal to the 
auto builders: 


“The hand is outstretched for 
the last time. We want to work 
with you to produce a strong 
economy, a great America, a 
dynamic industry. We are almost 
at the point-of-return. 

“We are determined that the 
public will be served. The decision 
rests with you—but not for long.” 

Sutter called for a return of the 
prewar “quality dealer” programs, 
declaring that “if our present dis- 
tribution system is destroyed, the 
manufacturers have more to lose 
than we do.” This question by 
Sutter brought a loud ovation: 
“Do you think they will invest 
their money to make less than one 
percent profit before taxes like we 
do, when they are used to making 
10 to 15 times that much?” 
* * * 


Would Rebuff Pressure 


E URGED dealers to rebuff 
coercive factory “pressure 
boys” with firm “Nos.” There was 
coercion in December, Sutter said, 
when “factories pointed a gun at 
us and told us to register cars we 
hadn’t sold.” 
Sutter exhorted the factories to 
“cease being concerned solely with 
today’s registrations” and to re- 


law cross-selling, thereby stabiliz- 
ing the market “more than any- 
thing else.” 

“If our industry is not saved,” 
he asserted, “if our distribution 
system is lost, the responsibility for 
that failure will lie in Detroit, and 
not with NADA in Washington.” 

NADA’s 30-year-club elected 
Birkett L. Williams (Ford), 
Cleveland, as 1955 president. Dave 
Castles (Buick), St. Louis, was 
named vice-president, and Frib- 
ley, secretary. 

It was decided to hold the 1958 
convention in Miami Beach, where 
the 1954 conclave took place. Next 
year’s convention and service exhi- 
bition are set for Washington, 
where NADA’s new headquarters 
building is to be completed for 
members’ inspection. The 1957 
meeting will be in San Francisco. 

* * a 


Blames Dealers 


IRANCHISED dealers have noth- 

ing to blame but their own neg- 
ligence for the penetration of boot- 
legging over the past year, in the 
opinion of J. Eustace Wolfington 
(DeSoto-Plymouth), a Philadelphian 
who is vice-chairman of NADA’s 
public relations committee. 

“What has happened,” Wolfing- 
ton asked the convention in a 
talk Tuesday, “to that fine pro- 
gram of fear that gave dealers 
practically a monopoly of the 
customer’s dollar?” 

Today’s customer will buy a car 
“from any old source with a shingle 
out front,” he said. Car owners 
must be taught once more that “it 
is dangerous to purchase or repair 
an automobile with all its moving 
and connecting parts from any old 
corner lot or garage,” he said. 

Unless customer respect for deal- 
erships can be restored, “sons of 
dealers don’t have much to look 
forward to in this business,” Wolf- 
ington warned. 


The main burden for winning 
back customers lies with individual 
dealers, he said, charging that fac- 
tories have helped open the door to 
bootlegging by “seeking out and ap- 
pointing dealers who they knew 
would put no emphasis on service, 
who they knew would razzle-dazzle 
the deal and the customer, and who 
they knew would give them regis- 
trations in keeping with the chal- 
lenge which was theirs in this fast- 
moving, fast-changing automobile 
market of 1954 and thereafter.” 

* + * 


Worker Relations 


yus need for healthy employer- 
employe relations was stressed 
by Gordon L. Hosetter, president of 
the Employer’s Assn. of Chicago, 
and a panel of four manufacturing 
association leaders. 


Labor problems, the panel 
agreed, cannot be solved by look- 
ing to the government or associa- 
tion headquarters. Not only does 
sound labor relations start at 
home, but also it is a never-end- 
ing challenge which brings it re- 
wards in favorable public rela- 
tions, it was stated. 


Other panel members were F. W. 
Turner, general counsel for the 
Employers’ Assn. of Chicago; John 
McCurry, president of the Michi- 
gan Manufacturers Assn.; Edward 
Stoetzel, president of the Peoria 
(Til.) Merchants and Manufactur- 
ers Assn., and David Molthrop, 


* s + 


president of the Northwest Indus- 
trial Council. 
. 


Outlook Good 


D® ARTHUR F. BURNS, chair- 
man of President Eisenhower's 
Council of Economic Advisers, told 
the convention that the current 
economic recovery shows no sign 
of tapering off in the months im- 
mediately ahead. 


On the long-range outlook, Dr. 
Burns predicted that adoption of 
the President’s $101-billion, 10- 
year national highway program 
would expand commerce “in a 
thousand directions,” including 
the markets for new cars and as- 
sociated goods. 


Asked at a press conference 
about the role future annual-wage 
plans might play in strengthening 
the market, the economist declined 
a direct answer. He did observe 
that the related benefits from un- 
employment insurance have proven 
“undeniable” market props. 


A concentration ‘of production in 
two or three competitive compa- 
nies, Dr. Burns said, would not 
necessarily invite Federal antitrust 
action. It is in cases where compe- 
tition is squeezed out that the Gov- 
ernment steps in, he explained. 

: = a 


* ? 


Domestic Market 


PREDICTIONS on the future 
strength of the domestic mar- 
ket for new cars came from two 
major sources, 

Charles C. Freed, outgoing 
NADA president, told a press con- 
ference that 5,500,000 new cars 
could be sold “at a reasonable 
profit” this year. 

Production of more cars than 
that, he intimated, would result 
in the same dearth of profits 
that struck many dealers last 
year. 

Freed and Frederick J. Bell, 
NADA executive vice-president. 
bluntly warned that the current 
auto production rate of nearly 8,- 
400,000 cars per annum could lead 
to deep disaster for dealers in all 
makes. Bell said neither dealers 
nor the public care “who is in what 
place in sales or production.” 

~ 7 


Looking Ahead 

LONG-RANGE forecast of the 

market was made by Paul M. 
Mazur, New York investment 
banker, who said that the U. S. 
should be able to absorb 5,700,000 
to 5,900,000 cars annually over the 
next decade. 

Auto manufacturers are correct 
in recognizing the growth of 
suburbs and the need for two-car 
families as market boosters. Mazur 
ae. but he appended this warn- 
ng: 

“Production schedules which 
abuse the needs and demands of 
the markets will do so only with 
the risk of serious inventory 
liquidation—and economic reces- 
sions or depressions.” 

The 1953-54 auto market was 
cited by Mazur as a case in point. 
Although 1953 registrations were 
large, dealers had too many unsold 
cars in stock early last year, he 
recalled, and the pressure to un- 
load inventories wiped eut chances 
for profit-making. 

In making a '55 sales prediction, 
Freed disagreed with General Mo- 
tors President Harlow H. Curtice, 
who has forecast a sale this year 

(Continued on Page 49, Col. 1) 
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Territory Security Is Sou 
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NADA Turns to U.S. for Action 


(Continued from Page 48) 
of 5,800,000 new cars. Curtice’s 
estimate is “too many,” he said. 
+ + * 


Ga== dealer problems were 
brought to the convention’s 
notice by Birkett L. Williams, 
Cleveland, Ford dealer and an 
NADA director. He warned of the 
difficulties arising from slow used- 
car turnover and excessive parts 
inventories. 

Laxity in moving used cars is 
“dynamite” on today’s competi- 
tive market, where the value of 
a tradein declines at about the 
same rate as a “dead fish in a 
fish dealer’s inventory,” Williams 
explained. 

Inspirational Messages were 
given the convention by E. LaMar 
Buckner, president of the U. S. 
Junior Chamber of Commerce, and 
C. Hamilton Moses, president of 
Arkansas Power & Light Co. 

Addressing a special breakfast 
meeting of dealers’ sons and sons- 
in-law, Buckner advised that “suc- 
cess does not thrive on false prem- 
ises and I feel sorry for the man 
who gives anything but his best 
honest labor to his vocation.” 

The breakfast and a subsequent 
luncheon kicked off NADA’s cam- 
paign to develop young executive 
talent in auto retailing. 

a“ * e 

a while envisioning a 
“golden age” of tremendous 

national income, employment and 

technology, voiced fear of growing 





Yarnall Boasts 
37-Year Tie 
With Industry 


CHICAGO. — The new president 
of the National Automobile Dealers 
Assn., Frank H. 
Yarnall, is a vet- 
eran of 37 years 
in the auto indus- 





try. 
Owner of Yar- 
nall Chevrolet, 


Inc., Chicago, and 
a Ford dealer 
here from 1910 to 
1952, the 1955 
leader of the 

) nation’s organ- 
F. H. Yarnall ized new-car 
dealers served as chairman of the 
convention which saw him accept 
the NADA mantle. 

He was elected first vice-presi- 
dent of NADA at the 1954 Miami 
Beach convention. At the same 
time, he was designated to head up 
the arrangements for the 1955 
gathering in his home city. 

Long active in trade association 
work on all levels, Yarnall is a 
past president of the Chicago Auto- 
mobile Trade Assn. (1950-51) and 
was chairman of the Chicago Auto 
Show committees in 1952-53. 

He also is a past president of 
the Chicago Executive Assn., board 
member of the Employers’ Assn, of 
Chicago and a member of the local 
Better Business Bureau and Con- 
vention Bureau. 

He has two daughters and two 
grandchildren. 
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At the Detroit Show— 


_ A future prospect at the Detroit auto show tries out a Hudson for size. With an 
incentive plan for salesmen in operation, Detroit dealers reported high sales. 


government intervention in private 
enterprise. 

“You cannot tolerate and en- 
dorse government in business in 
competition with private indus- 
try,” he told the convention’s 
final business session, “and at 
the same time claim you are an 
advocate of private enterprise— 
and maintain your own self- 
respect.” 

George N. Craig, governor of 
Indiana, appealed for “glamorized” 
highway safety programs in a talk 
before the annual luncheon of the 
Inter-Industry Highway Safety 
Committee. 

“We have made it (safety) a 
dull, negative thing that has no 
punch or appeal to many persons,” 
Gov. Craig asserted. “We must 
employ more of the advertising 
and sales techniques which are 
being used so successfully to sell 
your own products, beauty aids, 
girdles and cigarets.” 

The Indiana chief executive, 
chairman of the public officials 
advisory group to the President’s 
Action Committee for Traffic 
Safety, commended auto dealers 
for their continuing support of 
high school driver education. 

ca * x 

NLESS a workable “blueprint 

for profit” can be drafted for 
dealers, new capital will continue 
to steer clear of auto retailing, the 
convention was warned by L. M. 
Stewart (Chrysler - Plymouth), St. 
Louis. 

Stewart, formerly Willys execu- 
tive and NADA treasurer between 
1934 and 1939, painted a gloomy 
picture of the current auto retail 
operation on the basis of the 73 
percent profit ratio decline for 
dealers in the last five years. 

“If this downward trend con- 
tinues at a rate comparable to 
that experienced in the last three 
years,” he added, “then it will 
only be a matter of a short time 
before profits will vanish com- 
pletely for all of us, as they 
already have for a great number 
of dealers.” 

Stewart called on the factories 
and the Government to undertake 
remedial action with respect to 
dealer profits, noting that auto 
merchants ranked 40th out of 41 
retail groups surveyed recently on 
ratio of profits to sales. 

* * * 

GREEING with Stewart’s diag- 

nosis but describing sound 
business “fundamentals” as the 
answer was dealer Hayse Tucker, 
of Tuscaloosa, Ala., who spoke on 
the same convention program. 


Tucker, former state director of 


12 Makes at Detroit Show 


Display Leather Upholstery 


DETROIT. — Twelve makes of 
cars exhibited at the Detroit Auto- 
mobile Show are either completely 
upholstered in genuine leather or 
are in combination with nylon or 
other fabrics. 

Included are Cadillac, Dodge, 
Nash, Hudson, Packard, Lincoln, 
Chrysler, Pontiac, Studebaker, 
Oldsmobile, DeSoto and Buick. 








finance for Alabama, recommended 
increased service absorption and 
product emphasis as ways to get 
back on the track of profits. 

“Of the last three presidents 
of NADA — outstandingly suc- 
cessful business men of high 
character, attainment and recog- 
nition—not one is a volume cru- 
sader,” Tucker said. “This is a 
success story for all of us.” 

The record of 1954 auto retailing 
leaves “no doubt but that the red 
flag of danger is flying,” he de- 
clared, recounting that 5,166 fran- 
chised dealers had folded in the 
last 22 months, profits on sales had 
declined from 9.4 percent in 1946 
to 1.7 percent for three quarters of 
1954, one dealer out of every five 
is operating at a loss and 18 per- 
cent of 1954 new-car sales were 
made by non-franchised dealers. 


Tucker advocated a “cheerful 
partnership” between factories and 
dealers, “with judgment to know 
that 


a COMPLETE line... 
for more profitable truck sales 


Featuring unique flexibiliry and advanced designing .. . 
completely engineered for every service job, Morrison's 
new line of all-steel Service Bodies will help you sell 
more trucks. Now, you can offer your trucks as fully 
equipped, ready-to-work units, tailored to the specific 
needs of the public utilities and the service trades . . 

among the largest users of trucks and special truck 


equipment. 


And you'll make more money on every sale that includes 
Morrison Service Bodies and Accessories . 
your Morrison dealer 


truck body profits guaranteed b 


discount. Morrison Service Body Division, MORRISON 
STEEL PRODUCTS, INC., 680 Amherst St., Buffalo 7, N.Y. 






Important: 


Chassis for Morrison § 
Service Bodies # 
should be ordered 
with short running 
boards .. . without 
rear fenders or 


pickup box. 
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Sports Award— 

Bill Murphy (right), owner of Bill Mur- 
phy Buick, Inc., Culver City, Calif., has 
established a college scholarship for out- 
standing athletes of Culver City High 
School. The winner will receive $500 for 
tuition at the college of his choosing. 
With Murphy are officials of the school. 


selling must not be the order of 
the day.” 


bootlegging and blitz| Fearful that the industry’s mal-! Calif. 


Model 900 $ 


your nearest Morr 


Auto Safety House 
Phoenix, Ariz. 
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practices might prove contagious, 
public opinion also is keeping tabs 


on the auto situation, he said. 
* * * 


— Michigan Automobile Deal- 


ers Assn., managed by Gil 


Haley, Lansing, won NADA’s first- 
prize plaque for public relations 


work last year. 

Other plaque winners were the 
Arkansas and Texas state groups, 
the Cleveland city association and 
the Dodge Dealers Assn. of South 
Carolina, a line unit. The Buffalo 
and Hartford associations won 
public-relations citations. 

Award certificates for successful 
membership drives in 1954 were 
presented by NADA to the follow- 
ing chairmen: Harry B. Scott, 
Cambridge, Mass.; Raymond Men- 
endez, Hempstead, N. Y.; Glenn C. 
Bream, Gettysburg, Pa.; Howard 
Pearce, Shelbyville, Ky.; Roy 
O’Brien, St. Clair Shores, Mich.; 
Clifford Erickson, Frederic, Wis.; 
Woodrow H. Taylor, Batesburg, 
S. C.; Ralph Lundquist, Neligh, 
Neb.; Charles White, Aurora, Mo.; 
Seeman Glasscock, Opelousas, La.; 
R. S. Horne, Evanston, Wyo., and 
James L. Countryman, Los Gatos, 





Model 700-6 


2 FOR COMPLETE INFORMATION on Morrison 
f Service Bodies and Accessories — including prices, dealer 
discounts and the Morrison Demonstrator Plan — see 


ison Distributor. 


Badger Body Mfg. Co. 
Omcha 2, Nebraska 


. . big extra 


cervice bodies 


Also manufacturers of MOR-SUN Furnaces 
and ROLY-DOOR Steel Garage Doors 


ON 


Neil's Automotive Service, Inc. 





Southern Equipment Co. 

Fort Smith, Ark. 

No. Little Rock, Ark. 
Jumbo Equipment Co. 

Los Angeles 15, Calif. 
The Winter-Weiss Co. 

Denver 2, Colorado 
S. J. Meeks’ Son 

Washington 1, D.C. 
DeBoliac Truck Equip. Co. 

Miami, Florida 
Rivers Body Factory 

Jacksonville 4, Florida 

Orlando, Florida 

Tampa, Florida 
Truck Equip. Co. of Atlanta 

Atlanta, Georgia 
Olson Manufacturing Co. 

Boise, Idaho 
Platt, Inc. 

Chicago 20, Illinois 
Scruggs-Drake Equip. Co. 

Decatur, Illinois 
Moline Body Co. 

Moline, Illinois 
Drake-Scruggs Equip. Co. 
Springfield, Illinois 

Hallenberger, Inc. 

Evansville 12, Ind. 
Allied Truck Equip. Corp. 

Indianapolis 18, Ind. 
lowa Body & Equip. Co. 

Des Moines 9, lowa 
Harry Young & Sons 

Wichita 4, Kansas 
Tom Rice, Inc. 

Louisville 1, Kentucky 
Blattman Sheet Metal 
Works, Inc. 

New Orleans 16, La. 
Dealers Truck Equip. Co. 

Shreveport, La. 
Hercules-Campbell 
Body Co., Inc. 

Portland, Maine 

Cambridge, Mass. 
Continental Body Co. 

Bay City, Mich. 


Model 1050 $ 


Kalamazoo, Mich. 

Burch Body Works 
Rockford, Mich. 

Roadway Mtg. & Equip. Co. 
Van Dyke, Mich. 

West End Auto Body Co. 
Duluth 6, Minn. 

Keystone Trailer & Equip. Co. 
Kansas City 1, Mo. 

Eaton Metal Products Co. 
Billings, Montana 


The Winter-Weiss Co. j 
of New Mexico 
Albuquerque, N.M. 
Maday Body & Equip. Co. 
Buffalo 11, New York 
Rochester, New York 
Hercules-Campbell 
Body Co., Inc. 
Latham, New York 
Tarrytown, New York 
Waterloo, New York 
Baker Equip. Eng. Co., Inc. 
Charlotte 1, N.C. 
Swanston Equip. Co. 
Bismarck, N.D. 
Fargo, N.D. 
Myers Equip. Corp. 
Canfield, Ohio 
Power Brake Service, Inc. 
Cleveland, Ohio 
Buckeye Truck Body 
Builders, Inc. 
Columbus 3, Ohio 
Perfection Equip. Co. 
Oklahoma City, Okla. 
Schetky Equip. Corp. 
Portland, Oregon 
M. A. Brightbill Body Wks. 
Lebanon, Pa. 
Eastern Body Co. 
Philadelphia 32, Pa. 
Auto Truck Equip. Co. 
Pittsburgh 8, Pa. 
Roy F. Drake Body 
& Equip. Co. 
Sioux Falls, $.D. 
A. Fassnacht & Sons 
Chattanooga, Tenn. 
W. T. Stringfellow & Co. 
Nashville, Tenn. 
Williamsen Body & 
Equip. Co. 
Ogden, Utah 
Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 
Nelson Truck Equip. Co., Inc. 
Seattle 9, Wash. 





American Machine Co. 
Spokane 11, Wash. 
Baker Equip. Eng. Co., Inc. 
Bluefield, W.Va. 
Charleston, W.Va. 
Clarksburg, W.Va. 
Huntington, W.Va. 
Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 
Hay & Harding, Ltd. 
Calgary, Alta., Canada 





50 


AUTOMOTIVE NEWS, FEBRUARY 7, 1955 


Blast ‘Third-Structure’ Levies .. . 


Trailer Makers Back 
Truckers’ Tax Fight 


BOCA RATON, Fla.—A _ resolu- 
tion to support the trucking indus- 
try in its battle against “third- 
structure” taxes, was adopted at 
the 14th annual convention of the 
Truck-Trailer Manufacturers Assn. 

In another resolution, the as- 
sociation voiced support of the 
President’s highway program 
with the reservation that “while 
Federal aid may be extended to 
states for the completion of toll 
facilities already under construc- 
tion, there should be no exten- 
sion of Federal funds for future 
toll projects on interstate high- 
ways that woald have the effect 
of imposing a double tax .assess- 
ment on highway users.” 

A third resolution declared that 
the association is opposed to any 
legislation which would result in a 
monopolistic invasion of the truck- 
ing field by railroads. 


The association finally demanded 
an immediate repeal of Federal ex- 
cise taxes on truck-trailers, com- 
ponents, accessories and parts. 

Rep. William H. Ayres, Ohio Re- 
publican, told the conference that 
he will propose legislation in Con- 
gress to exert the power,of the 
Federal Government in such a way 





Missouri Plans 
Allout Drive 
For Licensing 


CHICAGO.—The Missouri Auto- 
mobile Dealers Assn. is proceeding 
with efforts to obtain a state 
factory-dealer licensing law despite 
the publicized opposition of three 
Ford members to government reg- 
ulation of the auto business. 

MADA President A. H. Roper, 
himself a St. Louis Ford dealer, 
and Association Manager James 
Gorman affirmed their legislative 
intentions to Automotive News at 
the NADA convention here last 
week. 

Roper clarified the MADA posi- 
tion after Ford division released 
a photograph of a plaque presenta- 
tion by 12 Missouri, Kansas and 
Arkansas dealers to Henry Ford 
II, president of Ford Motor Co. 
(The photo appeared in the Jan. 
31 Automotive News.) 

The presentation, Roper said, 
might result in the impression that 
the state campaign for a factory- 
dealer licensing law was unpopular 
with the membership. A law simi- 
lar to those in Oklahoma and 
Tennessee is being sought in 
Missouri. 

Gorman said 97.6 percent of 
those replying to an MADA ques- 
tionnaire last month had endorsed 
the licensing proposal. 


Missouri Ford dealers who 
journeyed to Dearborn for the pres- 
entation were A. A. Fellini, of 
Springfield; D. C. Hawley, of War- 
saw, and J. R. Taliaferro, of St. 
Joseph. 

Kansans were D. E. Williams, 
Kansas City, who presented the 
plaque to Ford; P. A. Burtis, Gar- 
den City; E. M. Johnson, Ells- 
worth; J. N. Luft, La Crosse; C. 
E. Olander, Wichita; A. D. Rayl, 
Hutchinson; H. B. Russell, Junction 
City, and H. M. Skaggs, Dodge 
City. 

Lone Arkansas dealer in the 
delegation was N. L. Hailey, 
Rogers. 


U.C. Dealer Curb 
Asked in Indiana 


INDIANAPOLIS. — A proposal 
introduced in the Indiana Legisla- 
ture would require that manufac- 
turers’ certificates be issued only 
to new-car dealers handling that 
firm’s line of cars. 

Senator Milford E. Anness, Lib- 
erty Republican, who sponsored 
the measure, said some used-car 
dealers had been representing used 
cars as new ones by showing a cer- 
tificate as a “convincer.” 





as to require states to erase axle- 
mile, weight-distance or ton-mile 
taxes on trucks. 


Neil J. Curry, president of the 
American Trucking Assns., urged 
the truck-trailer industry to line 
up with the trucking industry 
against proposed changes in the 
national transportation policy which 
would allow competitive invasion 
of the motor carrier field. 

The conflict between vehicle ca- 
pacity and its own transportabil- 
ity was the theme of a talk by 
Maj.-Gen. B. A. Hayford, Army 
deputy chief of transportation. 

Hayford said that the “new look” 
in military transportation consists 
of five and 10-ton tractors with a 
variety of 10 and 20-ton and great- 
er capacity trailers, operated in 
shuttle service for the tractors and 
interchange service for the trailers. 


The association elected as its new 
president R. R. King, president of 
American Body & Trailer, Inc., Ok- 
lahoma City, who succeeds John C. 
Bennett, president of Utility Trailer 
Mfg. Co., Los Angeles. 


Other officers are C. L. Schnei- 
der, Detroit, Eastern vice - presi- 
dent; P. M. Heinmiller, Los An- 
geles, Western vice - president; 
Robert M. Hayes, Detroit, associ- 
ate member vice-president; Ralph 
L. Veenema, Paterson, N. J., treas- 
urer, and John B. Hulse, manag- 
ing director and secretary. 

Directors, in addition to the fore- 
going, are: 


John Andrews, St. Louis; Harry 
Eyler, Cincinnati; A. A. Kearney, 
Toledo; E. J. Lucas, Louisville; 
George Mercer III, Savannah, Ga.; 
Wilson Persinger, Sioux City, Ia.; 
Walter C. Ronk, Cedar Rapids, Ia., 
and C. Bradford Sheppard, Phila- 
delphia. 





Ford Sales in January 


Top Record for Month 


DEARBORN. — Ford car sales 
last month broke all January 
records, according to R. S. Mc- 
Namara, general manager of the 
Ford division. 

Remarking that the record 
sales left dealer inventories 33 
percent lower than last year, 
McNamara said, “The continued 
upsurge in demand for new 
Fords has meant that our em- 
ployes and facilities are working 
on maximum overtime schedule.” 

















RED BANK, N. J. — Legislative 
proposals for new or broadened 
veterans’ bonus programs are pend- 
ing in at. least 17 states, according 
to an analysis of reports from 
state capitals. 

Developments include the follow- 
ing: 

California: A proposed consti- 
tutional amendment which would 
submit a $150 million veterans’ 
farm and home-loan program 
bond issue to the voters is pend- 
ing. 

Connecticut: Korean veterans in 
Connecticut would receive up to 
$300 under terms of a bill filed for 
consideration by the Legislature. 
The bill provides for financing with 
a $20 million bond issue. 

Delaware: Bonus legislation for 
Korean veterans similar to that 
enacted for World War II veterans 
is being sought. 

Indiana: Approximately $21,500,- 
755 would be spent under terms of 
a Korean veterans’ bonus bill which 
has been filed. 

Iowa: A proposed bill would 
give Korean veterans a $500 tax 
exemption and pay them a bonus 
of $1 to $1.25 for each day of 
active service. 

Louisiana: Bids are scheduled to 
be received March 3 on a $10 mil- 
lion bond issue to finance payment 


Merchandising Code OK’d 
By Boston Dealers, BBB 


BOSTON.—A code of ethics for 
advertising and selling cars was 
accepted “in principle” at a meet- 
ing here of 250 new and used-car 
dealers and Better Business Bu- 
reau representatives. 

The code was proposed by the 
BBB at the request of the deal- 
ers. 

Purposes of the new standards, 
as stated by the BBB, are: 

1.To promote and maintain hon- 
esty and dependability in business 
operations and to avoid deception 
and fraud. 

2.To employ truth and accuracy 
in advertising and selling of auto- 
motive products. 

8.To stand by any guarantee 
given with the sale of motor 
vehicles. 

4.To strive constantly to improve 
business methods and ethics and 
to maintain fair competition to the 
end that the public will be better 
served. 

5.To refrain from the perfor- 
mance of any act which would be 
injurious or detrimental to the 
automobile retailing industry or 
contrary to the public interest. 

An auto trade committee has 
been formed to work with the 
BBB to establish standards, seek 
dealer cooperation and carry out 
the pro 

On the committee are Walter D. 


Abbott, Philip Watkins, George 
Kramer, Nishan Atamian, J. Gor- 
don MacKinnon, Loren White, 
Forrester A. Clark, Charles Hur- 
witz, Myron Smith, William A. 
Plunkett, Harold Moye, Richard J. 
Dwyer jr., Francis Obey, Cornelius 
Collins, Hugo Saparini, Philip C. 
Wilson, Lawrence J. Thibault, W. 
H. Mitchell jr. and Clarence Zarren. 


Buick Sales Set 
New Jan. Record 
In 10-Day Period 


FLINT.—Buick dealers delivered 
a record 18,576 cars in the second 
10 days in January, according to 
Ivan L. Wiles, general manager. 

“This is an alltime record for any 
10-day period in January,” Wiles 
said, “and represents an increase 
of nearly 35 percent over the same 
period last year.” 


Wiles also revealed that sales 
for the first 10 days of January 
amounted to 15,407 units, making 
a total of 33,983 retail deliveries for 
the first 20 days of 1955. 

Sales for the first 20 days of Jan- 
uary last year amounted to 24,226 
units, Wiles said. 


Veteran’s Bonuses Sought 


Legislative Proposals Would Extend 
Benefits to Korean Period 








Meeting at the convention of the Truck-Trailer Manufacturers Assn. in Boca Raton, 
Fla., are (from left) E. J. Lucas, vice-president of Kingham Trailer Co., Louisville; 
Neil J. Curry, president of the American Trucking Assns.; John B. Hulse, managing 
director of the association, and John C. Bennett, outgoing president. 


of cash bonuses to Korean veter- 
ans. Bonus payments will range 
from $50 to $250 to returned vet- 
erans and $1,000 to survivors of 
men killed or missing in action. 

Maine: A measure would give 
bonuses ranging from $100 to $250 
to Korean veterans. Financing 
would be achieved through a $22 
million bond issue. 

Maryland: Pending is a bill 
which would pay bonuses up tq 
$500 to veterans. 

Minnesota: Proposed legislation 
would broaden the state’s bonus 
program to include Korean vet- 
erans. 

Missouri: A proposed constitu- 
tional amendment would split $150 
million among Korean veterans, 
with maximum payments reaching 

$500. 

New York: Proposed legislation 
would give a bonus to Korean vet- 


'erans similar to bonuses given 


World War II veterans. 

North Dakota: A proposed 
amendment would put a $9 million 
bond issue up to voters to finance 
bonus. 

Ohio: A proposed $100 million 
bond issue to finance bonus has 
been introduced in Legislature. 

Oklahoma: Resolution in Leg- 
islature calls for voters’ approval 

of $100 million for veterans’ loans 

on farms and homes. 


Oregon: Up to $600 in bonuses 
could be received by veterans un- 
der terms of proposed amendment. 

South Dakota: Bonus bill, which 
would pay up to $650, has been in- 
troduced. 

West Virginia: Proposed consti- 
tutional amendment has been in- 
troduced which would provide $25 
million to finance farm and home 
loan program for veterans. 








—. 


Autos Big Gainer 
As Sales Rise 


December Increase 
Totals 7 Percent 


CHICAGO. — Aided by the ear. 
lier introduction of new - mode] 
cars, retail sales in the Midwest in 
December were 9 percent above the 
same month of 1953, according to 
the latest report of the Fecera) 
Reserve Bank of Chicago. 

Although auto dealers scored 

the sharpest increase, the bank 
said, the increase in sales volume 
was not confined to that one 
group alone. 

Retail sales in non-auto cate- 
gories increased 7 percent over 
December, 1953, as all major retail 
groups reported gains. 

An upsurge in auto output also 
helped the Midwest report the 


sharpest industrial production gains | 


in the Nation, the bank said in its 
monthly review, “Business Condi- 
tion.” 

The bank also noted that this 
development “affected not only 


| Michigan centers but many other 


Midwest areas where important 


| Plants and suppliers are located.” 


Moreover, the bank said, other 
types of industrial production im- 
portant in this region have also 
shown strength in recent months. 


Out put of major household ap- © 


pliances and radio-television has 
been running well ahead of a year 
ago, the bank reported, and elec- 
trical machinery and equipment, 
while still below previous-year fig- 
ures, chalked up significant in- 
creases late in 1954. 

Midwest farm machinery pro- 
ducers, too, are stepping up pro- 
duction in anticipation of a sea- 
sonal sales rise, the bank said. 

All this, the bank observed, 
spells a heightened business tone 
for most Midwest centers. 

“Nevertheless,” the bank said, 
“employment has not yet fully 
reflected the business improve- 
ment, although the average man- 
ufacturing work week through- 
out the country has made some 
recent advances. 


Unemployment in most major 
Midwest centers still exceeds 5 
percent of the total labor force, the 
bank said. 

Relatively few shortages of ap- 
plicants for particular job cate- 
gories Were noted, and most areas 
reported surpluses of both un- 
skilled and semi-skilled workers, 
the bank said. 


Thus, the bank concluded that 
the labor supply will continue 
ample in the majority of Mid- 
west industrial areas during the 
coming months. 


Construction expenditures, a con- 
tinuing prop to business in 1954, 
finished the year 5 percent ahead 
of 1953 with December exceeding 
the year-ago pace by 10 percent. 

Most of the recent increase, the 
bank said, was accounted for by 
home building. Liberalized GI and 
FHA loans figured importantly in 
the boom, the bank said. 





Detroit Ford Dealers Induct Officers— 


Present at the installation ceremonies of the new officers of the Metropolitan Detroit 


Ford Dealers were (from left), Arthur M. Stringari, counsel; Paul Larson, regional sules 
manager of the Ford division; Lovis C. Miriani, president of the Common Councii of 
Detroit; Roy E. O'Brien, outgoing president; Russel B. Dawson, president, and Clay 8. 
Ewers, district sales manager of the Ford division. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week Jan.1 Jan. 1 
Ended Same Ended Total to to 
Feb.5, Week, Jan. 29, Jan., Feb.6, Feb. 5, 
1955 1954* 1955* 1955* 1954* 1955* 
AMERICAN MOTORS _ 2,550 1,597 1,910 7,557 12,245 9,615 
ROUTE . ecreottcesvctibicsiecutons ee eae 663 3,075 2,078 3,867 
a 1,560 1,597 1,247 4,482 10,167 5,748 
CHRYSLER CORP. .... 31,725 12,415 30,553 127,782 78,316 152,962 
NONE siscetincyscseenatelooks 4,200 2,670 4,207 17,470 13,289 20,830 
SND. -cuvesnsiisuvtescusewvess 3,400 1,848 3,270 13,469 10,171 16,189 
ENO. sacedicreaverssivscnmions 74,625 1,780 8,002 32,797 12,585 38,897 
OUI sicessevscnserceesecss 16,500 6,117 15,074 64,046 42,271 77,046 
FORD MOTOR. ............ 43,180 37,233 43,951 179,050 191,264 214,649 
NEE > phdcenveteinbonsyebesssieseens 34,775 28,950 34,573 143,761 147,628 172,636 
UE © ° G0dinimeines coicidvishits 705 1,030 750 2,906 5,611 3,470 
Be ee 7,700 = 7,253 «= 8,628 «82,383 «= 38,025 38,543 
| GENERAL MOTORS .. 80,740 51,975 79,121 327,495 263,731 392,088 
SIE . aieehegdninaihsececevwanisese 14,982 9,757 15,273 62,427 47,840 74,413 
Se CERIN, © Saivcecseyetvccchesseses 3,215 2,026 3,212 14,135 6,045 16,707 
é NED sédctssuidscuvdsastecs 38,100 25,864 37,449 154,517 142,889 184,997 
' Oldsmobile .................... 12,143 6,718 11,741 48,416 26,513 58,131 
2 SEED Sud tacwdiicicdedsvcsescses 12,300 7,610 11,446 48,000 40,444 57,840 
' KAISER MOTORS ...... 315 708 304 1,097 815 1,349 
SE sdinsessbiaiubesiwavtivciceds. Sites 0 0s a+ es a 
SEEN; devenisidsearsasexsesnsesses 315 432 304 1,097 512 1,349 
SEE MUIEEEES | Scntsiceccadechvesnats 5,320 4,191 4,825 15,921 18,514 20,257 
NUN Scgslonstaiacctseccedine 1,550 1,431 1,365 4,124 5,130 5,364 
[ Studebaker .................... 3,770 2,760 3,460 11,797 13,384 14,893 
' Total Cars, U.S. ...... 163,830 108,119 160,664 658,902 564,885 790,920 
; *Revised > 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan, 1 
Ended Same Ended Total to to 
Feb.5, Week, Jan.29, Jan., Feb.6, ‘Feb. 5, 
1955 1954* 1955* 1955* 1954* 1955* 
CHEVROLET ................ 2,800 6,525 6,804 25,706 37,866 27,946 
DIAMOND T .....000....... 80 69 79 312 344 377 
II ahi Rbesccnsicaspesatdod 60 80 60 252 402 300 
ESSE eee rn een 1,700 1,576 1,622 1,522 9,260 8,882 
EN Stccacolicniiake “alee “ane Nese. 20 oaeee _ 
0 EE 8,025 6,202 7,696 32,348 37,514 40,113 
SE seid esi, Sadceibcatiniactcies, 1,315 1,932 1,512 5,787 10,356 6,359 
INTERNATIONAL ..... 2,330 1,439 2,189 9,040 10,512 10,933 
I cre its canst "230 100 229 852 596 1,036 
I aNlalvssdinstelosieschissdssssasy 90 235 88 374 1,168 446 
STUDEBAKER ............. 420 166 468 1,687 339 2,023 
I Sor csva dele cxst tS ii ous 230 256 228 958 1,207 1,142 
WILLYS ......... 1,575 1,095 1,435 6,424 6,7 7,684 
MISCELLANEOUS ...... 95 196 91 407 1,067 483 
Total Trucks, U.S. .. 18,950 19,871 22,501 91,669 117,541 108,224 
Total Cars, Trucks, 
SE 182,780 127,990 183,165 750,571 682,426 899,144 
Total Cars, Trucks, 
Re 7,289 10,113 7,201 28,306 46,240 34,638 
Grand Total 
Cars and Trucks, 
U. S. and Canada ..190,069 138,103 190,366 779,377 728,666 933,782 
Drive, Sterling, Nash, etc. 
N.B.: All U. 8. totals include cars and trucks for military orders. 
s 3 
Output Continues Climb; 
; 
3rd Highest on Record 


(Continued from Page 1) 


vehicles in December. 


7 +” * 
(THE Ford division built 143,761 
~ ¢ars for its biggest January 
Since the war. December’s 148,563 
cars continued to hold the alltime 
monthly record. 

The entire industry, according 
to revised figures, assembled 658,- 
902 cars and 91,669 trucks in Jan- 
uary, for a total of 750,571 vehi- 
cles. 

With an even hotter start in Feb- 
ruary, the year’s production through 
last week was 790,920 cars and 108,- 
224, trucks, for a total of 899,144. 
In the corresponding period, of last 
year, 564,885 cars and 117,541 trucks 


had been produced, for a total of 
682,426. 


* * + 
A COMPARISON of individual 
car makes shows that Stude- 
baker is the only one of last year’s 
top 10 that no longer can be classed 
among the leaders. Paradoxically, 
Studebaker has increased its unit 
output. 
Eighth with 13,384 cars at this 
point in the 1954 production race, 
Studebaker now is 12th with 14,- 


% The previous record was 210,175| 893. Cadillac, 13th last year with 


6,045 cars, now is 10th with 16,707. 


Most spectacular gain is that of 
Dodge, which was 10th last year 
with 12,585 cars and now is seventh 
with 38,897. 


U.S. Car Output 


Production through Feb. 5: 





1955 Pos. Make 1954 Pos. 
1—184,997 Chevrolet 142,889— 2 
2—172,636 Ford 191,264— 1 
3— 77,046 Plymouth 42,271— 4 
4— 74,413 Buick 47,340— 3 
5— 58,131 Olds. 26,5138— 7 
6— 57,340 Pontiac 40,444— 5 
Ii— 38,897 Dodge 12,585—10 
8— 38,543 Mercury 38,025— 6 
9— 20,880 Chrysler 13,289— 9 

10— 16,707 Cadillac 6,045—13 
1l— 16,189 DeSoto 10,171—11 
12— 14,893 Studebkr. 13,384— 8 
18— 5,748 Nash 10,167—12 
14— 5,364 Packard 5,1380—15 
15— 3,867 Hudson 2,078—16 
16— 3,470 Lincoln 5,611—14 
17— 1,349 Willys 512—17 
18— ........ Kaiser 308—18 
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Worker Discount Plan Debated 


(Continued from Page 3) 


would be a natural development 
with thousands of individuals 
willing to sell their cars at or 
below the wholesale price to get 
immediate cash. 

4. Some dealers said the employe 
purchase plan would destroy their 
last opportunities for profit on 
some deals. These dealers admitted 
that they were compelled to sell 
many cars at invoice price, but 
were able to pick up their profit 
by charging full price for acces- 
sories. 

5. The plan is going to cause 
problems as it affects salesmen. 
Dealers don’t feel that they can 
pay the salesmen out of the 
small sum paid by the factory 
for such deals. On the other 
hand, the dealers saw little hope 
that the salesmen and union 
organizers will permit all such 
deals to become house deals. 

6. Several dealers felt that the 
plan will lead to factory favoritism 
of some dealers. 

* * * 


ASKED one dealer: “What’s 

* going to happen to this busi- 
ness, particularly in the auto-pro- 

ducing centers, when all the auto 
workers get an 18 percent dis- 
count? Do you think we're going 
to be able to refuse a similar dis- 
count to the. other 50 percent of 
the population, particularly if a 
majority of our old customers are 
in the latter group?” 

8 The plan penalizes the ag- 
gressive dealer who sells cars all 
over town. It is reasoned that 
the factory worker will forsake 
the dealer who treated him well 
over the years for another dealer 
who has the advantage of being 
closer to the worker’s home. 

9. The dealers will lose their 
retail-delivery-report income. 
While this is only $5 per car paid 
to the dealer for reporting the 
name and address of the purchaser 
to the factory, dealers say that 
this is a large part of their annual 
profit in today’s low-profit market. 

10. Many employe-buyers with 
old cars and little cash will be 
prohibited from buying because 
they need the price pack to make 
their purchase. And the plan will 
prohibit the use of the pack which 
boosts the value of the used car 
so as to make the deal acceptable 
to the finance company. 

* ed * 


ppPRcecserss of the plan say: 
1. It will encourage a more 
equitable distribution of factory- 
worker sales and prevent one 
dealer from cornering a large por- 
tion of this business which actually 
doesn’t net him too much because 
he has to give so much away. 

2. It will eliminate the factory 
“wise guys” who say, “I want 
a good deal. I know how they 
build those cars, and you're 
going to have to give me a car 
that’s in a lot better shape than 
the average one is. Furthermore, 
I know how much you make, so 
give me 23% percent off.” 

3. If the dealer gets 6 percent on 
these employe deals, he will be a 
lot better off than he is at present. 

4. A Hudson dealer located near 
the Chrysler plants favored the 
plan for Chrysler Corp. employes 
and all other auto workers because 
“anything that keeps Chrysler 
strong is bound to help everyone 
else in the area.” 

5. It will enable Chrysler Corp., 
or any other participating maker, 
to maintain volume production 
which will resut in lower prices in 
the long run and benefit everyone 
—maker, dealer and the general 
public. 

* * ~ 
ILE all details of the employe 
purchase plan have not been 
worked out, it has been decided 
that the worker will place his 
order with some designated person 
in his department. 

The employe will be required 
to pay in cash 82 percent of the 
factory retail price, plus 100 per- 
cent of the transportation costs, 
delivery and handling charges 
and Federal, State and local 

* taxes. 

The worker must arrange for the 
sale of his used car and he must 
arrange for the financing, if needed. 


He will have the option of taking 
delivery of the car at the factory 
or at a dealership of his choice. In 


‘all cases he will designate a deal- 


ership where warranty inspections 
will be made. 

The factory will pay the desig- 
nated dealer $125 for a Plymouth, 
$145 for a Dodge, $155 for a DeSoto, 
$195 for a Chrysler Windsor or 
New Yorker and $225 for an Im- 
perial. 

* * x 

F THE dealer also delivers the 
car and handles the “make- 
ready,” he will receive an added 
$25 for a Plymouth or Dodge, $45 
for a DeSoto, $55 for a Chrysler 
Windsor or New Yorker and $85 

for an Imperial. ‘ 


It is generally believed that the 
employe-buyer will not have to 
pay the special advertising charges. 

The plan covers employes in 

Chrysler Corp. plants in Michi- 
gan, Indiana, California, Dela- 
ware, Ohio, New York, Louisiana, 
Kansas and Georgia. 

How popular the purchase plan 
will become is disputed. Some 
dealers felt it will have little ap- 
peal because most workers already 
can get better deals. 

Reporting 10 to 25 serious inquir- 
ies immediately after the plan was 
announced, other dealers predicted 
a great future for the plan, feeling 
that the purchase of Chrysler Corp. 
products by the firm’s workers will 
be a big encouragement to outsid- 
ers to also buy Chrysler products. 
Said one dealer: 

+ * * 

oo more cars you have on the 
road, the more service you’re 
going to have, the more public 
acceptance your product will have 

and the better off we'll all be.” 
Some dealers felt the plan 
would have little popularity be- 
cause it is a much poorer deal 
than the one currently offered by 
a couple of dealers to several 

UAW locals. One of these agree- 
ments give the worker 20 percent 
off; another gives the worker a 
car for $135 over invoice. 

One Dodge-Plymouth dealer said 
he favored the employe purchase 
plan because it would eliminate 
some of these dealer-union work- 
ing agreements. 

Several dealers complained about 
the plan because of its timing, say- 
ing it should have been delayed 
until demand was a little lower. 
These dealers were curious about 
what kind of priority, if any, the 
employe-buyer deals would have. 

+ = * 


jaune the plan, Chrysler 
Corp. said, “That the plan is 
being introduced at a time when 
the public has enthusiastically re- 
ceived our 1955 cars and when 
factory orders for new passenger 
cars have passed the half-million 
mark is indicative of our interest 
in increasing the volume of our 
new models.” 

Dealers have reported that some 
workers already have come in with 
this proposition: 

“Well, the factory is giving me 
18 percent off. How much more 
are you going to give me?” 

Almost without exception, Ford 
and General Motors dealers said 
they were against expanding such 
plans for the workers in their 
factories. 

At present most factories have 
some sort of employe purchase 
plan, limited usually to executives. 

x * * 
(sevens: has two plans for 
its executives. One plan, for 
semi-administrative workers, gives 
a discount of 10 percent. The other 
plan, for higher executives, grants 

a 24 percent discount. 
Ford Motor Co. has its “A” and 
“B” tag cars. The “A” tag, for 


Flack and Lovejoy 


To Head Sales Rally 


DETROIT.—Highlight of Detroit 
Salesmen’s Week, Feb. 6-12, will be 
the Sixth Annual Detroit Sales 
Rally Wednesday night (Feb. 9). 

The rally will be led by Gene 
Flack, sales counsel of Sunshine 
Biscuits, Inc., and Frank W. Love- 
joy, sales executive of Socony Vac- 
uum Oil Co. 


top supervision, permits the 
dealer to charge the invoice price 
plus his “make ready” expenses. 
The “B” tag permits a lower- 
ranking official to buy a car at 
fleet discount, usually from $150 
to $250 off. Many buyers can do 
better than this themselves. 
Last December, American Mo- 
tors Corp. announced a plan which 
gave all AMC employes a discount 
of 12 to 16% percent on all cars 
and equipment, depending on the 
model. AMC workers also benefit 
from a 25 percent discount on all 
Kelvinator appliances. 
* * * 


ILE the UAW and some deal- 

ers have advocated a purchase 
plan for workers for many years, 
the present plan is believed to be 
the idea of Chrysler officials. 


Last December the situation was 
discussed at a meeting in the 
Chrysler Corp. offices on Jefferson 
Ave. in Detroit. Attending the 
meeting were several Chrysler 
Corp. dealers, Robert Conder, vice- 
president of industrial relations; 
Ed Quinn, Chrysler division gen- 
eral manager, and several other 
factory officials. 

The factory officials presented 
several suggested employe pur- 
chase plans to the dealers. Some 
dealers favored one plan. Some 
favored parts of another plan. A 
couple of the dealers were 
strongly against all such plans 
and expressed their views. 

After four hours the meeting 
broke up with everyone dissatis- 
fied. The plan that was eventually 
chosen reportedly is a radical de- 
parture from all the suggested 
plans. 





Classified Want Ads 


HELP WANTED 





Automobile Finance 
Sales Solicitor 


sales ability. Must be 
thusiastic and possess definite creative 
ability to inaugurate and follow 
on sales programs and train and direct 
other sales personnel in acquisition of 
new accounts and increasing volume from 
present accounts. Splendid opportunity for 
right a = anes growing or- 

nization. Salary open. Many em 

. efits including profit sharing” retire- 
ment plan, insurance, hospitalization, etc. 
All replies strictly confidential. 
Write in detail, giving age, education 
and experience to: 

Alex W. Hay, Secretary 

COLONIAL FINANCE COMPANY 


212 North Elizabeth Street Lima, Ohic 


VOLUME MINDED Sales Manager for 
1,000 car, ‘‘Big 3’’ dealer. Located in 
the southwest’s largest automotive cen- 
ter. No Hull-Dobbs. Unlimited opportun- 
ity for right man. Please furnish com- 
plete information and reference. All re- 
plies kept confidential. Box 4576, c/o 
Automotive News, Detroit 26. 


AUTO SALES 
MANAGER 


One that can hire, train and direct 
salesmen to profitably sell the all new 
Pontiac. 

Metropolitan deal in 
New York City. 

Must be experienced and have recent 
record of proven sales ability. 

To the right man we offer an excellent 
salary and share of profits. 


Box 4540, c/o Automotive News, 
Detroit 26 


large western 


WANTED: OFFICE MANAGER, book- 
keeper. 150 car General Motors dealer- 
ship in Norfolk area. Commence employ- 
ment April, 1955. Reply to Box 4577, c/o 
Automotive News, Detroit 26, stating all 
qualifications and experience. All com- 
munications will be held confidential. 


AUTOMOBILE LEASING 
SALESMAN 


Top salary. Must be experienced and 
able to open new accounts. Do not ap- 
ply if you cannot qualify. Address: 
M Cc. S. M. Rose Corp., 365 
Flatbush Ave., Ext., Brooklyn, N. Y. 














AUTO SALES 
MANAGER 


One that can hire, train and direct sales- 
men to sell Buick cars in Pittsburgh, Penn- 
sylvania metropolitan area. Must be ex- 
perienced currently and have a proven 
sales record. To the right man we offer 
$10,000 yearly plus an incentive bonus. 
New car potential of 400 cars. Only those 
with the above qualifications will be con- 
sidered. This is a golden opportunity for 
the right man. Give brief resume of ex- 
perience, age and other qualifications. All 
replies strictly confidential. 





Reply Box 4559, c/o Automotive 
News, Detroit 26 


—_———_—_—_—_—— 


SERVICE MANAGER—Chevrolet and Olds- 
mobile in state of Ohio. Must be aggres- 
sive and capable of working with cus- 
tomers from a farm community and a 
small college town. Population of town— 
4,000 and around 5,000 in surrounding 
areas. Very high volume of new and used 
car sales, Present service sales are low. 
The man we select will receive a sub- 
stantial salary and a percentage of the 
service business. As the volume of serv- 
ice business increases—the greater the 
percentage of income. Full information 
with answer including latest photo. Our 
employes are aware of this ad. Box 
4542, c/o Automotive News, Detroit 26. 


OFFICE 
MANAGER 


Full charge of accounting department. 
Large Chevrolet dealer south Florida. 


Excellent opportunity to grow with 


rapidly expanding organization. Box 
4569, c/o Automotive News, Detroit 
26. 


TRUCK MANAGER for progressive new 
metropolitan Chicago Ford dealer. Must 
be aggressive, experienced and should 
know Chicago market. Remuneration 
open. Box 4571, c/o Automotive News, 
Detroit 26. 

SALES MANAGER for Lincoln-Mercury 
dealership in Ohio, must have proven 
background with volume dealer and be 
a good closer, Give complete details of 
firms worked for, earnings and volume. 
Replies held strictly confidential. Box 
4565, c/o Automotive News, Detroit 26. 


AUTO FLEET 
SALESMAN 


De ee we ae © Seriy om 
perienced, personable, aggressive 
and of executive caliber. He has his 
and can do better- 


Fork Fleet Sales Office of the best 
known dealer in America's biggest 
selling car offers excellent starting 
salary plus other incentives and ex- 

ional employee benefits. Write 
lly. (Our staff knows of this ad.) 


Box 4568, </o Automotive News, 
Detroit 2 


America’s Best 





AUTOMOTIVE NEWS, FEBRUARY 7, 1955 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry ie TT 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


Tet oeal 


TT 


use of a box number, in 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


OFFICE 
MANAGER - 
ACCOUNTANT 


A real opportunity for an am- 
bitious young man 25 to 35 
years of age with experience 
in General Motors dealers ac- 
counting. 


Write direct for application 
to the 


Cochrane Chevrolet Co. 
601 STATE STREET 
Bridgeport, Conn. 


Attention Mr. John Van Gemert, 
General Manager 


“All replies held in strictest 
confidence" 


POSITION WANTED 
| tr 5) ticat 


FLORIDA DEALERS! Office manager- 
accountant with nine years’ experience at 
large, highly competitive Detroit Chrys- 
ler dealership wishes to locate perma- 
nently in Florida to be near family. A 
Pleasant, cooperative, intelligent addi- 
tion to your managerial staff, Available 
for interview in March. Box 4566, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER — Dealership. Gen- 
eral sales manager, allied industry. Ex- 
ecutive assistant. Factory sales executive 
with broad experience in finance, retail, 
wholesale, sales analysis, direction and 
training. Additional manufacturing and 
appliance experience. Available soon. 
Box 4570, c/o Automotive News, Detroit 
26. 


GENERAL OR SALES manager. Desires 
position with Pontiac, Oldsmobile or 
Buick selling 200 to 350 new units. Pre- 
fer mid-central or mid-west states. 20 
years’ experience in all phases of opera- 
tion. Now employed as general manager. 
Box 4573, c/o Automotive News, Detroit 
26. 





EXPERIENCED PARTS man wants to re- 
locate. Will consider moving any place. 
Have the best of references. Married and 
have no children. Prefer GM or Chrysler. 
Write Box 4572, c/o Automotive News, 
Detroit 26. 





ACCOUNTANT-OFFICE manager with vol- 
ume experience. Thoroughly qualified to 
direct accounting and finance activities 
of large dealership. GM-Ford experience. 
Box 4548, c/o Automotive News, Detroit 
26. 


Auto Sales Manager 
FOR NEW CAR DEALERSHIP 


The man we are seeking must be one of the top 10 auto 
sales managers in America. To take charge and operate 
a large dealership in Northern N. J., one of the “Big 
Three” profitably and successfully in today's market. Must 
be an exceptional individual who can develop new busi- 
ness, hire, train and direct our sales personnel, help close 
deals and have present proof of accomplishment. An ex- 
cellent salary will be paid to the one who can qualify for 


this position. 


Please do not apply unless you have a proven record of 
accomplishment and can stand rigid investigation of your 


past performance. Send full 


resume. Address Box 4431, 


c/o Automotive News, Detroit 26. 





POSITION WANTED 


I'M NO CHAIR WARMER. I'd rather sell 
cars and show a profit, I've managed a 
500-car Chrysler products deal for eight 
years and showed a profit in spite of 
circumstances. I would like to associate 
myself with a financially sound dealer, 
N.W. preferred, on a contract basis. 44 
years old, married, excellent references. 
Box 4546, c/o Automotive News, Detroit 
26. 

GENERAL MANAGER. Have over 30 
years’ experience in retail sales as sales- 
man, sales manager, used car manager, 
general manager. Dealer 1934-1936. Ex- 
perience covers ten years Chrysler prod- 
ucts, 20 years GM products. Pontiac, 
1934-1942. Chevrolet, 1947 to date. Have 
successful record as profit maker. Mar- 
ried, sober, conscientious, industrious 
and hard worker. Will consider buying 
interest in dealership. Would like to lo- 
cate in Florida or nearby southern states 
but will consider other eastern locations. 
Can furnish highest qualifications and 
references, Box 4547, c/o Automotive 
News, Detroit 26. 


SALES MANAGER thoroughly trained in 
all phases of volume operation with two 
largest dealers in the midwest handling 
Ford and GM autos. College grad, young, 
aggressive, experienced in sales, sales 
management, closing, training, finance, 
wholesaling, and buying. Desire to re- 
locate to an eastern state. Box 4491, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER — 25 years’ experi- 
ence with large service volume Chevrolet 
and Ford dealers. Thoroughly experienced, 
dependable and aggressive. Able to fur- 
nish sterling references regarding sobri- 
ety, honesty and accomplis:ments. Box 
4541, c/o Automotive News, Detroit 26, 
Mich. 


DETROIT BUYER SEEKING connection!!! 
Buyer and former dealer with 20 years’ 
experience, now seeking southern, west- 
ern or eastern outlet. Huge local dealer 
acquaintance. Dynamic results may be 
expected. Contact Box 4505, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER FOR FORD or GM 
dealership. Prefer town of 25,000 and 
up. College, married, 35 years old, ag- 
gressive, solid background, ten years’ 
experience sales management with top 
selling car manufacturer. Excellent ref- 
erences. Looking for real opportunity in 
retail automotive management, Box 4561, 
c/o Automotive News, Detroit 26. 


AUTOMOTIVE EXECUTIVE 
desires position as 
Manufacturer's Representative 


“Sales & Technical Service Background" 
Excellent references 


Box 4575, c/o Automotive News, Detroit 26. 


GENERAL MANAGER available. 25 years’ 
experience all phases of distributor and 
dealer operations. Can employ and train 
sales and service personnel into an effi- 
cient organization for volume with profit. 
Proven record of accomplishment. Prefer 
east coast or west coast location. Box 
4549, c/o Automotive News, Detroit 26. 

PROMOTIONAL SERVICE manager or 
dealer’s assistant. Can handle customers 
and personnel. 41 years of age, sober, 
references furnished, Success only — no 
alibis. Box 4543, c/o Automotive News, 
Detroit 26. 

TRUCK MANAGER, now employed, age 
42, family, 20 years successful selling and 
dealer management, specialized heavy- 
duty field. Desire responsible position 
with future. Western or southern states. 
Excellent references. Box 4544, c/o Auto- 
motive News, Detroit 26. 

SERVICE MANAGER, manager—18 years’ 
experience, General Motors, Chrysler, 
Kaiser. Customer relations improved and 
maintained. Most experience managing 
factory branch and distributorship. Also 
experienced as independent insurance ad- 
juster. Box 4545, c/o Automotive News, 
Detroit 26. 

PARTS MANAGER POSITION WANTED. 
Reliable family man, 10 years assistant 
parts manager—Chevrolet, seeks position 
with future. Willing relocate Calif. or 
Fla. Box 4531, c/o Automotive News, 
Detroit 26. 

DESIRE POSITION AS parts manager 
with GM dealer. Eight years’ experience. 
Married, 29, Dependable with references. 
Will locate anywhere. Box 4526, c/o Au- 
tomotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach, Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately. to the advertiser. 








care 


POSITION WANTED 


SERVICE MANAGER—Top grade. Con- 
trol, owner relations, service, parts, per- 
sonnel, organization builder. Volume op- 
erator, master mechanic, service meeting. 
All basic operations profitable, success- 
fully handled. Opportunity to obtain in- 
dividual who knows service and sales 
problems, Dissatisfied present position. 
Any franchise. Box 4532, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling 
Chevrolet. Sold 238 new cars and trucks 
and did a gross business of $690,000 in 
1954. Will sell parts and accessories; oil, 
gas and grease; shop tools and equip- 
ment; office furniture and fixtures; and 
parts equipment for $35,000. Dealership 
established in 1927. Will lease building 
and two used car lots for $100 per 
month. Must have Chevrolet approval. 
Lake Chevrolet Co., P. O. Box 367, Sour 
Lake, Texas. 


AUTOMOBILE AGENCY Rhinelander, 
Wisconsin. Prosperous paper mill and 
resort town. Building 5 years old, com- 
pletely equipped, including office furni- 
ture and equipment. Ready to do busi- 
ness. $10,000 down payment and balance 
like rent to person who can qualify with 
‘“*‘Big 2’’ manufacturer. Tremendous op- 
portunity for right party. Contact: Thad 
E. Michaels, 2720 N. Harding Ave., Chi- 
cago 47, Ill. Dickens 2-5269. 


DEALERSHIP AVAILABLE handling Pon- 
tiac. Northeast section of Ohio. Excel- 
lent location, 11,000 population. $23,000 
will handle. No used cars or accounts 
receivable. Factory approval of course. 
No real estate. Long term lease. I will 
leave you the finest setup you ever laid 
eyes on. All wonderful employes. Com- 
plete in every detail. Wire, write, call. 
— 4555, c/o Automotive News, Detroit 
6. 


DEALERSHIP H AN D LING Chevrolet- 
Buick dual. Located small village western 
N. Y.—65 miles south Buffalo, Sells 96 
Chevrolets, 48 Buicks a year. Modern 
building 48 ft. by 100 ft. New, modern 
equipment. Little competition. $35,000. 
Cash required. Glen L, Smith, Broker, 
Box 370, Wellsville, N. Y. 


DEALERSHIP AVAILABLE handling 
Chrysler-Plymouth,. State of Florida. 150- 
175 car franchise. Wonderful fishing and 
hunting. Box 4554, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, AVAILABLE handling Pon- 
tiac. One of best communities. Pacific 
northwest. Two industrial payrolls. Ex- 
cellent lease. No used cars. Accounts re- 
ceivable. Box 4553, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE HANDLING 
DeSoto-Plymouth. Will sell all or half 
interest to right party. Established busi- 
ness since 1945. Located about 65 miles 
east of Pittsburgh, Pa., population about 
8,500. Service and sales department with 
adjacent used car lot. Box 4562, c/o 
Automotive News, Detroit 26. 


FLORIDA EAST COAST agency handling 
Pontiac. Greatest future in Florida. 
Priced below inventory at $14,000. No used 
cars or accounts receivable. Must have 
factory approval and be financially re- 
sponsible. Health necessitates immediate 
sale. Box 4563, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING ONE OF Big 
Three. East side Detroit. Established 28 
years. Reliable long time employes. Com- 
plete sales, service and used car dept. 
Excellent volume. Terrific opportunity. 
(Owner retiring to Florida.) Box 4564, 
c/o Automotive News, Detroit 26. 








ee 


DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE handling 
son, Western Penn.—excellent jucat; 
population 50,000. New buildin, 
lent service and parts facili les, 
showroom. Ample customer p 
area, Used car lot adjoins. Same 
agement over 20 years. Only Hug 
deal in county. Other fine franch’:e q 
able for dual. No used cars or ccoy 
receivable. Good lease on building, 
purchase price. Reason—health. Te; 
or cash. Box 4529, c/o Automoti:e N, 
Detroit 26. 


ener eis 

IF YOU ARE CONTEMPLATING the 
quisition of a large ‘‘Big 3’’ deale 
in city with fine climate, 100-200 
sand population, south central area 
one might interest you. Completely ¢ 
ped, excellent liquid financial cond 
All replies confidential. Must quality. 
course with factory. This is owner's 
a 4511, c/o Automotive News, D 


eset 

DEALERSHIP AVAILABLE handling De. 
Soto-Plymouth in large city in southwegt| 
Ohio, Doctor’s orders say quit or else, 
Good volume potential. Can be bought at 
inventory. Will sell or lease rea! estate, 
Must have factory approval. Box 4533, 
c/o Automotive News, Detroit 26. 


DEALEKSHIP HANDLING DODG&§. 


Plymouth—Cleveland, Ohio area. 500 car 
potential. Good building—lease. Buye 
has exceptional opportunity to make 
money. Can be purchased tur inventory, 
; — health. Principais only. 

4497, c/o Automotive News, Detroit 2 


pega enna taeicceagteneaenienenenetnrtacmngeeenentist pases 

FOR SALE, One of the “‘Big Two’’ dealer. 
ships within 50 miles of Cincinnati, Ohio, 
Box 4487, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING DeSoto-Plym- 


outh—New York region. Three hundred 
and fifty sales potential. Will handie 
$3,500. Reference in first letter. Box 4552, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS WANTED __ 


SUCCESSFUL AND HIGHER type used 
car dealer wishes to purchase one of the 
(big three) dealerships outright or will 
consider partnership. My experience in 
car merchandising and administrative 
phase of the automotive business is far 
above average. Dealership must be with- 
in 100 miles from Philadelphia. Contact 
Paul Freeman, 1720 Calhoun St., Tren- 
ton, N. J. 


BUICK OR OLDSMOBILE agency. Wiui 
purchase in Florida or California. Lease 
buildings. What have you? State any 
particulars I might need. Box 4527, c/o 
Automotive News, Detroit 26. 


GM OR FORD LINE—150-500 cars within 
35 miles of Boston. All replies answered 
and held strictly confidential. Box 4550, 
c/o Automotive News, Detroit 26. 


GM SINGLE, DUAL or Ford, Ford-Mer- 
cury dealership with 200-400 unit sales 
in Great Lakes or midwest area. Have 
just sold small dealership and ready to 
buy larger. Box 4551, c/o Automotive 
News, Detroit 26. 

GM DEALER WISHES to purchase GM 
deal in southern California. Prefer Cad- 
illac dual but will consider others. Cash 
available. Reply in confidence to Box 
4574, c/o Autemotive News, Detroit 26. 


CADILLAC DUAL AGENCY wanted with 
either Pontiac or Chevrolet. Michigan 
preferred (excluding Detroit). Box 4528, 
c/o Automotive News, Detroit 26. 


MANUFACTURERS’ REPRESENTATIVE 











AUTOMOTIVE SALES EXECUTIVE 
SEASONED, CAPABLE, HARD-HITTING 
INDIVIDUAL 
Desires lines as manufacturer's representative. 
Will consider any quality product with poten- 
tial. Sales and promotional background. As- 
sures unqualified results. Michigan, Ohio and 

Indiana representation. 
Box 4560, </o Automotive News, 
Detroit 26 


DEALEK shkKVICES 


STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
methed of accurately handling A. F. A's 
$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 





WANTED 


Auto Sales Manager 


FOR ONE OF NEW YORK CITY’S 
LARGEST BIG 3 DEALERS 


The man we are after must be one of the top auto sales 
managers in the country . . . able to successfully operate a 
large dealership in this tough, competitive market. Must be 
an exceptional individual who can develop new business, 
hire, train, and direct sales personnel, help close deals. An 
excellent salary will be paid to the one who can fill the bill. 


Please do not apply unless you have a proven record of 
achievement and can pass a rigid investigation of your past 
performance. Send full resume in complete confidence. Ad- 
dress Box 4567, c/o Automotive News, Detroit 26. 
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IRUARY 7, 1955 


DEALER SERVICES 


INVENTORY SERVICE 


F Parts and Accessories 
| @ £CERTIFIED REPORTS ©@ 
{ — o Guerens Established 
7 tory investment Evaluated 
ysis of Methods and Procedures 
fime experts. No pick-up part time help. 
SAVE MONEY 
Cali or Write for Service Details 
Automotive Inventory Service Co. 
Freeland Detroit27, Mich. WE 3-6445 


NEW LINES WANTED 


UFACTURER’S SALES agent, 
: ve acquaintance among car dealers 
"and automotive jobbers in the New Eng- 
‘tand states, wishes to acquire a line to 
be nted to the above class of trade. 
_ 4557, c/o Automotive News, Detroit 


with 


BUSINESS OPPORTUNITIES 


OMOTIVE OPPORTUNITY — extra- 
‘ordinary. Two plants now in high earn- 
ing bracket, making only approved auto- 
"motive service equipment. Fast growing 
P d without any of the auto parts pric- 
| ing problems. Ideal for company seeking 
as opmotive division or for parts maker 
' geeking to stabilize earnings against the 
" yecurring car factory disturbances. Own- 
) ers retiring. $3,700,000 for both. Will sell 
geparately. Skilled executives available 





' to operate. Box 4556, c/o Automotive 
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| News, Detroit 26. 
PARTS FOR SALE 


MLLYS PARTS for sale. Approximately 
; of Willys parts at dealer cost. 
Fs accept any reasonable offer. Will 
giso sell parts bins with parts if de- 
| gired. Vescovi Motor Sales, 129 Main St., 
| Delhi, N. Y., Ph. 342. 
46.000 DODGE-PLYMOUTH parts. Most 
all of which are fast moving. Must liqui- 
date at once. Call or write. Gatchett 
Chevrolet Co., 6615 Beechmont Ave., 
Cincinnati, Ohio. Phone BEechmont 8911. 
f® 1953 BUICK, Super V-8 Dynafiow, 
"motor, driven only 3,000 miles. Price 
; F.0.B. Nashville, Tenn. One 1950 
k Super, Central Mesh motor with 
ulic valve lifters. Driven only 
7,000. Price $225 F.O.B. Nashville, Tenn. 
/ Wire, write or call Nashville Mtrs., Mr. 
_ Dean. 


PARTS—1946-1947-1948 Olds. Will 

'gell 15% of cost. Morrell-Brown Olds 
Co., Ottumwa, Iowa. 
DR SALE—Oil filter elements Michiana 
/§A-15453, AC-74 or C-403. Purolator 
/N-37. 25c in hundred lots FOB. Blaine 
C. Watson, Linesville, Pa. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0O.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


CARS FOR SALE 


AUTO AUCTION 
TIM ANSPACH 
“Midway,"’ Stop 20 
Albafy-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


HOLMES TRAFFIC 


CARS FOR SALE 


ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 


I's New —If’s Nice 
I's Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S$. 16 and 24 


Every Thursday at 1 P.M. 


Sam Giordano, Auctioneer 


All checks guaranteed 
Kenwood 1-9694 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 
EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—Dovid 8B. 


John W. Becker 


DEALERS 


WE WHOLESALE TO ALL 
SEE FRED WILLIAMS 


Used Car Manager 


ALFRED F. STEINER CO. 
Ford Deater 


16901 Mack Detroit 24, Mich. 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half See west of Grandville 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


120 CARS 
CHEVROLETS—1950-1951 
$200 - $250 
CLARK'S AUTO PARTS CO. 
3lst and West Broad Sts. 


Savannah, Georgia 
Phone 4164! 


4494 


KING—MODEL 515 


— WRECKER — 
1954 Chevrolet — Model 6103 


2 Ton — 2 Speed Axle — 137” WB 
8:25 x 10 Ply Rubber 
4.494 ACTUAL MILES 


This wrecker is a Holmes 8 ft. service body, complete 
with running boards, fenders, towing cradle, 
and miscellaneous equipment. 


Call Roy Brust 


BATES CHEVROLET 
Phone 8-8461 


SPRINGFIELD, ILLINOIS 


3 | 
SOMETHING NEW | 
USED CARS DELIVERED 


We have for sale ‘@ nice selection of 
fleet lecosed 1953 Ghevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone o write for informa- 
tion, 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadeiphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwoed 8-1500 


LINCOLN 
CONTINENTALS 


| 1947 Convertible, 1948 Club Coupe 


| Both have rebuilt engines, are mechani- 
cally perfect. Bodies and upholstery are 
spotless. Both are one owner trades. These 
cars of distinction have thoroughbred styl- 
ing and performance inside and out. 


Buffalo's Largest 
Lincoln-Mercury Dealer 


Kirchmeyer Motors, Inc. 
392 Kenmore Ave. Am. 1010 Buffalo 23, N. Y. 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


CARS WANTED 


WE WILL BUY state, county, city and 
fleet owned cars — any quantity. What 
do you have to offer? Keller’s Automo- 
tive Service, R.D. No. 1, New Cumber- 
land, Pa. 


AUTHORIZED FORD DEALER will buy 
your surplus 1955 Ford cars and trucks 
on dealer transfer. Let us know what 
have. Spaniol Motors, Inc., Liberal, 

ans. 


WANTED—NEW OR USED automobiles 
and trucks. Any make or model. Write 
P. F. Gardiner, Mullica Hill, N. J., or 
Phone 5-6291 or visit. 


50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 


WE WILL BUY 


NEW 
BUICKS 


From Franchised 
Dealers 


Write 


SHEPPARD 
BUICK, INC. 


(Franchised Dealer) 


750 SOUTH LEWIS STREET 
TULSA, OKLA, PHONE 6-2128 


Call—Wire or 


OLDSMOBILES 
WANTED 


100 new, 1955 Olds 88's, super 88's and 
98's wanted, with or without frigidaire, by 
authorized Texas Olds dealer from other 
authorized Olds dealers only, to take 
care of record high local orders. We 
transport in groups of four from any- 
where. Wire quantity, ‘s accessory 
codes and prices to Box , c/o Auto- 
motive News, it 26 receive our 
return wire lutely confi- 
dential, 


TRUCKS FOR SALE 


_____ TRUCKS FOR SALE 
OLMES WRECKER | 
FOR SALE 


Holmes Wrecker Model 515E complete 
with tool compartment, side paneling, car 
saddle, rear control, mounted on cab over 
engine, 352 GMC chassis, 2-speed axle, 
750/20 tires, driven 15,000 miles. Ex- 
cellent mechanical condition and appear- 


ance. Photo on request. Price $2,750. 


Write or phone 
WEIGAND GMC 
Dover Ohio Phone 42361 


TRUCKS FOR SALE. Six 1948 Interna- 
tional KBS 8—142 inch wheel base trac- 
tors in excellent condition, rubber first 
class, 125 gallon saddle tanks, 5th wheel, 
2 speed gears. Ready to roll. Contact 
F. T. Weaver, International Truck Sales, 
Salem, N. J. Phone Salem 1220. 


AMBULANCES, superior 
body; 1949 and 1950 Cadillac hearses; 
1948 Buick service car. Photos available. 
Box 4534, c/o Automotive News, De- 
troit 26. 





1950 Cadillac 


SHOP EQUIPMENT FOR SALE 


UNUSED GOVERNMENT SURPLUS 


Heavy Duty Gar Wood Power Winches 
Still in crates 
$375.00 
FOB Peekskill, N. Y. 
H. KAUFMAN AUTO PARTS 
P. O. Box 233 Montrose, N. Y. 


SHOP EQUIPMENT WANTED 


HEADLIGHT TESTER with output meter. 
State make, model and price. S. Sam 
Sorbello, Inc., Fulton, New York. 


ANTIQUE CARS FOR SALE 


——ooooeeeee 


CHRYSLER 
1926—4-cylinder touring car. Fully restored, 
new top, new two-tone paint (Desert Sand). 
Fine tires, natural wood wheels. Black leather 
upholstery, low mileage. A-! condition, can 
drive anywhere. 





$800. 
Also good for Chrysler Dealer's Showroom. 
Write John Scanion 
34 MILLER ST. MERIDEN, CONN. 


1932 LINCOLN CONVERTIBLE sedan, KB 
model, excellent running condition, good 
tires, V-12, six wire wheels, trade for 
anything of value, old model Buick, 
boats or what have you? Harter Buick, 
Inc., Camden, S. C., Phone 2-6862. 





MAILING LISTS 


DEALERS’ MAILING LIST. Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list, December, 1954 checked. On ad- 
dressed labels, 32M. $14 per M. Box 
4558, c/o Automotive News, Detroit 26. 


MISCELLANEOUS 


REPLACEMENT: 3-ply convertible tops— 
$18.95, Auto headliners—$12.50, Civilian 
jeep tops—$70.20. Rush service. Boston 
a Buck, 278 Cambridge St., Boston, 

ass. 


For Quick Results 
Use Automotive News 
WANT ADS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 


“Leaders In The Industry” 
Since 1939 


ATTENTION: Men of Top Calibre Capable 


of Earning $30,000 


NEW 


to $40,000 per Year 


BRICK PROCESS 


Franchises Now Available 


%"" brick or ledgerock process applied over siding, 
shingle, concrete, cement block and stucco. Insulates 
against moisture, heat and cold. Life-time guarantee. 
Protected territories. Franchise investment dependent 
upon size of market. For full particulars write— 


Life-Brik and Stone Co. 


8821 Fenkell Street 


Detroit 38, Michigan 


---<----- - - - - - - - - - -  - 55 


New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [] 


or Two Years $14 [] 


for which check is attached [[] or send bill [7] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Car Decler [) 
Jobber [] 


Moke of Car 


Insurance [ 


TRADE CONNECTION: 
Truck Dealer [) 


Financial [) 
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INTERNATIONALS win friends because they stay on the job 


The INTERNATIONAL Truck Dealer makes 
money year after year—and INTERNATIONAL 
dealerships expand and grow — because the 
operators who buy INTERNATIONALS keep 


coming back for more. 


The reason is INTERNATIONAL quality — 
the ability of these trucks to stay on the 
job, to work longer for less, to deliver more 
payloads at lower cost. 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
See the season’s new TV hit, “The Halls of Ivy,” with Ronald Colman and Benita Hume, Tuesdays, CBS-TV, 8:30 p.m., EST 


Tee hes Uae) lS 


\ 







The INTERNATIONAL Dealer makes money 
for a host of other reasons. Every truck 
owner is his prospect because he offers the 
world’s most complete truck line — 200 ba- 
sic models, 32 engines in widest choice of 
gasoline, LPG, and diesel power. 

And he has famous INTERNATIONAL lead- 
ership to help him sell—23 straight years 
in the heavy-duty field —20 straight years 


in the 6-wheel field —17 straight years in the 
multi-stop delivery field. 

Franchises are available in a few choice 
locations. If you are interested in an ex- 
panding, profitable, solid truck business, 
write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue 
Chicago 1, Illinois 


TRUCKS 


Standard of the Highway 
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